SLicboon 
indry Jour nal 


First in the Laundry Industry Since 1893 


IN THIS ISSUE— 


The Young Men’s approach 
to industry problems 


Does your company need 





an incentive system? 


-AUNDER TT 
=< STOP DRIVE IN SERVIC 





Sud’n Service: Plantowner James Tofel of Tucson, Arizona, takes justifiable pride in this dra- 
matic cascade of soap suds calling motorists’ attention to The Wash Well Drive-In which 
features sudden (one-day) service. The suds are allowed to overflow only on special occasions 


This is the one you’ve heard about: 





HURON INSTANT STARCH 


... the only “INSTANT” that gives you 
wheat-quality starching with every load! 


Years of research in starch chemistry and extensive testing in 


many commercial plants prove it...H. |. S. is the guaranteed, 


convenient way to get and keep HIS shirts, THEIR bundles! 


Introducing new HURON INSTANT STARCH! After supply- 
ing professional laundries for over thirty-five years with 
VELVET RAINBOW . . . the standard by which the industry 
has long judged all starching . . . Huron has succeeded 
in putting this same high quality into convenient 
“instant” form. 


HURON INSTANT STARCH is the only instant formulation 
that produces wheat-quality finished work every time. 
It gives shirts, uniforms and other pieces a feel and 
appearance comparable to those delivered by famous 
VELVET RAINBOW cooked starch. 


Huron is so confident that you'll get consistently fine 
results with H. I. S. that we make you this uncon- 
ditional offer: 


Try one drum of HURON INSTANT STARCH. If you are not 
perfectly satisfied with its quality, the full price will be 
immediately refunded. No questions, no “‘ifs’’, “‘ands’’ 
or “‘buts”. . . remember, you’re dealing with Huron. 


Call or write Huron or your laundry supply jobber 
today! Easy-to-handle H. I. S. is packed in both 100-lb. 


and 225-lb. drums. Full use directions are included. 
You'll get and keep more of HIS shirts, THEIR family 
bundles, too, with convenient H. I. S. 





ECONOMICAL: At the recommended usage of one pound to 
every 100 shirts, HURON INSTANT STARCH finishes five shirts 
for about one penny of cost. 


HURON INSTANT STARCH 


HURON MILLING DIVISION 
Virginia Cellulose Department 
HERCULES POWDER COMPANY 


imcompomareo 


Wilmington 99, Delaware 


Sales Offices: 380 Madison Avenue, New York 17, New York; 332 South Michigan 
Avenue, Chicago 4, Illinois; 120 Montgomery Street, San Francisco 4, California. 








CHECK THESE 3 FEATURES 


BEFORE YOU BUY BASKETS 






CONSTRUCTION: All-steel frame made 


of high carbon, spring steel rods . . . resistant 





3 to bending. Bodies made from extra heavy e 
— duck with smooth hard finish. COTTONBLOSSOM 
yr 
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3” WORKMANSHIP: Smooth and finished 
...SO as not to snag the softest fabrics. 
Double inspection assures correct function of 
%, skids, casters, handles and reinforcements. 
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‘d ORMANCE: Sturdier, longer lasting 
3 4 ... will stand up longer under heavy traffic 
« and handling. Designed for easy operation 
%  ... rubber casters roll smoothly on self-lubri- 
‘4, cating bearings. 
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COTTONBLOSSOM 


Baskets, Trucks, Hampers - - - the 
only carriers on the market that 


combine these 3 features. 





SOUTHERN MILLS 
LAUNDRY TEXTILES 
ARE SOLD EXCLUSIVELY 
THROUGH 
SUPPLY DISTRIBUTORS 


April 15, 1957 





SOUTHERN MILLS, INC. 


585 WELLS STREET, S. W., PHONE JACKSON 4-1991, ATLANTA 3 
10-103 Merchandise Mart, Phone Delaware 7-5193, CHICAGO 54 

1641 South McGarry Street, Phone Richmond 7-0261, LOS ANGELES 21 

4924 Greenville Avenue, Phone Emerson 8-4377, DALLAS 6 

233 Broadway, Phone Beekman 3-9260, NEW YORK 7 
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Laundry Journal 


PUBLISHED MONTHLY SINCE 1893 


READER’S GUIDE 


Trend Setters Sift Ideas By Henry Mozdzer 
Young industry leaders discuss every phase of progressive management 


A Lesson in Creative Thinking By Harry Yeates 


AIL course adapts latest “brainstorming” technique 


Tools of Management By Charles M. Smith Ill 


What they are and how to use them 


The Future of Management By Kenneth E. Weiser 
Recent trends call for improved management methods and techniques 


Five-Point Maintenance Program By Arnold J. Smith 
All factors work together to save time and labor, improve morale and cus- 
tomer acceptance 


Do You Need an Incentive System? By Harry Cohen 


Here’s how to install and operate it 


How New Tools Improve Efficiency By Harry Yeates 


Part 1. Giant washer ups production 700 pounds per load 
Part 2. Now they know where the money goes 
How To Promote Blanket Service 
How Centralized Shirt Inspection Works By Gerald Whitman 


IE ED oc chee cece ewe ss By Charles B. Shacter 
It’s up to management to train, guide, assist and stimulate sales force 


Should Electrical Systems Be Grounded? ....... By Joseph B. McCabe 


CONVENTIONS 
Golden Future Forecast at Golden Anniversary 
M.Y.L.E. Learns of Fabric Findings 
Gophers Go for Sales Ideas 
Canadians Convene 


Service Stressed at Charleston 


DEPARTMENTS 
News From the Allied Trades . . 
Convention Calendar 


Obituaries 


New Products and Literature . . 
Editorials 
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In the Wash 


Rhapsody in Bellew 
Laundry News Notes 
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Saving Money 


We had occasion to chat briefly with a 
hospital laundry manager the other day 
who brought up some rather interesting 
ideas on cost reduction. (Institutional 
administrators are becoming more and 
more cost-conscious these days. ) 

One of the things that slow production 
is the almost countless variety of uni- 
forms and linen materials handled. Our 
host is doing all he can to standardize 
wherever possible to save time and the 
need for specialized finishing techniques 
and equipment. And he takes pride in 
the fact that the number of different 
items at his plant has been cut down to 
some 300 classifications. 

Where it is impractical to eliminate 
an item, he tries to improve it. For exam- 
ple, he noticed that cuffs on men’s trous- 
ers slowed production, The extra thick- 
ness of material requires longer drying 
time while the rest of the garment 
“burns up.” So cuffs were eliminated 
from men’s uniforms, 

Now you can’t do away with bed 
sheets in a hospital but here’s his idea 
for turning them out faster. The sheets 
used here no longer have a 3-inch hem 
at the top and a 2-inch hem at the bot- 
tom, because this manager found that 
one could get longer wear and faster 
production on a shorter sheet that had 
only a %-inch hem at each end. 

In the past, this hospital used a 20- 
by-30-inch diaper which was always fold- 
ed in thirds—a chore that consumed a 
great deal of time and effort, not to men- 
tion money paid out in wages to the 
folder. The laundry now uses a diaper 
that is sewed in thirds and eliminated 
much of the bother. 

These as well as other “small” innova- 
tions have enabled the plant to turn out 
more work with fewer employees than 
were required in the same plant in the 
past.—Henry Mozdzer 





REPRINT SERVICE FOR OUR 
READERS—Please write promptly 
if you want reprints of any articles 
appearing in this issue. Cost is $13 
per 100, one side of a single sheet: 
$21 per 100, two sides of a single 
sheet. Additional 100’s at $1.70, one 
side; $1.90, two sides. Minimum or- 
der is 100 reprints. For reprints in 
color or reprinted spreads or fold- 
ers, please write for prices and addi- 
tional information. All prices F.O.B. 
Lancaster, Pa. 


Address the Editor: 
StarcHroom Launpry JOURNAL 


305 East 45th Street, 
New York 17, N. Y. 
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GIBRALTAR 


“SELF SERVICE” rw Paps 
and DATEX” DACRON COVERS 


¢ for beautiful ironing 
e for fast drying 
e for economy 


° easy to put on and take off 


* Gibraltar “Self Service’ FWI pads are the ideal combination 


For all FW ironers of Nylon and Cotton. When used with “Datex” Dacron Duck 
GIBRALTAR ‘‘DATEX” 


Dacron Duck Covers 
are still breaking all 


Covers, you get finishing quality just like in the “good old 


days’—and they only have to be put on twice a year. 
records ' 
Matti amtaskelolismetelacela 
vides beautiful tronis 
faretiame (olUle lalate t-me leer: 

to any feXeKe Kei iare) they re 
pre-shrunk, too Gibral 
told p4:to Me Mam @1U lol delali-i:to mnie), 


18 weeks, they’l] last twice 


] 
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GIBRALTAR FWI TAPES 


the most widely used come with simple instructions, ready to install. Attach by the 
tapes in the industry 


Run for months before ré method you prefer, when you prefer; no service man required. 


Factory assembled and sewn, “Self Service’ Assemblies 


‘oe Korellate| fol Zelltelelis Ta) lores 

l | S Kolo) ol-Tmn cole! iptive lite d price 
ron or Nylon. Free sample: ee your jobber for descriptive literature and prices, or write 
on request: specify number 


of rollers on ironer us giving make, model number of ironer and number of rollers. 


GIBRALTAR FABRICS, inc. 


254 36th STREET, BROOKLYN 32, N. Y. 


GIBRALTAR PRODUCTS ARE THE FINEST IN INDUSTRIAL TEXTILES 
| C n Nets e Grommet Grip Nets e’Datex” Dacron Duck FWI Covers 


es and Cords e Shroud Lines ntex’’ Press Cloths and Covers 





It Takes a Matched Team to Get Best Results ! 
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That's why you get Cleaner Clothes, Greater Production 
and Lower Washing Costs with NMITD 


(MATCHED TEAM DETERGENCY ) 


By teaming up two specially matched cleaning agents, 
MTD’s “crossfire cleaning action’’ gets clothes cleaner and 
whiter than any other single agent washing method! Here’s 
how it works: 

You loosen and suspend heavy soil with an entirely new 
first suds detergent—Bilt—a soap base break designed for 
the plant where the heavily soiled family bundle is the rule 
rather than the exception. Then, by following with a deter- 
gent made expressly for high temperature washing—Orvus 
Hytemp—you take advantage of two basic types of clean- 
ing agents, each with its own special ability to remove dif- 
ferent types of soil. 


Matched Team Detergency boosts rinsing efficiency, too. 


Many laundries report—in addition to cleaner, whiter 

clothes—that MTD helps them cut rinsing operations up 

U to 50%. Think of the tremendous economy in time, water 
and steam that can mean! 


Give MTD a thirty-day trial in your plant and see for 
yourself. It’s one sure way to team up with greater cus- 
tomer satisfaction . . . bigger profits, too. 


Orocter-+Mentlhe Bulk Soap Sales Department, P.O. Box 599, Cincinnati 1, Ohio 
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STAINLESS 


brings 


ECONOMY 
to the 
laundry... 





It pays to buy the best may sound trite, but it’s 
still true... especially in the laundry where capital 
equipment replacements take big bites out of profits. 
And stainless is your best buy because... 


IT LASTS LONGER — For all practical purposes, stain- 
less never ‘wears out.’ You have, for example, prob- 
ably seen washers, retired after years of hard serv- 
ice, whose stainless cylinders were still good as new. 


IT FIGHTS CORROSION — Stainless withstands the 
attack of soaps, detergents, or strong chemical 
cleaners. And... 








Gleaming stainless means longer, more economical operation for these laundry units manufactured by The American Laundry Machinery Co., Cincinnati, O. 


IT NEEDS LITTLE MAINTENANCE — Stainless just about 
takes care of itself. All that’s required is an occa- 
sional rinsing with water to flush away deposits. 
All that adds up to equipment that works better, 
lasts longer, requires less care. And that means 
long-run economy. Next time you’re planning to buy 
new equipment, be sure it’s made of stainless steel. 
Crucible Steel Company of America, The Oliver 
Building, Mellon Square, Pittsburgh 22, Pa. 


Write for your free copy of Crucible’s informative book- 
let, ‘Making The Most of Stainless Steels in the Laundry 
Industry.” 


t R HT C { LE} first name in special purpose steels 





Crucible Steel Company of America 


Canadian Distributor — Railway & Power Engineering Corp., Ltd. 


April 15, 1957 
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Mildew Reclaiming Service 





Wyandotte has introduced a 
new method of reclaiming mil- 
dewed linens. This before-and- 
after picture illustrates the 
results of the Apache-Halox 
formula used in the washing 
operation. The formula is said 
to give minimum tensile 
strength loss, no apparent lint- 
ing and as much as 60 percent 
saving in soap. 

Details concerning this new 
method of reclaiming mildewed 
linen are available from Wyan- 
dotte Chemicals Corporation, 
Wyandotte, Mich. 


Armour Offers Deodorizer 


Washed-in protection against 
odors through the use of Gold- 
en Jet Imperial is the claim 
made by the manufacturer, 
Armour and Company. The 
product is a controlled suds 
soap-synthetic detergent with 
hexachlorophene. 

Built for removal of all classi- 
fications of soil, the product de- 
odorizes clothes from one wash- 
ing to the next. Because it is a 
complete washing formula, no 
additional boosters are needed. 





YOUR REQUEST 
for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 
JOURNAL. 











Golden Jet also contains a new 
fragrance and a special new 3X 
brightener. It is available in 
newly designed 100-pound pa- 
per bags. 

To promote the product Ar- 
mour has prepared special liter- 
ature, including wall banners, 
window posters and bundle in- 
serts. 

For further information con- 
tact the Industrial Soap Depart- 
ment, Armour and Company, 
agg W. 31st St., Chicago 9, 
Ill. 


Shirt Packaging Device 








ee 


An air-operated machine for 
opening paper or polyethylene 
bags is a newly marketed prod- 
uct, already field tested, from 
McCleary Bros., Inc. The unit 
is used in conjunction with con- 
ventional shells for multiple 
packaging of shirts. The ma- 
chine measures 48 by 72 by 24 
inches. 

More information on the unit 
is available from McCleary 
Brothers, Second and Auction 
Sts., Memphis 3, Tenn. 


Boiler Feed Control Guide 


A special 35-page booklet on 
boiler feed control has been 
prepared by Robert Lee Jick- 
ling, Ph.D., chief chemist of 
Kisco Boiler & Engineering 
Company. 

The brochure presents a com- 
plete story of water and its re- 
lation to boiler feed. It also 
covers prevention of scale and 
methods of safeguarding against 
corrosion and foaming. 


A copy of this booklet will 
be furnished without cost by 
writing to Kisco Boiler & Engi- 
neering Company, 2400 Dekalb 
St., St. Louis 4, Mo. 


Cellophane Promotion Kit 


Sales increased 15 to 500 
percent after launderers started 
to return laundry wrapped in 
cellophane, it was found in a 
study just compiled by the 
Film Division of Olin Mathie- 
son Chemical Corporation. A 
promotion kit, aimed at stress- 
ing this point and to help new 
customers equal or surpass these 
sales gains, is being made avail- 
able by the division which pro- 
duces Olin Cellophane. 

The kit features a booklet of 
case histories of laundries’ suc- 
cess with cellophane. It in- 
cludes wall charts showing how 
to cellophane-wrap shirts; sug- 
gested newspaper ads featuring 
the fact that laundered items 
are returned wrapped in the 
film; suggestions for package 
inserts; instruction sheets ex- 
plaining how to measure shirts 
for cellophane sheet size and 
how to figure costs; spot radio 
announcements; window 
streamers, and a suggested sales 
approach for laundry routemen 
emphasizing the advantages of 
cellophane wrapping. 

The material is available to 
laundries from the division’s 
salesmen without charge. 


Channel-Fio Compressor 


Ingersoll-Rand Company has 
produced a new air compressor 
to be known as the Channel- 
Flo. It is a two-stage, 200 
p.s.i.g.-rated | motorcompressor 
presently available in 1% and 
2 hp. sizes. The complete pack- 
aged unit includes the motor- 
compressor, cushioned rubber 
mounting on an ASME vertical 
tank, interconnecting piping 
and fittings and automatic start- 
and-stop control. 

The manufacturer claims im- 
portant safety and space-saving 
features in this new unit. Belt 
drive is eliminated because the 
compressor is flange-mounted 
directly on the driving motor, 
halving required floor space. 
The Channel-Flo can also be 
mounted on a shelf, side wall 
or overhead bracket with the air 
receiver located in an out-of- 
the-way space. 

The machine features bal- 
anced-opposed piston construc- 
tion, direct motor drive without 
belts or coupling and a new 
piston ring design said to result 
in low oil consumption. Inger- 
soll-Rand further states that 


Channel-Flo offers a cushioned 
rubber compressor mounting, 
inlet filter and muffler, a totally 
enclosed crankcase, splash lub- 
rication, standard NEMA “C” 
face motors, ASME receiver 
and a continuous service rating. 

For more details contact the 
nearest Ingersoll-Rand branch 
office, or write to Ingersoll- 
Rand Company, 11 Broadway, 
New York 4, N. Y., and request 
Form 1547. 


Waste Treatment Booklet 


A new 32-page bulletin en- 
titled “Products and Processes” 
has been released by Infilco, 
Inc. It deals with all water and 
waste treatment equipment 
manufactured and designed by 
the company. Containing cross 
references for all detailed bul- 
letins devoted to specific equip- 
ment for various fields, it serves 
as a handy informational guide. 

The booklet is free upon re- 
quest to Infilco, Inc., Box 5033, 
Tucson, Ariz. Ask for Bulletin 


80. 


Glover Washer-Extractor 






The addition of a new 200- 
pound washer-extractor to its 
line has been announced by 
Bill Glover, Inc. Like the earlier 
models the new Glover unit is 
equipped with the Glover Auto- 
Trol and Auto-Feeder. The 
Auto-Trol permits presetting 
the washing, rinsing and ex- 
tracting cycle with automatic 
water level controls. The Auto- 
Feeder premixes and _ supplies 
the correct ingredients in the 
exact quantity at the right time 
at each stage of the cycle. The 
operator sets the Auto-Trol and 
the Auto-Feeder, loads and 
starts the machine, and is then 
free for other washroom duties 
until the cycle is completed. 
Quiet operation is also claimed 
for the machine. 

The new unit is of heavy 
steel plate with the skirt, front 
and. shell lined with stainless 
steel. The two-packet cylinder 
is of stainless steel throughout. 

Washing speed is 28 r.p.m. 
powered by a 5 hp. motor. The 
620 r.p.m. extractor operation 
is separately powered by a 15 
hp. motor. The firm reports that 
Continued on page 87 
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When you figure the cost of a second-rate 
bleach in the light of poor results, dissatis- 
fied customers, and loss of important return 
business, you’ll find you’re spending much 
more, time after time. That’s why you can 
afford to use only the best bleach on the 
market, New Ad-Dri! 


For top savings all along the line, let’s look 
at New Ad-Dri from every angle. You save 
hours of time previously wasted in mixing up 
“do-it-yourself”’ preparations— New Ad-Dri 
arrives ready for action. You get direct 
money savings because there’s no spillage or 








Packed in 100-Ib. Leverpak drums, New Ad-Dri Bleach ... 








BM is added dry to the 
bleach suds 


BB is added dry—right from 
the drum 





BB is easily measured out in 
the handy Dri-Ader cup 


and that’s all there is to it! 








Ad-Dri® is o trademark 


April 15, 1957 
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breakage with New Ad-Dri—it’s added di- 
rectly to the bleach suds. And with New 
Ad-Dri, you have a product whose bleaching 
power is right on the mark every time . 
that turns out load after load with maximum 
whiteness retention and minimum tensile 
strength loss. 


You’ll see the difference after only one 
wash. To insure the right bleach . . . in the 
right amount .. . in the right strength every 
time—order New Ad-Dri Bleach from your 
laundry supply house or contact us directly. 





OLIN MATHIESON CHEMICAL CORPORATION 


INDUSTRIAL CHEMICALS DIVISION BALTIMORE 3, MD. 


4908 











Some Thoughts on Research 


The subject of research seems to be uppermost in laundry- 
men’s minds this season, what with forecasts of still further 
wage increases and an impending labor shortage in the offing. 

There’s more talk of the need for new machinery and new 
methods for doing things. The trouble is that while we are all 
agreed that something should be done, we are not unanimously 
in accord as to the direction these efforts should take. Some are 
in favor of automatic equipment, others think we should in- 
dulge in pure research, while still others feel that national ad- 
vertising holds the real answer to progress. 

It has been suggested that our first steps should be explora- 
tory ones. Let’s look around first and see which facets of re- 
search seem to be particularly fertile so that we may get the 
most for our money. 

We'll go along with that. But it will take time. We would like 
to suggest that one preliminary step be taken. Laundering is not 
solely an American problem. It is really an international one. 
We know that our British cousins have engaged in research for 
many years and the Germans have also been quite active in this 
pursuit. 

It seems to us that we can take a few shortcuts and avoid 
duplication of effort by establishing, if you will, a world com- 
mittee on problems affecting laundry research. The very least 
that could evolve from a cooperative meeting of this kind 
would be the setting up of some sort of central clearing house 
for ideas which would otherwise be buried or lost. 

A joint meeting of this kind might also serve to channelize 
our individual efforts. We know at least one nation is better 
suited to conduct pure research than we are because its govern- 
ment matches the sum of money raised for research by con- 
tributors. 


Brainstorming: We are delighted late thought processes along new 
to learn that the American Insti- paths unsullied by pedestrian 


tute of Laundering has included 
the Madison Avenue-inspired 
method of creating ideas in its 
management school curriculum. 
There is also some thought of ap- 
plying brainstorming techniques 
at future regional management 
conferences. 

We are looking forward to a 
professional demonstration of this 
type conducted in the near fu- 
ture, preferably at a meeting for 
the young executives of our in- 
dustry, Because their mental at- 
titude hasn’t quite jelled to the 
point where they consider the old 
ways as being the best ways. We 
need some “wild” ideas to stimu- 


thinking. 

We would like to see them 
brainstorm their way through a 
session on how to make launder- 
ing a completely automatic oper- 
ation, or tackle the old problem 
of how to convince the housewife 
that the professional laundry can 
do the job better. And that laun- 
dry service isn’t really expensive. 
We seem to have tried all the 
logical ideas without any great 
success. Now let’s try something 
else. 

Last year more than 48 million 
tons of laundry were washed and 
dried in American homes. We 
could use some of that. 
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10-Bin Unit _ SAVE $1,000 Annually 
. : (and 50% of sorting tim) Per Shirt Unit! 


B29-10108 


SHIRT-BIN UNITS 
for Any Loft System 








TWO 10-BIN TYPES 4 15-BIN f 
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3 " 
three bins wide five bins wide \ from 13" above floor... to 37" above floor from 13" above floor... to 37" above floor 


Bid goodbye to the shirt-sorting department . . . its labor, its space, its 


H i : walking and handling. Stop mix-ups, losses, service delays. Now your 
— a Son folders can do the sorting—faster, better, more economically, and give 
Pee a ml GAs : ' you 50% more sorting—with Bishop Folder-Sorters. You save at least 


one handling per shirt. Bundles go direct from folder to checker-wrapper 
without in-between handling that causes losses and breaks down quality. 
With @ Bishop 10-Bin, 15-Bin or 20-Bin Folder-Sorter at each shirt table, 
your folders sort as they go—without loss of folding production, with 
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fewer sorting errors—and cut hours per day from bundle-processing time. 
Users report lower claims, improved quality, faster service, with reduced 
)-Bin Unit ~ ro labor cost. Savings amount to over $1,000 yearly for each shirt unit! 






29-10101 
MODELS TO MEET EVERY NEED 
FOR SHIRTS ONLY (BINS 10” — For Shirts & Wearing Apparel 
SHE FOLDS. WIDE, 15° HIGH, 18” DEEP BINS 13” WIDE x 15’’x 18”) 
nafene : _ MEN "READY FOR W -_ 10-Bin Unit, Model 1 Hid oo Unit, Model B29-10138 


10-Bin Unit, Model B29-10101 10-Bin Unit, Model B29-10131 
15-Bin Unit, Model B29-15101 15-Bin Unit, Model B29-15131 
20-Bin Unit, Model B29-20101 20-Bin Unit, Model B29-20131 


meee ME | ORDER NOW FROM YOUR JOBBER 


© 1957 B.D. F. Co.: 


BISHOP DAVID FREEMAN CO. 
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AlL Conference for industry leaders under 40 years of age attracts 105 registrants to two-day, fact-filled sessions at Atlantic City 


Trend Setters Sift Ideas 


Young executives give sage suggestions 


on management at eighth annual conference 


MANAGEMENT PROBLEMS were 
given a thorough airing at Atlantic 
City, New Jersey, when 105 young 
laundry executives met for a two-day 
conference, March 5 and 6. 

This was the eighth annual meeting 
of its type for industry leaders under 
40 years of age and it ranked as one 
of the best. Before the program was 
concluded those attending heard 17 
speakers cover almost every phase 
and facet of management concern 
from automation to wage-and-hour 
legislation. 


Educational Posters: Lead-off speaker 
Don Eldredge, Acme Laundry Com- 
pany, Chatham, Massachusetts, 
pointed out the need for increasing 
production and quality while reducing 
costs. The answer to the problem, he 
believes, lies in creating better labor- 
management team work. 

“We must help the employee real- 
ize that his needs are the same as 
management’s needs,” he said. “We 
can do this by winning the confidence 
of the employee and by teaching him 
to be concerned about his own wel- 
fare.” The Acme plant tries to do this 
through the use of plant posters of 
which the main theme is: Customers 
Make Jobs; Make Customers, The 
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series consists of 48 posters and ex- 
planatory letters which have been 
prepared by a professional agency for 
use by the National Association of 
Manufacturers. The entire package 
costs Acme about $300 a year. 


Route Sales 


ree-in-One 


rg 
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Three Plants in One: Jack Chin, 
Chin’s Laundry, Mobile, Alabama, 
told how his one plant was converted 
into three separate and independent 
plants. One specializes in family bun- 
dle work, the second in flatwork and 


Policies 


Teamwork 
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the third in bachelor work. Each does 
its own processing from start to finish. 

The change-over has enabled the 
firm to offer faster service with fewer 
losses and errors. And in the past two 
years management has noted these 
specific results: Sales have increased 
by 50 percent, even after a good 
number of commercial accounts were 
dropped. And productive labor costs 
were reduced from 27 percent to 21 
percent during the same period. For 
more details on the Chin operation 
see story in March 1956 StarcHROOM. 


Prelude to Quality: Duane Noble, 
Hoosier Cleaners and Laundry, Elk- 
hart, Indiana, a newcomer to the in- 
dustry, discussed some of the personal 
problems experienced in reorganizing 
his plant to produce better quality. 
The highlights of this story were car- 
ried in last month’s StancHroom, He 
also proposed the formation of a pool 
of talent to help plantowners carry 
jobs to completion. “Let’s do some- 
thing to keep good ideas from falling 
by the wayside,” he concluded. 


Tools of Management: Charles M. 
Smith III, Capital City Laundry, 
Montgomery, Alabama, outlined the 
major devices by which managements 
could (and should) “stimulate the 
feeling of togetherness” between boss 
and worker. He cited the need of 
establishing and making company pol- 
icy known; stressed the importance of 
friendliness, job evaluation, employee 
benefits and other methods which 
could be used to raise motivation and 
morale, See story in this issue. 


How To Move a Plant: George Y. 
Klinefelter, Jr., Elite Laundry Com- 


Maintenance 


Scheduling 
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pany, Washington, D. C., gave a de- 
tailed account of the problems and 
decisions a laundry management must 
face when it is obliged to move its 
plant to a new location. His story on 
how the company’s Baltimore plant 
was moved appeared in last month’s 
STARCHROOM. 


Routemanship: Charles B. Shacter, 
Brighton Laundry, Brooklyn, New 
York, assured the laundrymen that 
“Routemen Can Sell” if management 
appreciates the fact that a routeman 
has a tough job and goes all out to 
help him. See story elsewhere in this 
issue. 


The Changing Market: James F. Mil- 
holland, Zenith Cleaners and Laun- 
derers, Dallas, Texas, outlined his 
company’s sales program for the next 
three years. The program is based on 
a study of population shifts, traffic 
patterns and takes into account mar- 
ket saturation. The firm feels it must 
have 4,000 homes to support one of 
its unactivated branch stores with a 
sales volume of $1,200 weekly. 


Revamp Reviewed: Laundrymen who 
have long heard piecemeal accounts 
of the extensive revitalizing program 
undertaken by the McBrien boys at 
the old rundown St. Mary’s Laundry 
in Ardmore, Pennsylvania, had the 
chance to get a first-hand account of 
the project from Richard T. McBrien. 
He described many of the problems 
and solutions which have come up 
since the revamping was first begun 
in 1953. 


Care and Repair: Amold J. Smith, 
Robinson and Smith, Inc., Launderers 


Public Relations 


and Cleaners, Gloversville, New York, 
cited these requisites for a good pre- 
ventive maintenance program: compe- 
tent personnel, regular inspection, 
ready replacement parts; good house- 
keeping and proper work tools. De- 
tails of the elaborate program at this 
plant are given elsewhere in this issue. 


Help Wanted: Looking to the future, 
G. Rolfe Scofield, Crescent Puritan 
Laundry, Rochester, New York, pre- 
dicted “We will be out of business 
from lack of help rather than lack of 
business.” He observed that the in- 
dustry did not attract nor was any 
effort made to recruit good men to 
keep the industry dynamic. 

He told of his own efforts to recruit 
labor from every conceivable source 
from high school principals to parole 
boards. He urged others to prepare 
for a labor shortage and pointed out 
the need for adopting newer, simpler 
machine methods. 


What Housewives Want: Betty Best, 
who personifies the Professional Laun- 
dry Foundation, told the laundrymen 
that the woman of the home wants the 
very best quality, fast service, indi- 
vidual attention and fair. prices. 
“Laundry management's task lies,” she 
said, “in convincing the housewife 
that we can do it better.” She then 
went on to describe some of her ac- 
tivities which were aimed at accom- 
plishing this end. 


Work Scheduling: Raymond F. Kroll, 
Jr., Tribune Laundry, Philadelphia, 
Pennsylvania, told of the marking and 
washing control schedule set up at 
his plant to maintain consistent pro- 
duction. One of the interesting facts 
revealed by the schedule was that 
marker production varied as much as 
50 percent from hour to hour. 

The preceding talks were given 
during the regular morning and after- 
noon sessions. But the speakers pro- 
gram continued at both the banquet 
and luncheon meeting. The four ban- 
quet speakers concerned themselves 
with the prospects for the laundry in- 
dustry in 1957-58. 


Research: Ward A. Gill, director of 
industry relations, American Institute 
of Laundering, discussed some of the 
problems involved in industry re- 
search, One was the question of direc- 
tion. Some plantowners believe we 
need new equipment, others want ap- 
plied research, national advertising 
and continuous campaigns to reduce 
complaints and losses. Another prob- 
lem is the question of financing re- 
search. 

In the light of these obstacles, he 
indicated that our first step should be 
a planning study to find out what our 
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More information is sought during ques- 
tion-and-answer periods following each ses- 
sion. This one featured Messrs. Gill, Lewis, 
Weiser and Osborn 


needs are and which areas of research 
would be most likely to yield the most 
results. 


Automation: Philip L. Lewis, man- 
agement consultant, Newark, New 
Jersey, did not see any immediate 
prospect for automation in the laun- 
dry. But he did indicate that some of 
the ideas of automation could be 
adopted by developing production- 
line methods. 

“We can conveyorize to carry work 
between work stations,” was his first 
suggestion. “Then in bulk operations 
(such as in washing, extracting and 
tumbling) we might have a washer 
which can be loaded from the top and 
unloaded from the bottom so that the 
work can be dropped on to another 
conveyor to carry it to the finishing 





station with no manual handling re- 
quired.” He also indicated that we 
cannot wait for the national associa- 
tion or the manufacturer to develop 
these things; we must help ourselves. 


Management: Kenneth E. Weiser, 
M. R. Weiser and Company, New 
York City, saw the industry’s future 
tied to management techniques and 
methods. “Real success,” he said, “de- 
pends on how well you manage. And 
management’s function is to change 
and improve.” In the remainder of his 
speech he said that this could be done 
by developing teamwork, by taking 
advantage of new methods, by devis- 
ing new methods and by learning to 
work from figures without seeing the 
operation. See story this issue. 


Cost Control: Edward L. Osborn, 
John Carruthers and Company, Bos- 
ton, Massachusetts, explained the ad- 
vantages and gave details for setting 
up an operating budget. “With a bud- 
get you can control today’s cost for 
tomorrow if management has the will- 
ingness and ability to take proper 
action.” 


Pending Legislation: Harold K. Howe, 
manager, Washington office, American 
Institute of Laundering, brought the 
luncheoners up to date on pertinent 
legislation and prospects. He saw little 
chance for tax relief, warned of a con- 
certed drive to expand coverage of 
minimum wage-and-hour law, and re- 
ported that while Congress took little 
action on the Hoover report, new gov- 
ernment laundries were not being con- 
structed. 

Anyone interested in laundry man- 
agement could certainly bring some- 
thing of value away from this two-day 
session with the trend-setters.—Henry 
Mozdzer 





Poster panels designed to help employees identify their needs with those of management 
illustrate Don Eldredge's speech on ‘‘Teamwork in the Laundry" 
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Young Men 
At NID Show 


The Young Men who stayed over 
for the fiftieth annual National Insti- 
tute of Drycleaning convention and 
exhibition saw the biggest show ever 
as registration broke all previous at- 
tendance records. 


During the opening session they 
also saw fellow laundryman Gordon 
Bonnette receive the NID’s “Spirit of 
Service” award on behalf of the Laun- 
dry and Drycleaning Association of 
Greater Washington, D. C., for spon- 
soring the nation’s first “Clothing Cru- 
sade” for the relief of needy Hungar- 
ian refugees. 


One of the many speeches of inter- 
est to laundrymen was the panel dis- 
cussion entitled “Should a Drycleaner 
Do Shirts?” The three cleaners who 
discussed this subject had from one 
to ten years experience with this side- 
line. All agreed that there were many, 
many problems connected with ad- 
ministering this service, but despite 
the obstacles encountered all conced- 
ed that they would go right back and 
take on a shirt laundering sideline 
again if they had it all to do over. 


From the laundryman’s viewpoint 
the exhibit was most attractive. More 
than 250 firms participated and the 
displays used up some 57,000 square 
feet of space—that is enough room 
for a football field and a 50-lane bowl- 
ing alley. 


There was a notable increase in the 
use of pastel colors for almost every 
type of equipment and machine, And 
a great deal of emphasis was put on 
packaging materials and _ call-office 
conveyors for storing both laundry 
and drycleaning orders. But again the 
shirt finishing equipment seemed to 
hold the spectators’ interest. There 
were many more one-girl shirt units 
this year and quite a bit of interest 
was shown in the new folding tables 
which were designed to give flat or 
laydown collars, eliminating the need 
for collar supports and shirt boards. 


For more details on the Golden Ju- 
bilee see convention report elsewhere 
in this issue. 





EASTERN CYCLONE Improves your laundry quality - 


Speeds processing - 


C Biya irate DT Aa TdT) 1a baat Saves money! 


LAUNDRY IS JET-PROPELLED WITH E/C o> 


LOADING HOPPER. CUTS “LOAD” TIME TO 
50 SECONDS 


For use with Pullman or Y Pocket wash ma- 
chines. One man operates easily. 


Unloads full wash machine capacity. Saves 
costly time wasting, hand loading jobs. No 
need for carts, trucks. Gives a near-continu- 
ous wash cycle. 


Starts saving the day used. Low cost of oper- 
ation. More wash cycles per day. 


























<@—m YOU GET COMPLETELY LINT-FREE WASHES 
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WHEN YOU HAVE THE E/C LINT COLLECTOR ees 
orld’s 


: : : - Largest Mfr. of 
100% effective lint trapping. Used by more, .cuing Hoppers— 


than 40 Institutional, Commercial, Industrial bind Golisctece ond 
Laundries! Cuts ‘“down-time.” Boosts tum- Circulating Soap Systems 
bler output to 30% more. Pays its cost in 

months. 


For any capacity tumbler from minimum of 
4—36” x 30”, or 3—44” x 42” tumblers. In- 
stalled floor, ceiling or outside plant. Keeps 
plant clean. 


For more information: Contact any of the LEADING Laun- 
dry Machinery Manufacturers (our Representatives). 


YOU SAVE 10% OR MORE—ON SOAP COST m> 


. . SIMPLIFY THE HANDLING PROBLEM 
WITH AN E/C CIRCULATING SOAP SYSTEM! 


Not only can soap formula be held to a con- 
stant standard, but can be varied to meet 
soil conditions. 


Unit Capacities: 360—480—900 gal. De- 
signed to deliver up to 60 gals. per minute. 
Eliminates “bucketful” of soap at a time. 
Washes are consistently better. Soap goes 
into immediate solution, Used by leading 
laundries everywhere. Reduces costs! 





Send for Catalog No. 10—describes ail 
E/C Laundry Equipment. Or call E/C direct. 











EASTERN CYCLONE 


876 Van Houten Ave., Clifton, New Jersey 











Blindfold test for memory and power of observation among students. Course also trained them in technique of developing ideas for improvement 
of their own plant schedules 


A Lesson in Creative Thinking 


Students taught "brainstorming'’ methods 


at latest AIL general management course 


BRAINSTORMING is the newest 
wrinkle of the American Institute of 
Laundering’s general management 
course at Joliet, Illinois. 

This innovation, based on the idea 
that management must have new and 
better ideas to function properly, was 
used in the course as a new concept 
of self-improvement. The credo “keep 
your mind flexible” was demonstrated 
during a two-hour brainstorming ses- 
sion in which students actually took 
part in the creation of an idea. 

In using the device the AIL hoped 
to give the industry’s future execu- 
tives a fresh approach to improving 
efficiency, reducing costs, and analyz- 
ing the problems that arise in plant 
operations. 

One way brainstorming was intro- 
duced to the students was to blindfold 
members of the class and have them 
write down answers to simple ques- 
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By HARRY YEATES 


tions, such as, “What color shirt is the 
person next to you wearing?,” “How 
many windows in the room?,” “How 
many doors in the room?,” etc. Results 
of such a quiz showed the class how 
powers of observation must be in- 
creased. 

Another 15-minute session asked 
students to name all the characteris- 
tics of a laundry pricing ticket. The 
class was split into two groups with 
each section competing against the 
other. The idea was to name off ticket 
features, such as size, markings, color 
and usage. 

In one creative test, students were 
asked to think of new names for a 
common lollipop and call out the 
names. The final total numbered at 
least 40, 

Brainstorming, itself, was initiated 
recently by an advertising agency as a 
method of getting people to master 


various ways of producing ideas and 
solving problems, and it has now 
spread to schools throughout the 
country as a new device of education. 


“Thinking” comes first 


All in all, the brainstorming session 
was a refreshing approach designed to 
teach students “how to think.” 

More emphasis will be placed on 
brainstorming at future AIL school 
courses and at management confer- 
ences around the country. 

Good management means getting 
things done through the efforts of 
other people. However, management 
must know how to do this before that 
goal can be successfully accomplished. 

The management training program 
sponsored again this spring by the 
American Institute of Laundering 
demonstrates that a formal education- 
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THOUSANDS PRAISE 
SIMPLICITY, 


‘J! THOROUGHNESS 





SINGLE, FOOLPROOF DIAL 
IN COMPLETE CONTROL! 


Cook's exclusive one-dial washing-cycle control renders the Washette so 
flexible that it is actually 28 washers in one! To change to any of 28 cycles, 
simply change dial. It takes just 15 seconds — about the time required to 
wind a watch. And it's as easy as putting a key in a lock! 


Cook Washettes are available in four sizes — 25 |b., 50 lb., 75 lb., and 
28 APPRO VED 100 Ib. (dry weight capacity); and in seven models, including the fabu- 

lous Washette Twin. Styling includes both the exclusive Cook cabinet and 

the conventional pedestal types. There is a Cook Washette for every laundry 
FORMULAE FOR: station! 


© SELF-SERVICE LAUNDRIES ANYONE om wired simpty ottec FREE 
DRY CLEANERS and slectrc power. Only ons F FACTUAL FOLDER 
and electric power. Only one 
CAN INSTALL critics ccrongement tor 
COMMERCIAL LAUNDRIES sales tcttie conde on REQUEST 
HOSPITALS OPERATE Machine otherwise is pre- 


cisely adjusted and perma- 
nently pre-set at factory for 


MOTELS e HOTELS & SERVICE years of trouble-free, main- 


tenance-free, profitable serv- 


SCHOOLS @ CLUBS ice! 


r ai ee — Gl A 
AUTOMATIC CAR-WASH COOK MACHINERY CO., Inc., 4129 Commerce St. 
MILITARY INSTALLATIONS @ Dallas 26, Texas 


t 
LARGE ESTATES COOK fj Please send descriptive literature on COOK WASHETTES. 


YACHTS AND SHIPS 1 Name of Company. 


rancues e topces 4 MACHINERY CO. INC. 


DALLAS, TEXAS ‘ Address 
a I City and Zone 
Phone TAvior 6-4158 8 Tune of Bucinase 


i Signed 











Experiment in developing powers of observation during brainstorming session produced at least 25 itemized characteristics of simple laundry 


price ticket from members of class 


al program is a practical method of 
developing better management from 
the budding crop of young men inter- 
ested in the future of the laundry in- 
dustry. 

Subject matter for instruction dur- 
ing the 10-week course was divided 
into five 2-week periods. These ran 
consecutively and registrants could at- 
tend the entire schedule or any one of 
the 2-week classes. Each is complete 
in itself and individual courses need 
not be taken in any particular order, A 
total of 71 people participated in some 
part of the 10-week schedule held in 
Joliet from January through March. 

By attending one of the 2-week 
sessions one female student (the 
school is not restricted solely to males) 
completed the course which she start- 
ed several seasons ago. Another veter- 
an plantowner from Canada who at- 
tended a lecture course 10 years ago 
came back for the refresher course to 
bring his thinking up to 1957 stand- 
ards. 

The first two weeks are devoted to 
the subject “Identification and Wash- 
ing,” the next two to “Laundry 
Finishing,” the next to “Sales and Ad- 
vertising,” the next to “Office Opera- 
tions,” and a 2-week course in “Gen- 
eral Management” concludes the 
program. 

We were fortunate enough to sit in 
on the last two weeks of the course. 
We saw first-hand how management 
thinking is developed among the stu- 
dents under the able direction of AIL 
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staff members. Many different seg- 
ments of the laundry business were 
represented—men from small plants 
across the country, large plants, insti- 
tutional laundries, plantowners from 
Canada, a chemist from South Amer- 
ica, a student from Kumasi, Gold 
Coast, West Africa. 

The students attended classes from 
9:00 a.m. to 5:00 p.m. five days a 
week. A vast amount of valuable ma- 
terial was presented that will help 
crystallize their thinking in the future 
operation of their own businesses. 
Here are but a few of the subjects 
brought up either in lecture form or 
for group discussion during the hour- 





completion of 
course, South African student Henry Agyeman 
has prepared himself to assume responsibil- 
ity of new business he will open when he 
returns to the Gold Coast 


Homeward bound upon 


long sessions: public relations, sales 
budgets, insurance, wage-payment 
plans, fleet operations, plant layouts, 
taxes, advertising campaigns, plus 
dozens of others. 


Practice included 


Practical experience in the actual 
operation of equipment was gained 
during six hours of on-the-job train- 
ing each week in the Institute laundry 
plant. Many of the pupils had no 
previous laundry experience. But this 
was no drawback to their enrolling in 
the course. Nor was a specific age or 
educational background considered as 
a prerequisite, 

A written examination is given at 
the end of each 2-week course. The 
quiz has been designed to cover a 
wide range of experience, It keeps 
the students mentally awake and helps 
them absorb as much as they can 
about each subject under discussion. 
The entire program was planned to 
make the students more aware of their 
responsibilities as management in the 
years to come. According to AIL’s di- 
rector of education, Cecil Lanham, a 
long-range development of skills and 
abilities rather than momentary results 
is the aim of the management school. 

The next 10-week course in laundry 
education commences on September 
16, 1957. It’s not too early to send in 
your application for enrollment be- 
fore the limit of 32 pupils per each 
2-week session has been reached. 00) 
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¢evee ea JET IS FACTORY TESTED BEFORE SHIPMENT TO YOU... 
SETHE a a IS THE MOST ADVANCED AND EFFICIENT MACHINE 
IN THE INDUSTRY 











SETHE wba sr WITH BIG-BIG DROP GIVES THE BEST CLEANING RESULTS — 
BAR NONE 





JET WITH ITS WIDE OPEN-POCKET CYLINDER AND ITS SINGLE 
DOOR IS THE EASIEST OPERATING MACHINE IN THE INDUSTRY 


JET MR AUTOMATIC SELF-BALANCING CYLINDER 
IN THE INDUSTRY 


SK THE eae BECAUSE OF ITS MOST ADVANCED ENGINEERING AND DESIGN 
FEATURES IS THE MOST-COPIED MACHINE IN THE DRY 
CLEANING (AND HOME LAUNDRY) INDUSTRIES 


SK THE eae snc ALL HOFFMAN EQUIPMENT—IS BUILT TO GIVE MORE 
YEARS OF TROUBLE-FREE, DEPENDABLE OPERATION 
Sé THE deal JET IS "RIGHT-PRICED’ FOR YOU—LOWER THAN MOST 
and 
Sa BEST OF ALL... IS THE JET Cornerstone of the HOFFMAN Profit* Plants! 


S2e SOS aesen seen eee 
U. S. HOFFMAN MACHIDIERY CORP. 




















Use this coupon or call your Hoffman Distributor Sh teins ican 


New York 3, N. Y. 


PEE a Sams bowen ceSw ewe ON Ses Owbe cor ccccccccccces 
U. S. HOFFMAN 
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Attract woolen blanket business your way! Let your cus- 
tomers know ‘how inexpensively you can protect their 
blankets against moths before they’re put away for 
the summer. 


Dependable Pennsalt erustocipe®, employed in a spe- 
cial treating bath, helps woolens repel moths all season 
long—in fact, till the next washing. 

ERUSTOCIDE is the same fine Pennsalt sour you use 
regularly for color-setting, for acid-washing fugitives, and 
for producing fluffy, sweet-smelling, easy-ironing flatwork. 





ut ERUSTOCIDE on this extra job of bringing new woolen 
blanket business to your plant. Here’s how Pennsalt helps 
you tell the world: 


@ “Rusty the Moth” buttons for your drivers’ lapels, to 
build customer curiosity 





@ Small pocket displays for driver use, showing actual 
patches of ERUSTOCIDE-treated and untreated blankets, 
dramatically proving ERUSTOCIDE’s power in moth 
repellency 


@ Bundle inserts and counter displays 


@ Newspaper ad mats 








ASK THE PENNSALT LAUNDRY DISTRIBUTOR how you can 
use this hard-working promotion kit for increased blanket 
business. Or write Laundry & Dry Cleaning Dept. 441, 
Pennsylvania Salt Manufacturing Company, Three Penn 
Center, Philadelphia 2, Pa. 





PENSAL® silicated alkaline detergents PERCHLORON® high-test calcium hypochlorite bleach 
ERUSTICATOR® spot remover 

POWER-PAK* charged-system detergent 

ERUSTO® laundry sours ERUSTO-CETIC® wet-cleaning sour 


PENPRIM* sizing 


Pennsalt 


. 
and many other products developed through Pennsalt's wide experience in textile processing. Chemica Ss 





*POWER-PAK AND PENPRIM ARE TRADE MARKS OF PENNSYLVANIA SALT MFG. CO, 
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New A-Line models range from 14-ton Pickups through 33,000 Ibs. GVW Six-Wheelers. 


NEW ACTION-STYLING! MORE USABLE POWER! 





Here is the crowning achievement of fifty years of quality 
truck production—the great new Golden Anniversary 
INTERNATIONAL Trucks! 

They’re Action-Styled with fresh, clean functional 
lines that set a new style pace. 

They’re powered by new engines that put out more 
usable horsepower — including the most powerful “six” 





available in its field! They have exclusive new cab 
mountings for quieter, more level ride. New brakes, new 
steering, new frames—and many other new features. 
The result is a new line of trucks that—more than ever 
before—are built to cost least to own! 
See and drive these newest INTERNATIONALS today! 
International Harvester Company, Chicago. 


Trucks Unlimited...Powered for Modern Traffic...Plus Modern Comfort 


Handsome “Golden Jubilee” Pickup 
with the longest all-steel body in its 
class. Only Panel with third door. New 
8-passenger Travelall® models. New cab- 
forward models with ideal 89-inch BC 
dimension. Tractors to 48,000 lbs. GCW. 
Wide range of all-wheel-drive trucks. 
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Redesigned engines produce increased 
power without strain from new com- 
bustion chamber and valve position .. . 
more usable power that’s “bred for the 
job”. . . at low rpm to keep operating 
and maintenance costs low. New quick- 
starting 12-volt ignition. 


Biggest windshield —1,181 sq. in.—and 
widest cab in their class! New “Silent- 
Vent” door wings. New, wider front 
and rear springs. Exclusive level-riding 
5-point cab mounting. Bigger brakes 
with more lining area, larger cylinders 
and boosters for quicker, easier stops. 
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Other INTERNATIONALS, to 96,000 Ibs. GVW, round out the world’s most complete line. 


_ NWEW Golden Anniversary 
INTERNATIONAL 


Cost least to own! 








Motor Trucks « Crawler Tractors « Construction Equipment 
McCormick® Farm Equipment and Farmall® Tractors 
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Tools of Management 


By CHARLES M. SMITH Ill 
Capital City Laundry, Montgomery, Alabama 





A_ third-generation laundry- 
man, Charles Smith has worked 
in every phase of the business. 
He holds a degree in industrial 
engineering from Alabama Poly- 
technical Institute, and is also a 
graduate of AIL’s School of 
Laundry Management. Mr. 





Smith manages the Capital City 
Laundry in Montgomery, Ala- 
bama, which carries a volume of 
about $450,000 a year. 

This talk was presented at the 
Young Men’s Conference in At- 
lantic City, New Jersey, March 
5, 1957. 








MANAGEMENT MANUALS‘ és sstate 
that there are three tools of manage- 
ment; men, money and machinery. 
Other sources say that the depart- 
ments of a business such as account- 
ing, personnel, production and sales 
are the tools of management. These 
I feel are the arms and hands of 
management, and it is through these 
hands, with the use of materials— 
that is, men, money and machinery— 
that the tools are put to their proper 
uses. 

I conceive the tools of management 
to be policies, forecasts, duties, re- 
ports, meetings and follow-ups. 
Through the correct application of 
these tools, businesses can and are be- 
ing run at 3 to 6 percent greater profit. 

First I would like to familiarize you 
with these tools, and then I will show 
you how they have been applied in 
our operation. 


Policies’ are often deemed unneces- 
sary by laundry managers. Actually 
one cannot directly lay his finger on 
the exact savings realized by manual- 
izing the policies of an operation, But 
a general rule of thumb is that 2 per- 
cent can be added to profit by the 
proper policy and duty manualization. 

These policies should be written 
down and distributed to every single 
company employee. The most effec- 
tive way of doing this is to have a 
policy manual for each department 
covering just those policies that affect 
the employees of that department. For 
policies to be effective, they must be 
rigidly enforced. If a policy is not 
right or fair, change it, but never 
make an exception. 


Forecasts: Without a good theoretical 
plan for the future, our actions may 
follow a path of trial and error and 
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become misdirected and _ ineffective. 
From this it can be readily recognized 
that a definite forecast or plan must 
be laid out to be pursued during the 
next year. To accomplish this we start 
about a month before the present fis- 
cal year ends, laying out what we 
must achieve in the way of sales, ex- 
pansion, efficiency and savings to 
show a 7 percent increase in volume, 
a wage increase, and a 10 percent 
profit after executive salaries. 

These forecasts, like the policies, 
must be followed. They must be fair 
and possible to attain, but they must 
be followed. 


Duties are first cousins to company 
policies. Each supervisor's policy man- 
ual should also include his particular 
duties. The benefit in manualized du- 
ties lies in the fact that each individ- 
ual has a list of exactly what he is 
expected to accomplish. He knows 
whom he is responsible to and for. 
Properly handled they will enable 
each individual to understand exactly 
what his job is, what is expected of 
him and how his job contributes 
toward the whole. 


Reports: This is probably the most 
important tool of management. Re- 
ports are only as good as the use they 
are put to. If properly applied they 
will tell you exactly how you are 
proceeding toward the forecasts that 
you have previously made. 

To be successful you should know 
exactly where the business stands at 
all times, Reports are devised to ac- 
complish this purpose. The advan- 
tage in knowing where you stand 
daily, weekly and monthly, of course, 
is to afford you the opportunity of do- 
ing something about the deviations 
from standard before it is too late. 


Meetings: Through meetings, man- 
agement has an excellent means of 
communicating to its employees. The 
indirectness of contact between top 
management and the workers contri- 
butes to both frustration and the work- 
er’s feeling that he is being pushed 
around by management. To increase 
productivity, heighten job satisfaction 
and raise the level of employee mo- 
rale, it is necessary to arouse the in- 
telligent interest of the employee. It is 
urgent to enlist his feelings as well as 
his abilities in his work. 

These meetings should cover all 
problems confronted by management, 
supervisors and all forms of personnel. 
By doing this, by being included, the 
employees are more inclined to feel 
that they are part of the working fam- 
ily. They realize the problem of man- 
agement, they realize each other’s 
problems and, like most families, they 
work together to solve them. 


Follow-ups: Next to reports, this is 
probably the most important tool. 
None of the other tools mean a thing 
without successful follow-ups. All poli- 
cies must be followed up to see that 
they are carried out. All forecasts 
must be followed up to see that each 
individual is doing his job. All reports 
must be followed up to straighten out 
the deviations from standard before 
they cost money. All suggestions and 
ideas derived from meetings must be 
followed up to gain their full effect. 
This is the key to successful use of 
the tools of management. 

Now that I have introduced you to 
the six tools of management, I will 
show how they have been applied in 
two departments of our organization. 
The departments that I have picked 
are the ones that we feel are our most 
successful ones, and the key to our 
entire operation. These are personnel 
and administration, 

I feel that these two parts or de- 
partments of business are commonly 
neglected by laundry operators be- 
cause they contain most of the hidden 
expenses, commonly felt not worth 
saving. After we get our production 
to a reasonably high peak and we 
have raised our prices to the break- 
ing point, these hidden expenses are 
the ones that cut into our profits. And 
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"What! Replace soap with SKORTEX?” 


You bet! Did you know that many of the 
nation’s finest laundries have switched from soap 
to economical Wyandotte Skortex? A complete 
synthetic detergent, SkORTEX@ is promoted with 
CMC to outperform soap and straight synthetics. 

Thorough, safe to fabrics, SkoRTEX leaves all 
classifications soft, fresh-smelling — whites are 
whiter, colors brighter. But that’s not all! You 
get rapid penetration of fabrics, really fast soil 
removal, high soil suspension—all this in hard 
or soft water! 


You see, SkorTeEx lets you rinse in cold water. 
You save on heating costs as well as on SkorTEx’s 
lower use-cost. 

That’s why the big move is to Skortex. You'll 
like Skorvex in your laundry, too. Why not 
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corner your Wyandotte jobber or representative 
today? He likes to talk about amazing, easy-to- 
handle Skortex. Wyandotte Chemicals Corporation, 
Wyandotte, Michigan. Also Los Nietos, California. 
Offices in principal cities. 


yandotte 


CHEMICALS 


J. B. FORD DIVISION 


SPECIALISTS IN LAUNDRY WASHING PRODUCTS 
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SELL OLD CUSTOMERS: 
GET NEW CUSTOMERS: 


Renovating pillows has become big, 
profitable business everywhere... and it 
will pay you to investigate its wonderful 
possibilities. One of the few laundry 
services a housewife can’t perform at 
home, pillow renovating brings in 
additional business from 
regular customers... and gives 
you a splendid opportunity 
to acquire new customers ! 


FIND OUT WHY 
THE HUEBSCH WAY 
iS THE 

ACCEPTED WAY 


The proper way to renovate 
pillows (the method used by America’s 
leading laundries) is to remove 
feathers and clean and revitalize them 
separately. This is best done in a 
Huebsch Feather Renovator, a machine 
scientifically designed for the purpose. 
It is a simple, easy-to-learn operation. 
Huebsch Feather Renovators come 
in two models. Both are low in 
original cost, and economical to 
operate. Ask your nearest Huebsch 
jobber for full details on Huebsch 
Feather Renovators, or write directly to 
HUEBSCH MANUFACTURING COMPANY 
3775 N. Holton Street 
Milwaukee 1, Wisconsin 


Both Models can 
also be used as 
a regular drying 
tumbler. 


RENOVATORS 
MADE BY THE WORLD'S LARGEST MANUFACTURER OF COMMERCIAL OPEN-END DRYING TUMBLERS 
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they are the ones that, if partially 
eliminated, will make our businesses 
that much more profitable. 

Personnel work is concerned di- 
rectly with the motivation and the mo- 
rale of every individual connected 
with the business, The laundry indus- 
try is highly dependent upon people 
rather than machines, and until we be- 
come mechanized to a greater degree, 
we need to spend more effort develop- 
ing the morale of each individual so 
as to further their motivation. The 
people of an organization are not just 
a bunch of individuals huddled to- 
gether in a mass. They form groups 
that are social unities. 


Building up morale 


From the viewpoint of manage- 
ment, the problem of employee mo- 
rale is that of stimulating a feeling of 
togetherness, of a sense of identifi- 
cation with an interest in the elements 
of one’s job, working conditions, fel- 
low workers, superiors, employers and 
the company, conducive to the 
achievements of the organization’s 
aims. Whether you are a business of 
5 employees or 500, you should be 
ever mindful of the morale and moti- 
vation of each employee in the organi- 
zation and the benefits of a well-or- 
ganized personnel program. 

We first developed our policies so 
that each and every one of our em- 
ployees would know exactly how we 
stand as a company, what we are 
working toward and what the com- 
pany’s over-all rules and regulations 
are. These policies were manualized 
by departments and distributed to 
each employee. 

Within a matter of weeks we no- 
ticed a decided improvement among 
the employees to whom the policies 
were distributed. They no longer felt 
that they must ask the main office or 
top management about petty things 
that had bothered them in the past. It 
also gave them an added feeling of se- 
curity, a feeling very generally striven 
for among all persons. 

The next step is perhaps the sim- 
plest, yet it was the last which we 
consciously applied in our operation 
due to an oversight on our part. This 
is the so often overlooked courtesy of 
just plain speaking and being friendly 
with each and every employee in the 
entire organization. We organized a 
program and inserted it into the duties 
of the president, vice-president and 
members of top management, where- 
by they would, at predetermined 
times throughout the work week, go 
through the plant speaking to each in- 
dividual in the particular department, 
asking each about his family and other 
matters of interest to him. We also 
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being gift-wrapped?" 





“Does this suggest anything to you, Elmo. . 


. . your paycheck 








set up a book with the anniversary of 
the date each employee came with 
the company. Then on each anniver- 
sary we went to the employee and 
commented on it. 

This simple little step has meant 
more than any other in our personnel 
program toward creating a feeling of 
togetherness among the employees. 
This step we deemed important be- 
cause we have realized that a finan- 
cial incentive has no effect whatso- 
ever if the work operation and the 
company itself are disliked. 


Duties clearly defined 


Our third step in the program was 
setting up a set of duties for each 
foreman, supervisor, and all employ- 
ees with executive capacities. The 
most effective way to handle the 
original roundup of duties is to ask 
each supervisor to write down what 
he feels are his present duties, who 
his boss is and who his subordinates 
are. Upon receipt of each supervis- 
or’s list, management should check 
it over and do any revising that might 
be necessary. A meeting between 
management and each _ supervisor 
should then be held to explain the 
duties to the individual and to make 
sure that they are thoroughly under- 
stood. 

The duty list in many ways has the 
same effect upon the supervisors as 
the policies have. It gives them the 
whole picture of what they are ex- 
pected to do in return for their weekly 
salaries. On the other hand, it gives 
top management a yardstick or a 
standard upon which to base apprais- 
als of supervisors. 

Next we come to company benefits. 
This is the most overrated part of 


any program and also the part that 
scares most companies away from any 
program at all. Benefits are good and 
in a great many cases essential but 
by no means are they the most im- 
portant part of a personnel program. 
In our organization we have discov- 
ered through out reports and follow- 
ups on each part of the personnel pro- 
gram that this is the least appreciated 
thing that we do, Benefits are good, 
but they are not the backbone of a 
personnel program. 

As in all deparments and functions 
of business, reports and follow-ups, 
the two most important tools of man- 
agement, are the keys to a successful 
personnel program. Whenever an idea 
is inserted into the over-all personnel 
program there is a direct follow-up, 
in the form of a survey, to test the 
practicability of it. These surveys play 
a major part in the success of the pro- 
gram. 


Turnover test of program 


The real test of our personnel sys- 
tem is a report called the “Labor 
Turnover Report.” This comes out 
monthly telling us how many persons 
have been lost. Putting this into per- 
centages, we can compare our depart- 
ments from month to month, From 
this we can tell how effective our 
entire personnel program is and in 
what departments we are falling 
down. 

In a rough form I have applied the 
tools of management to our personnel 
program, and at the same time shown 
you the importance of such a pro- 
gram. It is not out of reach of the 
small operators nor of insignificant im- 
portance to the large operators. If the 

Continued on page 26 
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Continued from page 25 
tools of management are employed, 
the job of organizing a simple pro- 
gram is small when compared to the 
advantages that can be realized by the 
user. 

We feel that the tools of manage- 
ment have been put to good use in 
our administrative department, also. 
To clear up any misconception of the 
terms “administrative department” I 
will define. The administrative depart- 
ment of a business is the department 
concerned with the over-all manage- 
ment of the business—this is the brain 
cell of the entire operation. This de- 
partment, or phase of business, coor- 
dinates the tools of management. 
Through this phase of business the 
plans are made, meetings are sched- 
uled, and forecasts are laid out. 

The report which is used and tech- 
nically studied by administration is 
the monthly and yearly statement. 
This is the yardstick measuring the 
success or failure of the operation. 

We feel that the tools of manage- 
ment which have played the most 
prominent role in determining the suc- 
cess of our administrative department 
are meetings and forecasts. Our meet- 
ings are so scheduled as to enable a 
meeting between every phase of man- 
agement twice monthly. In these meet- 
ings problems are discussed and brain- 


stormed, and suggestions are made 
that contribute toward future savings 
and employee satisfaction. 

Through our meetings we have de- 
veloped a feeling of “togetherness” 
among all levels of employees. We 
have also used them as a wonderful 
source of communication throughout 
the organization. 

My other administrative tool I feel 
to be one of the greatest and most 
valuable managerial conceptions ever 
conceived. This is sales and budgetary 
forecasting, more commonly known as 
“Profit-Expense Control.” This was 
conceived by General Motors and has 
been successfully applied to such com- 
panies as DuPont, First National City 
Bank, United Shoe Co, and others. 

The way it works is as follows: (1) 
Determine the growth for the next 
year which can be handled comfort- 
ably, profit- and production-wise. (2) 
You then set aside the profit that you 
want to realize. Say, for instance, you 
want a 10 percent profit as we do in 
our business. You pull this amount out 
before the year begins, leaving 90 
percent to operate on. (3) This 90 
percent is then distributed over the 
budget sheet covering all items of ex- 
pense. (4) After the budgetary per- 
centages are established, they are con- 
verted into dollars and allotted to the 
department heads. This is what they 


are to operate on for the forthcoming 
month or year as the case may be. 

The important part of forecasting 
is the follow-ups used by the adminis- 
trative department. The budget must 
be fair allowing the follow-ups to be 
stern. In other words, from the stand- 
point of administration there is no ex- 
cuse for exceeding the budget. This 
manner of forecasting and follow-up 
will definitely net a company more 
profits if it is administered properly. 
It gives supervisors and department 
heads an idea of what they never 
know. 

When we first installed the profit- 
expense contro] system in our business 
we stayed within the budget on main- 
tenance and accounting, two depart- 
ments that had run over as much as 
5 percent in one month and had not 
met the budget in around three years. 
The reason was simple. The depart- 
ment heads knew how much they had 
to spend; they cut corners when nec- 
essary and ended the month with a 
saving. 

We have been successful with these 
two departments. By developing them 
we opened unlocked doors to in- 
creased profits, As the backbone of 
our business, personnel and adminis- 
tration have determined the success 
of our company through the tools of 
management. [JL] 


Future of Management 


By KENNETH E. WEISER 


M. R. Weiser and Company, New York, New York 





Kenneth D. Weiser is a grad- 
uate of Columbia University 
with a Bachelor of Arts degree. 
He received his Master’s degree 
in Business Administration from 
Harvard Business School. 


He is a partner in the firm of 
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THE FUTURE of the industry for 
1957-1958, 1967-1968 and the indefi- 
nite future is very closely tied to the 
development of management methods 
and techniques in the industry. I 
base this conclusion on the trends I 
have seen in the industry over the pe- 
riod of the past several years, These 
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trends point up the need for an in- 
creasing interest in the development 
of management methods and _tech- 
niques. 

The change I refer to, which is ap- 
parent to all of you, is the trend 
toward more large units and small 
units, at the expense of the medium- 


sized units that formed the backbone 
of the industry in the past. This trend, 
is, I believe, most apparent in the 
large metropolitan centers. In these 
centers the number of small husband- 
and-wife units, with few outside em- 
ployees, has increased rapidly. At the 
same time the large units employing 
hundreds of employees have grown 
and prospered. The medium-sized 
units, those falling between these ex- 
tremes, have seemed to dwindle. 
They have done anything but prosper. 

What is the relationship between 
management development and_ this 
trend? I believe it is a definite one. 
The very small units require little 
management. They are essentially day- 
to-day, owner-directed operations. 
The large units that have grown have 
been those that have employed good 
management techniques. The medi- 


STARCHROOM LAUNDRY JOURNAL 





Hammond Miracle - Matic 
Drycleaning Washer - Ex- 
tractor, 70 Lb. Plus, per 
Hour. 


Here are two outstanding HAMMOND developments 
that will completely change your PROFIT PICTURE! 


Now.... with HAMMOND’S exclusive Drycleaning and 
Laundry Washer - Extractor Combinations, you can 
greatly increase production, speed, quality.... while 
reducing overhead! 


The time-saving, labor-saving features will amaze you. 
See your nearest Hammond Distributor or write direct 
to factory for complete details. 


Bm / a 4 i 
if iV Waeenw : 
LAUNDRY - CLEANING 
MACHINERY COMPANY 


HAMMOND BUILDING WACO, TEXAS 


April 15, 1957 


HAMMOND MIRACLE-MATIC 
35 LB. LAUNDRY WASHER- 
EXTRACTOR 


Please send all information about the 
HAMMOND WASHER-EXTRACTOR 
COMBINATIONS 


Name 








Name of Firm_____ 


Address____ ‘ AES SE 





City Zone____ State 








um-sized units that are disappearing 
are those that got too big to exist 
without good management, and were 
not able to master the techniques of 
sound management that would have 
permitted them to enter into the class 
of large units, 

I recall that when I went to busi- 
ness school, a tremendous amount of 
emphasis was placed on the teaching 
of management methods and _tech- 
niques, This to the exclusion of 
courses designed to give students 
technical information on specific sub- 
jects such as accounting, sales and 
production. I recall being amazed at 
the time by this emphasis on man- 
agement. 

Now that I have a few years of ex- 
perience under my belt, I think I can 
understand the reason why training 
was slanted in this direction. The key 
to success, it now seems to me, lies 
more in the development of the man- 
agement approach on the part of ex- 
ecutives than it does in the develop- 
ment of specific fields of information 
and know-how. You can go just so far 
with specific information and know- 
how. Real growth depends on man- 
agement. 

Why do I place this emphasis on 
the development of management? The 
answer lies in the definition of man- 
agement’s function. Management's 
function is to innovate—to constantly 
strive for changes and improvements 
in the method of doing business. 
Management’s function is not just to 
keep the plant going, to get the work 
out, to keep the stores and routes open 
and rolling. The day of just operating 
and letting natural phenomena take 
care of growth and improvement is 
over. 

This is true in all industry, but par- 
ticularly in our industry, where com- 
petition from the outside is almost 
overwhelming. We are indeed in a 
fight for survival. Only good manage- 
ment that can constantly make 
changes to improve our sales efforts 
and productive efficiency will survive 
and grow. I am optimistic for the 
laundry industry, but only for those 
units that exercise the management 
function and constantly improve. 


What is good management? 


What areas come under the title 
of good management? I think there 
are three. 

Area No. 1 encompasses the devel- 
opment of the organization and the 
management team. 

Area No, 2 consists of keeping 
abreast of and taking advantage of 
all of the new developments—pro- 
duction, sales and the like—that be- 
come available to the industry, and 
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“Art, boy, your ideas save me $150,000 a year and | want to do something for 

















ony 


}))) 


vip 








initiating and finding new methods. 
In effect, it means pioneering in mak- 
ing changes. 

Area No. 3 centers around the de- 
velopment of control of the business 
through making the most of figures 
and reports so the business can be 
controlled closely and_ scientifically 
from a desk rather than simply 
through seeing what is happening on 
the floor or on the routes. 


Organization and management 
teams 


To take these specific areas point 
by point, let me start with the area 
of the development of the organiza- 
tion and the management team. No 
business that reaches any size can be 
run as a one-man show. There are, of 
course, exceptions to this rule, but 
they are few and far between, The 
man who is the one-man show is in 
all instances an extremely rare and ex- 
tremely talented individual, willing to 
give his all to his business and drive 
himself unmercifully for his business. 

Most successful businesses are suc- 
cessful because the load is spread 
among a number of management em- 
ployees who do their jobs effectively 
under the supervision of top manage- 
ment. Only with a good management 
team can top management have the 
time to exercise its function of inno- 
vating and improving. 

The technique of development of 
management and supervisory person- 
nel is, of course, a subject all its own. 
It is a subject to which one could de- 
vote a whole evening’s discussion, 
without scratching the surface. In this 
connection, I would refer you to two 
books which are classics in this area, 


and well worth the time of every am- 
bitious laundry manager. One is 
“Management and the Worker” by 
Fritz Rothlisberger, and the other is 
“Management and Morale” by the 
same author, There are many more 
works that are probably equally good, 
which you can find in your libraries 
or bookshops. 

Learning the techniques of devel- 
oping good supervisors and managers 
takes study and time. It is, however, 
probably the most valuable time and 
effort that one can expend if one 
wishes to insure the success of the 
business. 


Adoption of new developments 


Area No, 2, the adoption of all new 
developments in the industry, is close- 
ly related to the development of man- 
agement. In this day of increasing 
competition, any plant that fails to 
make use of all of the techniques that 
are known to the industry for increas- 
ing production, improving quality and 
increasing sales is almost certain to 
fall by the wayside. 

There never has been room for 
waste in the laundry business, The 
margins have always been too small 
to permit any waste. Profits of 15 per- 
cent or 20 percent before taxes earned 
in some industries are almost unheard 
of in the family laundry business. 

Today there is even less room for 
waste than there ever has been, Of 
utmost importance is a management 
policy of continually questioning ev- 
erything that is being done in the or- 
ganization, why it is being done and 
the way it is being done. Management 
cannot accept anything as being cor- 
rect simply because it has been done 
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WHY YOU’LL FIND 


“THE JEWEL OF THE 
KNIT NETS” 


Users call Diamond ‘'the jewel of the knit nets’’ 
because this net's special knit construction combines 
economy with exceptionally long wear. 

This skilfully designed product is another example 
of Whitehouse “know-how” that can make a real 
contribution to efficient laundry operation. Diamond 
nets are knit entirely of tough 260 denier nylon. They 
come in a wide range of sizes and colors. 

For long wear and top performance, try Diamond 
nets. You'll see why others recommend them. 


Continued Leadership Through Constant Research 


NYLON PRODUCTS 


360 Furman Street - Brooklyn 1, N.Y. 





that way in the past. I have heard it 
said that if something has been done 
in the same way for the past five 
years, it is probably outdated and 
should be changed. 

Here the tie-in between good or- 
ganization and development of new 
methods of operation is apparent. 
Without a good organization, one does 
not have time to question the way 
things are being done. If a man is 
tied to the production floor pushing 
expediting, or closely supervising, he 
has very little time to look around and 
to question what is being done. And 
yet it is the function of management 
to question and to change. If there 
are four girls in a department, can it 
be done with three? Will new equip- 
ment make it possible to do with 
three? Will a change in the method 
of operation make it possible? Will 
better employees make it possible? 

If all of management's time could 
be devoted to thinking along these 
lines, the progress of the company 
would be phenomenal. It is done in 
many laundry organizations, The re- 
sults are most gratifying. The strong 
laundries of tomorrow will be those 
that start this “questioning and im- 
proving approach” today. 


Figure control techniques 


The third area of management de- 
velopment is the use of figure control 


techniques. It is very difficult to spot 
unfavorable trends by eye. Only a 
relatively fortunate few have this abil- 
ity. Management based on visual con- 
trol must be weak, Figure control, on 
the other hand, can make it possible 
to spot dangerous trends quickly and 
accurately. 

Good figure control is many things. 
It includes good monthly profit-and- 
loss statement preparation and use of 
daily and weekly operating statistics. 
I have been amazed at the results that 
can be obtained through the proper 
use of these tools, 

Budgets are a little used control 
technique in the laundry industry. 
People generally feel they are too 
much trouble to prepare and utilize. 
And yet budgets are one of the most 
commonly used tools in industry gen- 
erally. Their use permits a control of 
an operation unavailable through any 
other method because it shows at a 
glance why you didn’t make the 10 
percent profit you anticipated. It flags 
the areas that have gotten out of con- 
trol. 

Similarly, cost accounting and daily 
and weekly operating figures permit 
management to see at a glance what 
departments, whether productive or 
sales, are not operating up to snuff. 
I know, for example, of one plant that 
recently put in an extensive budgeting 
system, coupled with production 
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standards for both the plant and sales 
operations. Daily and weekly the vari- 
ances from the pre-established stand- 
ards are reviewed. Costs have been 
controlled in a way heretofore 
thought impossible, through the use 
of these tools, with consequent im- 
provement in operating results. 

Only through figures can a business 
be run without top management be- 
ing constantly on the firing line. Fig- 
ure control gives management time 
to think, and only through thinking 
and questioning are change and im- 
provement possible. 


What's ahead? 


What are the prospects for the 
laundry industry for the future? I 
believe they are excellent for those 
corapanies that practice good manage- 
ment techniques. The laundries that 
develop their organization, develop 
their ability to constantly make 
changes in their method of doing busi- 
ness, and develop their ability to use 
figures for control will prosper even 
in the face of competition from out- 
side the industry. Those managements 
that merely keep their noses close to 
the grindstone and ignore the need 
for change will, I am afraid, not be 
with us for very long, or at least not 
on the prosperous basis that I know 
can exist in this business. OO 


Small Business Sales Aids 


oe The Small Business Administration in No. 16 of its Small 


Laundrymen across the nation went all out to collect and 
clean clothing and bedding for Hungarian refugees fleeing 
Communist oppression. Hundreds of laundries voluntarily 
contributed their time, services and money in joint and in- 
dividual drives to lend a helping hand to the needy. Large 
and small campaigns by launderers and cleaners were re- 
ported in Washington, D, C., New York, Oregon, California, 
Arizona, Ohio, Illinois, Texas, Tennessee, Georgia, North 
Carolina, West Virginia, New Hampshire and elsewhere. 

Although no official figures are available as to the tonnage 
of clothes collected, the figure is expected to run into thou- 
sands. 
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Marketers Aids has chosen the always timely subject of per- 
sonal selling. Author Donald F. Mulvihill, professor of 
marketing at the University of Alabama, stresses the im- 
portance of three elements: a customer-centered attitude, an 
appreciation of the importance of certain basic personal 
selling skills and an administrative climate that encourages 
improvement. 

Copies of this aid may be obtained without charge from 
the Small Business Administration’s field offices or head- 
quarters at Washington 25, D. C. 


Bound volume now available 


A permanent file of 52 Management Aids and 27 Techni- 
cal Aids has been compiled by the Small Business Adminis- 
tration. For handy reference use, the articles in the Manage- 
ment Aids Annuals have been grouped in three sections: 
business-government relations, internal general management, 
and external sources of help, advice and guidance. The arti- 
cles in the Technical Aids Annual have also been grouped 
into sections: operation, care, maintenance and recent tech- 
nical developments. 

Bound in three volumes the titles are: Management Aids 
for Small Business: Annual No. 1 (Catalogue No. SBA 
1.10/2:1. Price 65 cents), Management Aids for Small Busi- 
ness: Annual No, 2 (Catalogue No. SBA 1.10/2:2. Price 55 
cents), and Technical Aids for Small Business: Annual No. 
1 (Catalogue No. SBA 1.11/2:13 Price $1). 

For copies write to the Superintendent of Documents, 
Washington 25, D. C. 
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“Hydro-Air helps us make a profit 
on 11-hour work...at regular prices” 











At Meadows Cleaners, in Terre Haute, Indiana, 
finishing has to be fast. Located in a shopping center, 
Meadows turns out work while the customer shops, 
and at no extra charge. 

Meadows will tell you that Pantex Hydro-Air dry- 
cleaning presses do a lot to make this service possible. 
The unique Pantex hydraulic-and-air power unit 
makes finishing with a Hydro-Air far easier and much 
faster . . . helps operators maintain a cost-cutting 
“morning-fresh” production rate all day long. 

In a Hydro-Air press you'll find many other ad- 
vanced features that help cleaners set new records 
for high speed, high quality finishing. WRITE FOR 
FULL DETAILS. 


Panter 4.4 


AIR OPERATED DRYCLEANING PRESS 


BEREAN AMBP RSH Kees eaw 
PANTEX MANUFACTURING CORPORATION, 
Box 660G, Pawtucket 4, R. I. 
Send me booklet about Hydro-Air Presses, 
Name & Title 


Firm ... 
Street & City 





Right tools: Having proper tools to make necessary repairs is one of keys to successful maintenance program. A good program costs money but it 


saves more than it costs 


o=Point Maintenance Program 


By ARNOLD J. SMITH 


Robison and Smith, Inc., Launderers & Cleaners 


FIVE PRIME REQUISITES neces- 
sary for the operation of any success- 
ful maintenance program are: (1) 
competent personnel, (2) regularity, 
(3) adequate stock of parts, (4) good 
housekeeping, (5) necessary mainte- 
nance tools and equipment. The ab- 
sence of any one of these will greatly 
cripple the whole structure. 


Competent personnel 


First and by far the most important 
is conscientious and competent per- 
sonnel, Good maintenance demands 
good personnel whether your crew 
consists of one man or a dozen, It 
also requires the willingness of man- 
agement to expend some money. 

At Robison & Smith we have a table 
of organization which clearly defines 
the duties and responsibilities of every 
man concerned. Reporting directly to 
me is Don Bowman, our maintenance 
superintendent. Don is now only 38 
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Gloversville, New York 


and started out with us 20 years ago 
as a presser in our drycleaning depart- 
ment. When he went into military 
service, he was in charge of the clean- 
ing room in the drycleaning plant. In 
the Army he worked as a mechanic 
specializing in truck maintenance. Be- 
cause of his exceptionally keen and 
superior aptitude for mechanics, he 
was a natural choice for heading up 
this department when we began to 
organize it in 1948. 

The maintenance superintendent 
has a crew of five men working under 
his supervision. The first of these acts 
as his assistant whenever Don is away, 
and is a former production worker in 
the plant who always liked to “tinker.” 
We now have trained him to become 
very proficient in both acetylene and 
electric welding. He is also a very 
good electrician. Besides these special 
duties for which he has been trained, 
he can also handle most of the regu- 

Continued on page 78 





Following his graduation from 
Cornell University, Arnold J. 
Smith worked in various phases 
of productive operation at Robi- 
son and Smith, Inc. 

He was in command of a B-17 
Flying Fortress with the 94th 
Bomb Group in England. He 
had completed 21 combat mis- 
sions before being transferred 
to Germany, where he was as- 
signed as a personal pilot to 
General McNarney, command- 
ing General of the U. S. Forces 
in the European Theater of Op- 
erations. 

Mr. Smith manages the Glov- 
ersville plant. The firm has one 
call office and 16 routes which 
average from $700 to $1,200 
weekly in laundry and dryclean- 
ing sales. It was established in 
1915 and employs 160. 
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What does American 
mean, “complete line”? | 








In washers alone, 
American offers you 
17 different types 
in 79 sizes 


Tumblers, 11 types; extractors, 9; presses, 12; also in vari- 
ous sizes! In all kinds of laundry, dry cleaning and rug 
cleaning equipment, American offers you a wide range of 
types and sizes. 

This means important advantages for you. There is a 
complete selection from which to choose exactly the equip- 
ment you need. One source for all your machinery. One 
responsibility for its continuing fine performance. 

This also means that whatever the size of your plant or 
your type of work, you’ll find American has the right ma- 
chine for you. A quality machine as well. American is a 
specialist in designing and building machinery for laun- 
dries of all types, dry cleaners and rug cleaners. 

Listed below are some examples of this complete line 
of equipment. Individually, and all together, they show 


another way you can expect more from American. 


Cascade End-Loading Washers 
Cascade Side-Loading Washers 
R. H. P. Cascade Washers 
Cascade Unloading Washers 
Lo-Door Mammoth Cascade 
Washers 
Cascadex Washer-Extractors 
Cascade Full-Automatic Washer 
Control 
Cyclamatic Washer Control 
Rinsomatic Washer Control 
Selectro Washer Control 
Sentrex Washer Control 
Monex Extractors 
Motex Extractor 
Notrux Extractors 
Aircraft Drying Tumblers 
High-Speed Drying Tumblers 
Zone-Air Drying Tumblers 
Challenge Drying & Conditioning 
Tumblers 
Rotaire Conditioning Tumblers 
Retron Flatwork Ironers 
Streamline Flatwork Ironers 
Super-Sylon Flatwork Ironers 
Sager Flatwork Spreaders 
Foldmaster Flatwork Folders 
Stackrite Flatwork Stacker 
Trumatic Flatwork Folders 
Formatic Coat Unit 
Formatic Shirt Unit 
Super-Zarmo Presses 
Super-Zarmoette Presses 


Buckeye Dry Cleaning Washers 

Synclor Single-Bath Perchlor- 
ethylene Solvent Dry Cleaning 
Units 

Truclor 2-Bath Perchlorethylene 
Solvent Dry Cleaning Units 

Trucleen 2-Bath Petroleum 
Solvent Dry Cleaning Units 

Noex 140° Flash Petroleum Solvent 
Dry Cleaning Units 

Perclor-Saver Tumblers 

Zone-Air Dry Cleaning Tumblers 

American-Olson Tubular Filters 

Aceco Dry Cleaning Presses 


Cleveland-American Rug Dusters 

Deluxe Mirza Rug Cleansing 
Machine 

Super-Mirza Rug Cleansing 
Machine 

American Pressurized Rug 
Cleansing Units 

Deluxe Mirza Rug Wringer 

Cleveland-American Rug 
Wringers 

Cleveland-American Tape 
Conveyor Tables 

Cleveland-American Rug Sizing 
Roll 

American Nap Brush Roll 

Super-Mirza Rug Dryroom 


Conveyor 


You can expect more from... merican 


The American Laundry Machinery Company, Cincinnati 12, Ohio 

















Pleasant surroundings, such as this locker-lounge area with adequate light and ventilation, contribute immeasurably to employee contentment 
and production 


Do You Need an Incentive System? 


Incentives are required for every job 


but "more money" isn't the whole answer 


THE PURPOSE of any incentive plan 
is to increase production and to lower 
costs. The laundry manager contem- 
plating introduction of incentives will 
first want to determine if his plant 
production should be increased, and 
whether or not he is achieving lowest 
costs under his present system of oper- 
ations. 

Many laundry managers, in order 
to measure their own plant efficiency, 
try to compare their production with 
that of other laundries. Such compari- 
sons may be misleading unless many 
factors are taken into consideration. 

To make a valid comparison, it is 
necessary to know the type of equip- 
ment the other plant is using; to know 
how the work is prepared before it is 
given to the operators (for example, 
whether or not the work is shaken out 
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By HARRY COHEN 
Laundry Management Consultant 


for a press department operator). 
Some information might also be de- 
sired on workflow, preconditioning, 
and the standard of quality required 
by the other plant. All these points 
and others must be taken into account 
before one plant’s production and 
efficiency may be measured against 
that of another plant. 


When should an incentive be 
installed? 


After studying production records 
for each department, the management 
will be in a position to decide if it is 
satisfied with the production it is pres- 
ently receiving. If there is room for 
improvement, an incentive system 
may be in order. 

A count should be taken of all work 


produced in the department being 
studied, including a record of all ma- 
chine downtime. This will give an 
exact record of daily output and will 
give some yardstick of measurement. 

It is important when checking pro- 
duction in any department to take fig- 
ures over a sufficiently extended pe- 
riod of time to secure a clear picture 
of what the output of the department 
actually is. This means that produc- 
tion should not be taken for just one 
hour or even for one day. It is neces- 
sary to accumulate data for a week, or 
two weeks, or longer, in order to ac- 
curately know the over-all average of 
production for the department. 

It may be found that certain oper- 
ators in a department have a far 
higher output than others. This may 
indicate that, if a proper study were 
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Factors Influencing Press 
Production 
Company Policies 

Equipment 
Extraction 
Health 
Incentives 
Illumination 
Layout 
Maintenance 
Motivation 


Morale 


Operator's Skill 


Padding 
Preparation 
Quality Standards 
Salary 
Standardization 
Starching 
Steam Pressure 
Steam Traps 
Supervision 
Training 
Ventilation 
Volume 


Workflow 











made and an incentive plan intro- 
duced, the slower operators might be 
brought to increase their output to the 
level of the faster employees, Obvi- 
ously, such a condition would result 
in higher output for the department 
as a whole. 

Higher production can be achieved, 
of course, without an incentive, by in- 
creased effort on the part of your plant 
supervision. However, introduction of 
a proper incentive plan will make the 
employees want to increase their out- 
put, and will make them more anxious 
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to cooperate in order to secure greater 
take-home pay. Generally speaking, it 
has been found that the introduction 
of an incentive plan can increase pro- 
duction by as much as 33 percent. 


Study of job methods 


Before any incentive plan can be 
contemplated, it is first necessary to 
make a study of the methods being 
used to perform the job in question. 
Check the layout of the work area. Is 
the machine at the right height? Can 
the location of work supply be im- 
proved? Is the lighting adequate? Do 
the operators have to wait for work? 

All these points should be reviewed 
first and any corrections that may be 
needed should be made. Many plants 
will find that production can be im- 
proved, even without an incentive, by 
having such a method study made of 
each department’s operations, and by 
making improvements for which a 
need is indicated. 

It is often advisable to study the 
work method being employed by the 
operators who achieve the highest 
production in any department. You 
may find that such operators have a 
special procedure or way of handling 
their work that enables them to 
achieve higher production than that of 
the other workers on the same job. 
By studying the methods used by 
these top employees, management 
may be able to teach their particular 
knack of working to the other, slower 
employees, thereby making job im- 
provements and increasing their pro- 
duction level. 

After making any indicated changes 
on the job, it is advisable to again 
keep production records, and to com- 
pare the production with that which 
you formerly received. 


Types of incentives 


An incentive can be of many types. 
Example: a bonus for achieving pro- 
duction over a_ stated minimum 
amount, or a piecework rate which 
pays the employee so much a unit for 
each bundle or each piece produced. 

Whatever the type of incentive de- 
cided upon, however, it is imperative 
that the plan be easily understood by 
all the employees working under it. 
In order for an incentive to achieve 
the desired results, the employees 
must be sold on the plan. They must 
fully understand how it works and 
how much benefit they can expect to 
receive from it. 


Who should establish the incentive? 


Ideally, an industrial engineer, who 
is trained in method study work and 


time study practice, would be best 
qualified to make a survey and install 
the incentive plan. However, not all 
plants are large enough to feel justi- 
fied in hiring an industrial engineer for 
this type of work, and many may wish 
to put in incentives without adding 
an efficiency expert to their payroll. 

It should then be the responsibility 
of the plant manager to install the in- 
centive rate, since he is responsible 
for production. He is the most logical 
person to make this step toward in- 
creased productivity and lower labor 
costs. 


Posting of production and earnings 


It is recommended that daily post- 
ings be made of production of each 
employee and his earnings made un- 
der the incentive rate. It is encour- 
aging to an employee to see how 
much pay he has made in return for 
extra effort in increasing daily output. 
Also, any employee who may not be 
producing as much as other employ- 
ees in the department will be encour- 
aged to try to increase his own pro- 
duction when he sees the higher 
earnings achieved by the co-workers 
with higher production. 

Continued on page 40 





What Employees Want 


Since there is a definite relation- 
ship between happiness and high pro- 
duction, it is to management's advan- 
tage to find out how to reach and 
maintain this state. What does the 
employee really want? 


Surveys and interviews among fac- 
tory workers have revealed some rath- 
er interesting findings regarding the 
workers’ real wants. Here they are in 
order of importance: 


1. Steady work 
2. Comfortable working conditions 
3. Good working companions 

. Good boss 

. Opportunity for advancement 

. High pay 

. Opportunity to use own ideas 

. Opportunity to learn a job 

. Good hours 


10. Easy work 


Note that these objectives are clas- 
sified as financial and nonfinancial 
aims and that “high pay” ranks sixth 
on the list. 
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Here's how to— 
Cut Flatwork Labor Costs - - 
- - - Speed Up Production 





Pocock’s Corner Wages have gone up, everywhere, due to the Minimum Wage Law and 
A gend.busi- higher union-management contracts. But if yours is a laundry handling 
ness man natu-. § 1,200 or more sheets and spreads per day, you can compete in this higher 
rally Pape to labor market and make more money than before. How? By installing a 
aus wk wae labor saving SAGER SHEET SPREADER. 
tomers. But, 
sometimes in § 
order to secure 
cooperation of 
the customer 
for higher _ M.A. Pocock 
ironer produc- 
tion or lower production costs, é aren 
a little education of a customer With a SAGER “B” SPREADER, 
on ironer problems is in order. one operator easily performs the 
For instance, there is the little 

work formerly done by two or 


matter of folding linens. If the 
finicky housewife does not like more hand shakers on sheets. And 


your folding, she may take her the SAGER cuts labor discontent 


business to another laundry. 
Large hems on sheets, folded all and turnover. SAGER operators 


one way, are too common like their jobs and stay on them. 
musts” by housewives, that Yes a SAGER cuts labor costs, cuts 


cost you money to comply with. 

Unfortunately, housekeepers in labor turnover and speeds produc- 

hotels and other institutions tion. You can’t afford to be without “ san 

often follow the housewives’ a SAGER SHEET SPREADER j Base depo ad nn a ode, 
traditions and insist upon this m 

same costly practice. If you these competitive times. A SAGER 
have customers who insist upon uickl avs for itself in labo 
this method, a little campaign q v wee 6 F 
to bring about a better under- saved and faster production. 
standing of the problem might With the SAGER “B” you can 
pay you dividends. handle up to 3,000 sheets and 


As an instance of what I mean, I have spreads per day; above that quan- 
witnessed hotel laundry work where two 
shakers were required to ‘‘throw’’ the 





tity you probably will need a 
sheets across a table with the large hems SAGER “A”. 


all one way. Two more were required = 
to ‘‘face’’ the sheets one side up for iron- Write today for full facts and the 


ing as they “snapped” them. It was neces- names of progressive laundries all over the world which have reduced 
sary to employ four people to maintain a 
production of 12 sheets per minute. The their flatwork ironing costs from 40% to 60% with these labor saving 
reason wes that the hotel housekeeper machines. 

wanted it that way to make sure her maids 
would make the beds properly. Inciden- 
tally, on all five days at this same hotel, 
my bed was not made up properly. But, 
surely, it would be very little trouble 
for a maid to reverse a sheet as she 
opens it. You should be able to save 
yourself this time wasting operation. I 
question if any of you men in the laun- 
dry business ever inspect a hotel bed 
(when travelling) to ascertain if the right 
side of the bottom sheet is UP and the 
right side of the top sheet is DOWN. 


WM. x4. Pocock 





Please send us full facts about your labor-saving Sager Spreaders. 


M. A. Pocock 
Dept. 47 
236 Central Ave., N. E. 


Mi P ih 33, Mi 
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City 
State. 
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~ COMBINATION WASHER-EXTRACTOR — 


Following their policy of staying “in league with the future”, the makers of 
the Braun Unit Wash combination washer-extractor offer three giant steps 
toward bringing automation to the modern wash plant. 
1. It borrows from the past in mechanizing the scrubboard. 
2. it reaches into the future in combining wash, extraction and shake-out in one machine. 
3. It brings the sensational new technique, “critical point extraction,” to the washroom. 


To get a better wash job, you have to start of the partition. At the bottom of the revolution, 
with a better wash action — Braun assures the the load is squeezed against the cylinder wall, 
cleanest wash yet attain- weet where total saturation 
able through a highly effi- Ti ™~ guarantees maximum pene- 


cient “big drop, wet rub 
and squeeze action” that 
makes you realize why the 
wash action does the real 
work! In the wash action, 
thorough agitation is given 
every load. A non-perfo- 


tration of all fibers. On the 
upswing, the load is loos- 
ened and dispersed evenly 
throughout the cylinder by 
the side rib. The cycle is 


‘repeated at 28 rpm, and 


reversed every 30 seconds. 


rated ribbed partition divides the cylinder, and The machine’s high speed extraction removes 
one-half the load is placed on each side. On each over 85% moisture. In only 8 minutes, the load 
revolution, the load is lifted to get the gentle is extracted and loosened, ready for fluffy drying 
impact of a big drop over the scrubboard surface or easy pressing. 
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These are YOUR savings... 


WATER, FUEL, SUPPLIES: Ordinary wash wheels 
need from 4 to 5 gals. of water to process 1 Ib. 
of dry wash. Braun Unit Wash requires about 2.2 
gals. The Unit Wash consumes less soap, alkali 
and bleach, permitting cold water rinsing and a 
savings in fuel costs. 

SPACE: Unit Wash will fit into any corner of your 
plant; and, since it eliminates the mess and wet 
floors that restrict conventional equipment to a 
separate washroom area, Unit Wash can be put 
right in your finishing department. 

TIME: Work goes through in a hurry — turning out 
fully completed washes, extracted and ready for 
the dryer or ironer every 35 to 50 minutes. 





CA. 
XS 


Get full information. Write today! 


461 E, Brighton Ave., Syracuse 5, N. Y. 


HERE ARE THE TEST-PROVEN RESULTS... 


99% whiteness retention—(intermediate 
extraction improves quality. Because dirt 
won't drain oway, Braun extracts it at the 
CRITICAL POINT, after the “break” when 
90% of the dirt is suspended in the wash. 
This intermediate extraction cycle removes 
excess soil that in ordinary washers is re- 
tained in the saturated load despite con- 
tinvous rinsing). 


Minimum tensile strength loss—({Braun's 
gentle effective wash action reduces need 
for acids and bleaches. Extraction and 
shake-out in the same machine eliminates 
unnecessary pulling of wet loads. Both 
these factors diminish abrasive damage). 


Harmful bacteria destroyed—(high pen- 
etrating action increases the sanitizing 
power of detergents and fluorides). 





Braun Unit Wash is available in 35, 50, 
100 and 200 Ib. capacities, each equipped 
to give you your choice of automatic 
washing formulas. Formulas are made 
easier with Braun’s automatic controls for 
handling everything from heavily soiled 
work to laundry slightly used. Illustrated 
here is the new 200 Ib. Unit Wash, show- 
ing new outboard bearing. 








LABOR: Braun Unit Wash cuts labor costs up to two- 
thirds. Only one man is needed to load the ma- 
chine, flip the switch and return in 35 to 50 minutes 
to unload. Compared to the old fashioned system, 
one man can outproduce two or three washmen, 
and still have time for other duties. 


MAINTENANCE: Designed with only one point 
in mind — to wash and extract laundry, and do it 


faster, better and cheaper — Braun Unit Wash is 
engineered for long life with extra-heavy materials, 
extra-fine components and extra careful con- 
struction. 






c 
| G.A. Braun, Inc., Dept. 24 
461 E. Brighton Ave. 
Syracuse, N. Y. 


for the washroom. 
{] Have a representative call. 


Name.._.__.. Title 
Company... 

Address. : 
Cyn. .....Zone_...State 





10 Duke St., Toronto 2, Ont., Canada 


[-] Rush full details about automation 




































SUMMARY 


1. Keep records of daily production in the de- 
partment, together with record of machine down- 
time, before putting in an incentive. Records should 
be kept for extended periods of time. Analyze care- 
fully to determine the production presently received. 


2. Study the operation in the department, Can it 
be improved by relocation of machinery, by better 
workflow to and from operators, better light, better 
preconditioning, etc.? 


3. Study the performance of your fastest and best 
operators. Do they have special ways of working that 
can be taught to your other employees to increase 
their production? 


4. Decide upon the type of incentive plan you 
wish to use. Which would be most effective in the 
department under consideration? 


5. Call a meeting with your employees when you 
have decided, Explain the incentive plan to them. 


Be sure each employee understands the plan fully. 
Emphasize that quality standards must be main- 
tained. 


6. Keep and post in the department daily records 
of individual employee production and incentive 
pay earned. 


7. Have supervisors check quality of work being 
produced to be sure that quality standards are being 
maintained. 


8. Check payrolls and production records to be 
sure that they are properly controlled. 


9. Increase in production and lowering of labor 
cost should result from the above. Apply the knowl- 
edge you gain in each department put under incen- 
tive to other departments in your plant, and you will 
find that the end result will be a plant working at 
top production, with lowest costs. 











Continued from page 36 

Having daily production figures is 
also a helpful yardstick for the plant 
manager and the supervisor of the de- 
partment involved. It enables manage- 
ment to concentrate its efforts on 
those workers whose production may 
be lower than that of others in the 
department. It also enables manage- 
ment to know how effective the incen- 
tive is in bringing up the production 
level of the department. It may serve 
also as a guide in judging whether 
or not the incentive rate is right, It 
may prove to be too generous (loose) 
or too low (tight). 


Quality control 


It is a mistaken impression of some 
managers that increasing production 
in a department tends to lower qual- 
ity. This is not necessarily true if the 
management of the department exerts 
the proper supervision. 

It has been the experience of many 
plant managers that work of the high- 
est quality is often produced by the 
fastest operators. Slow operators are 
often inexperienced operators, who 
tend to produce poorer quality work. 

Supervisors should inspect the qual- 
ity of work produced in departments 
working under incentive, just as they 
would do for departments without in- 
centive. Substandard work, in both 
cases, should be returned to the oper- 
ators producing it, to be redone cor- 
rectly. 


Spot check of production counts 


It is good practice to double-check 
the count of work credited to various 
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employees working under incentive. 
For example, the production of press 
operators working under incentive can 
be double-checked by comparing total 
pieces pressed daily with total pieces 
produced by the department that 
folds the pressed work. 

In this way management can con- 
trol the count upon which incentive 
pay is being issued, to be sure that pro- 
duction figures are correct and not 
padded. 


Weekly payroll analysis 


A further control on incentive earn- 
ings is made in many plants by having 
supervisors check their payrolls 


weekly. The supervisor carefully ex- 
amines the payroll for each depart- 
ment in order to determine if there 
is a sudden jump in earnings for in- 
dividual operators over the earnings 
they made while under incentive for 
previous weeks. 

Operators working under incentive 
usually attain a certain production 
level which they then tend to main- 
tain. If their earnings suddenly jump 
over this amount, sharply, it is wise 
for the supervisor to make a special 
check of production records being 
kept for this employee, to be sure they 
are accurate. A check on the quality 
of work that is being produced can 
also be made. OC) 








“My new superintendent is the answer to keeping female help." 
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modern drying at its BEST! 


CISSELL 
WN). am 


TUMBLERS jy 


GAS-FIRED or STEAM-HEATED 
DOUBLE BASKET ‘‘TWIN”’ 
SINGLE BASKET 





36x18” * 36"x30" * 42"x 42” 


Cissell Tumblers are built for rough day-in, day-out ae ON 
service. They have the features you want and need. Bosker _ specially 
jesigne ake 

Available with controls that actually think for sod of culiery 


the operator. ee. 
Available with or without coin meters. 
Large volume of air for fast-drying. 


Each basket in “Twin” tumbler has its individual 
basket motor, beating unit, and controls; one fan 
motor on Twin’. Single basket tumblers have 
separate fan and basket motors, 


Simple maintenance — all parts easily accessible. 


Compare Cissell Tumblers — and you'll know why 
they’re the talk of the industry. 


ALSO AVAILABLE: Cissell Steam-heated Laundry Tumblers. Cissell 

Steam-heated Drycleaning Tumblers: Single Basket 36” x 18”, 

36” x 30”, 42” x 42.”. 
Cissell Gear Reducer — Full-width lint drawer 
built by Cissell for on single basket tum- 
quiet, long-life opera- blers; large slide 
tion. No chains or noisy drawer on “‘Twin"’. . . 
moving parts. keeps fan hous.ng and 


Consult Your Yotler 








W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. 


























Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles. 
Foreign Distributors write Export Dept.—Cable Code “CISSELL”’. DOUBLE WALLS add strength .. . keep heat in! 
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llow New Tools Improve Efficiency 
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By HARRY YEATES 


oa 
| 
| 


Self-dumping washer unloads laundered work at rate of 200 pounds per minute at American Linen plant's fourth-floor washroom 


Part I: Giant Washer Ups Pro- 


duction 700 Pounds Per Load 


BIG THINGS are happening on the 
fourth floor of The American Linen 
Supply Co., Chicago, Illinois, 

In December 1956, the plant re- 
placed a 54-by-96 washwheel with 
the largest fully automatic commercial 
washer in existence, It measures 60 
by 120 and helps maintain a daily 
production schedule of 80,000 pounds 
per day. 

The washroom now operates with 
eight automatic units and six wash- 
men. Ten years ago it took 43 wash- 
ers and 16 washmen to process 25,000 
pounds a day. 

The 5%-ton machine was hoisted 
up the side of the building on pulleys. 
It was placed in the washroom next 
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to three 54-by-96 and four 54-by-108 
washwheels. 

Previously the plant operated on 
the following production schedule: 
two washwheels processed wearing 
apparel, three were used for contin- 
uous roll towels and three for flat- 
work. The new unit gives the plant 
one additional washer for flatwork and 
enables it to process an additional 700 
pounds per hour. It washes 1,850 
pounds per load. All loads are dry- 
packed. 

The washroom must produce 7% 
loads per hour for all machines to 
keep up with the plant’s production 
requirements. The schedule has been 
arranged so that all washwheels in 
the plant handle all types of formulas. 


The washroom uses 13 different types 
of formulas. 

Six washmen process work as a 
team at The American Linen Supply 
Company. Crews of four men load 
and unload the machines, This main- 
tains more efficient production, For- 
mulas are set up and controlled by 
one washman on each line of wash- 
wheels, A sour and mildew preventa- 
tive are added manually during the 
washing cycle. 

After installation the plant set up a 
shorter formula for use in the new 
machine. Automatic action permits 
washing of larger loads in less time. 

Exactly 45 minutes is required to 
process a load. Washing time is 33 
minutes. Loading and unloading time 
is clocked at 12 minutes. The machine 
averages 12 loads during the plant’s 
9-to-10-hour work day. 

Maintenance men set the machine 
in a concrete base. The foundation is 
6 inches deeper than the other ma- 
chines so the new unit is in line with 
the other washers in the washroom. 
A pneumatically driven platform ap- 
proximately 12 inches off the floor per- 
mits easy servicing of the cylinders 
and casing doors. 

The washer is constructed of stain- 


STARCHROOM LAUNDRY JOURNAL 





less steel and has four pockets. The 
design of the cylinder door in the new 
machine prevents it from moving and 
working when in the closed position. 
The tapered sides at the top and bot- 
tom are seated into the door opening. 
This is made with corresponding 
tapers. It is held rigid by two door 
latches when in the closed position. 
Abrasion such as emery dust and 
filings usually found on rags and wip- 


ing towels have had no damaging 
effect on the doors. 

According to washroom superin- 
tendent Jacob Goro, the full-length 
stainless-steel horizontal water mani- 
fold provides an even temperature 
throughout the entire machine, It 
also assures instant dispersion of the 
water and supplies. This is important 
when automatic controls are used. 

The hot and cold water valves, 


steam and dump valves are all pneu- 
matically operated. The cylinder is 
driven from both ends by two motors 
driving through the unit driver. 
The machine is equipped with three 
10-inch dump valves, four 3-inch wa- 
ter valves and connected to the con- 
tinuous water manifold. These controls 
are fully automatic and connected to 
the central supply system. All supplies 
are piped directly to the machine. 


Part 2: Now They Know Where the Money Goes ; 


KEEPING TRACK of 260,000 busi- 
ness checks each year was a major 
problem until a standardized account- 
ing procedure was installed by the 
American Linen Supply Co., Chicago, 
Illinois. 


The processing and distribution of 
approximately 5,000 company checks 
per week from 33 branch offices is 
now handled by five employees 
where it used to take 20. 


Duties of the personnel in the ac- 
counts payable department at the 
main headquarters of the company are 
organized as follows: The accounts- 
payable clerk prepares incoming in- 
voices for tabulation; three machine 
operators record the work; a file clerk 
makes up the checks, using an auto- 
matic machine which writes, lists, 
adds, counts and signs all checks. 

According to John W. Gillen, comp- 
troller, the advantages of a uniform 
procedure originating from the main 
office are as follows: 


1. Company policies and practices 
have been clarified. 


2. Duplication of operations and 
costs has been eliminated. 


3. Uniformity has resulted in more 
accurate comparison of each plant’s 
financial structure. 


4. The main accounting office has 
been able to prepare more useful re- 
ports comparing actual results with 
planned budget figures for each plant. 


5. The system has permitted faster 
tabulation of monthly operating fig- 
ures in a matter of days. It used to 
take 10 to 15 days. 


6. Correspondence between the 
main office and the local branches ex- 
plaining particular transactions have 
been almost eliminated. 


Until the check-writing machine 
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and the tabulating units were installed 
each local office prepared and dis- 
tributed its own expense checks, Ev- 
ery check was written as a separate 
operation. At the end of the month 
they were broken down by the local 
office into various account classifica- 
tions such as washroom supplies, ship- 
ping supplies, linens purchased, ad- 
vertising expenses, fleet operations 
and office supplies, This information 
was transcribed manually into various 
monthly and quarterly ledgers. All 
reports were forwarded to the main 
accounting office where additional time 
was required in copying the informa- 
tion into permanent records, The pro- 
cedure took hours of tedious work in 
every local office every month. 


Standard classifications 


With this method no two plants 
posted monthly expenses in the exact 
same manner. Therefore, before the 
equipment was installed a standard 


classification of accounts was set up 
for all branch offices. A detailed out- 
line of each item in the classifications 
was presented to the local managers 
during a general meeting. At the same 
time Mr. Gillen explained the use of 
the equipment for distribution of 
checks from one control point. 

The latest in automatic accounting 
machines is saving the company the 
cost of at least 15 employees in the 
branch offices. Initial cost to set up the 
department was $20,000. It would 
have cost an additional. $200,000 to 
duplicate the system of check proc- 
essing in all branch offices. The home 
office uses the machines continuously 
every day of the week. The branch 
offices would have needed the equip- 
ment only several days during the 
month. 

Each local office now classifies its 
invoices on a standardized basis and 
sends them to the national office. The 
accounts-payable clerk separates in- 
voices by branches and circles perti- 


New centralized procedure speeds handling of accounting records for 33 branch offices 


throughout the country 
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Check-writing machine lists, adds and signs 5,000 checks per week to give company better 
control of disbursements 


nent information with red pencil. He 
determines whether the purchase has 
been approved and classified correct- 
ly. He makes sure that a purchase 
order is attached and computes the 
cash discount. This enables the ma- 
chine operators to process the work 
on a production basis. They don’t have 
to waste valuable time examining the 
invoice for the information they need 
to do their job. 

The machine operator inserts a trip- 
licate copy of the blank check-voucher 
into the machine. It is divided into 
two parts: the top is used as the check, 
the bottom half is the voucher. The 
payee, the date and the net amount 
are typed on the top half of the form. 
The bottom half is used for the ex- 
pense distribution number from the 
branch office, the date, invoice num- 
ber, amount of invoice, the discount 
and balance. 


This information is recorded on the 
proof sheets and the expense summary 
card at the same time. After the check 
has been completed the yellow ex- 
pense card is filed numerically for 
each branch by classification of ex- 
penses. Each operator handles tabu- 
lating data from the same branch 
office every month. 

The three copies of the check form 
and the accompanying invoice are re- 
turned to the accounts-payable clerk 
for inspection. 

Checks are then processed through 
the check-writing machine. The sig- 
nature is automatically written when 
the operator places the check in the 
machine. It also protects it by spelling 
out the exact amount. 

In addition, the check has built-in 
safeguards that make successful “rais- 
ing” virtually impossible. These in- 
clude an intricate design containing 


an invisible layer of print spelling out 
the word VOID. If any acid ink eradi- 
cator is applied, the void flashes into 
view cancelling the check perma- 
nently. 

A total amount is prepared on tape 
as the operator types the figure on 
the check. The accounts-payable clerk 
verifies the accuracy of the total. The 
original check-voucher is mailed to the 
customer, the second copy is filed in 
the office. The third copy is returned 
to the branch office. 

The transfer of work was accom- 
plished gradually, two and _ three 
plants at a time. First their major ac- 
counting work was moved to the main 
accounting office. When this proved 
successful the remainder of the work 
was shifted. 

Other procedures are under study 
to determine whether they may be 
more profitably handled on a central- 
ized basis. In the meantime, each 
plant continues to process the follow- 
ing work: 

a. Billing. 
b. Maintaining accounts receiva- 


ble. 


c. Making collections and depos- 
iting them intact to the bank. 


d. Payment of small local bills. 


e. Maintaining certain statistical 
records such as linen replacement. 


f. Maintaining storeroom rec- 
ords of flat goods and garment per- 
petual inventory records. 

The evolution from pen-and-ink 
accounting practices and hand-cranked 
machines to the ultimate in electric 
units at American has freed branch 
managers from much detail work. 
Now they can devote a greater por- 
tion of their time to selling new ac- 
counts and to servicing the old ones 


better. OOO 





LAUNDRY BUSINESS 


New York 


four weeks ended 
Mar. 2-—0.5% more than last year 


M. R. Weiser & Co., New York 


New Jersey 


four weeks ended 
Mar, 2—4.7% more than last year 


M. R. Weiser ¢ Co., New York 


Southeast 


Jan.—1.0% more than last year 


J. R. Wilson & Co., Atlanta 


TRENDS 


New England 


Feb. 9—5.1 ‘% more than last year 
Feb. 16—4.1% more than last year 
Feb. 23—-4.6% more than last year 
Mar. 2—2.7 %_more than last year 


Carruthers & Co., Boston 
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YOU’RE HEADED FOR EXTRA PROFITS 


with UNI-MAC Fluff-Fold Service 





UNI-MAC TWIN MODEL 400 
HEAVY DUTY COMMERCIAL 
WASHER-EXTRACTOR 


j# Anyone can operate. 


{4 Washes and extracts up to 120 Ibs. 
per hour. 


j# Washes bundles individually. No 
marking, detailed sorting, classifica- 
tion or netting. Eliminates customer 
loss-claims. 


j# Exclusive Jetspray-ball assures thor- 
ough rinsing. 


i@ Bock direct drive extractor—pat- 
ented brake, automatic stop. No foot 
pedal. 


jy” UNI-MAC puts 10 sq. ft. of non- 
productive floor space to profitable 


use. 
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WRITE TODAY 
GET ALL THE FACTS "V7 | »00%ess__ 


With UNI-MAC Fluff-Fold you offer a budget service 
everyone can afford. UNI-MAC Fluff-Fold can be your 
most profitable service . . . plus increasing your regular 
volume of shirts and drycleaning by offering a one-stop 


service to everyone. 


And UNI-MAC is ideal auxiliary equipment for fast, eco- 
nomical laundering of do-overs, re-runs and small lots of 
fugitives, socks and silks. With UNI-MAC you process 
these items quickly, return them to the main bundle and 
end short deliveries. You keep customer satisfaction and 
confidence and eliminate loss-claims. 


JAXON LAUNDRY-CLEANERS, ELKHART, INDIANA, 
FEATURES UNI-MAC FLUFF-FOLD-SERVICE 





Last October this beautiful new plant of Jaxon Laundry-Cleaners 
opened with 3 UNI-MACS (and space for 3 more) for Fluff-Fold 
service. Volume has increased each month and the operation has 
been profitable from the beginning. 


| The UNI-MAC Company 


| 1917 S. Federal Highway——S-47—Fort Lauderdale, Florida 


| Gentlemen: 
| We're interested in Savings and Extra Profits. Tell us 
j more about UNI-MAC. 

SESS Ee eee ae 


| city AM i Oe 
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How To Promote Blanket Service 


Tie-in with route sales contest helps; 


now is the time to start making plans 


THE BLANKET SEASON is just 
around the corner. And one of the best 
ways to promote this business is to tie 
it in with a salesmen’s contest, But a 
contest itself will not assure success 
unless it is properly timed and pro- 
vides sufficient incentive. 

One large Eastern laundry operat- 
ing three dozen routes and a dozen 
branch offices uses a comprehensive 
promotion which attracts as many as 





Advance notice through bundle inserts and 
newspaper ads paves way for route sales- 
men, helps make any contest more effective 
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15,000 blankets in a six-week contest 
period. 

The timing of a program is as im- 
portant as the program itself. One 
can’t expect the customer to turn in 
blankets for laundering if they are 
needed at home. The best time to hold 
a spring campaign is when the days 
are hot and the nights turn warm. The 
month will vary with the latitude. In 
this case, the management starts its 
contest somewhere around the middle 
of April. 

This particular plant finds that its 
route salesmen are best motivated 
when cash prizes are awarded. The 
contest quotas are set up on a sliding 
scale which encourages each man to 
bring in more than is expected of him. 
Management expects each and every 
route salesman to bring in a minimum 
of 50 blanket orders a week or 300 
during the course of the six-week con- 
test. 


Progressive cash bonus 


If he just makes his quota, the sales- 
man gets 10 cents for each blanket, 
plus his regular sales commission. If 
he brings in 400 blankets, his per- 
blanket compensation rises to 12% 
cents, And if he gets 500 or more, the 
rate goes up to 15 cents per blanket. 
In short, the more he sells, the more 
he gets. (This encourages every man 
to make more of those “cold turkey” 
calls next door.) 

On top of that, the men vie for 
grand prizes: The man selling the 
greatest number of blanket orders gets 
$50; the runner-up gets $35; the third 
best man gets $25 and another $10 
prize goes to the man who places 
fourth. 

Each of the route supervisors has a 
stake in the blanket contest, too. Each 
supervisor has from 8 to 10 men in 
his crew. If each of the men in his 
charge meets the minimum 300-blan- 


ket quota, the supervisor gets $50. 
Naturally, it is to his own interest to 
get everyone out and doing his best 
to meet the prescribed quota. 

To make sure that interest in the 
contest does not lag, management also 
posts sales results daily to let each 
man know exactly where he stands. 
Other posters are used to nail home 
the point that a salesman can make 
himself a nice piece of change by go- 
ing after blankets, For example, when 
the company has a “two-fer” special 
(two blankets laundered for $2) 
here’s what each sale means in terms 
of dollars and cents to the route sales- 
man: 


Commission on blanket @ 15 percent $.30 
Commission on extras @ 15 percent .30 
Bonus on blanket order ......... -20 


FR GP. eka i sce eee te $.80 


If a man can get seven orders per 
day his share mounts to $5.60, or 
$33.60 for the week. If he maintains 
this pace and brings in 300 blankets, 
fullfilling his quota for the six-week 
contest period, hell make $201.60. 
This doesn’t include any prize money 
that the top men would pick up as 
extras. A top salesman can get close 
to 1,000 blankets. 

When the weather is right, the com- 
pany will get as many as 750 to 800 
blankets per day. And the blankets 
attract other laundry and cleaning 
work which are all-important and 
make the promotion even more worth 
while. 

All this effort has gone into telling 
the route salesman about the contest. 
The customer is apprised of the pro- 
motion in newspaper ads, radio and 
television commercials and through 
the use of truck posters, bundle inserts 
and handbills. If the sales are going 
particularly strong, the company will 
extend the contest period for an addi- 
tional six weeks. (10) 
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Here is a tailor-made Steiner Sales 

program for you: 

1. A Steiner representative will call on you to super- 
vise the training of your salesmen and plant personnel 


in the business of selling and processing continuous 
toweling. 


2. Steiner provides you with three different types of 
continuous towel cabinets fully guaranteed and 
backed up by Steiner precision engineering. 

3. Complete machinery and technical data on process- 
ing continuous toweling. 


4. Selling aids and brochures to help your salesmen 
promote continuous toweling. 


S enn SALES COMPANY 


740 Rush Street, Chicago 11, Ill. 
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& STEINER SALES COMPANY 
j 740 Rush Street, Chicago 11, Ill. 


Please send me complete details on how | can get a bigger 
i share of the CONTINUOUS CLOTH TOWEL MARKET! 


Name 














i Company 3 
a Address i 
y City Zone —— State z 

me ee ee ae J 


_— 
~1 











Shirt finishing units at Lord 
Baltimore Laundry, Baltimore, 
are situated beside moving 
conveyor that carries ironed 
shirts down the line to inspec- 
tion-folding-packaging area 


How Centralized Shirt Inspection Works 


CENTRALIZED SHIRT INSPEC- 
TION, in operation for the past six 
months at the Lord Baltimore Laun- 
dry, Baltimore, Maryland, has pro- 
duced two important results, Accord- 
ing to Louis Horst, president, there 
are fewer rejects and increased pro- 
duction. 

Where each shirt unit formerly did 
its own inspecting, production sched- 
ules did not allow sufficient time for 
proper scrutiny. The result was that 
soil, poor ironing or missing buttons 
would sometimes cause customer com- 
plaints. 

At present, the three two-girl shirt 
units are concerned only with finish- 
ing. Should any of them notice spots 
or soil while they are finishing, the 


By GERALD WHITMAN 


shirts are immediately returned for 
rewashing. The three units are set up 
in a line alongside one end of the 
plant with a shirt conveyor running 
past the units to a centralized inspec- 
tion, folding and packaging area. As 
each unit finishes ironing a shirt the 
girls hang it by the collar on special 
conveyor hooks. The conveyor has a 
capacity of 75 shirts at a time. The 
girls hang the shirts on any available 
hook passing their stations. 

At the terminal point the conveyor 
swings around the inspection-folding- 
packaging area. Here one girl exam- 
ines the shirts for missing buttons and 
poor ironing, while two others fold the 


shirts and place them in cellophane 
bags. A button sewing machine is at 
the disposal of the examiner for fast 
replacement of missing or broken but- 
tons. A fourth girl at a standard sew- 
ing machine makes other necessary 
repairs. 

Although the number of rejects was 
never substantial, the new system did 
decrease customer complaints by 20 
percent. The system has not added to 
production costs and the shirt ‘finish- 
ers are not penalized for rejects that 
now run at the rate of about one shirt 
in every hundred. 

Lord Baltimore Laundry seems to 
have accomplished the job of turning 
out better quality shirts than ever be- 
fore. O10 





Conveyor brings shirts from finishers where they are inspected for missing or damaged buttons and poor ironing. Inspector (far left near button 
machine) inspects all shirts on conveyor. Girls at right fold and place shirts in bags, while sewing machine operator does major repairs 
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A TUMBLER BASKET THAT 
EXTRACTOR “CAKES” WON'T BEND! 





/ Gone are the replacement headaches 
of wire mesh baskets! The new 
Smith-Grantham tumbler introduces a 
basket made of perforated metal that 
will withstand shock loads without loss 
of drying efficiency. Extractor “cakes” 
can’t bend it! This metal basket 
is made to outlast all others! 





What’s more, this fully automatic 
tumbler saves more than 20 sq. ft. of 
valuable floor space over comparable 
size machines. And, only Smith- 
SMIT - Grantham offers 23° basket-tilt-back- 
another GRAN TOA exclusive design for speedy overhead loading 
a4 . . a 40-inch door that glides up 
when opening and not out into the aisle 
. .. a lift-up sampling window ... 
plus an automatic control to protect 
starched goods by allowing desired 
shake-out time before heat enters the 
basket. No other tumbler does so 
much for you!) WRITE OR PHONE 























| FOR FULL DETAILS. 
; fi 
THE T. L. SMITH COMPANY Mantatued onl sy 
- Milwaukee 1, Wisconsin « Lufkin, Texas by the Laundry Division 
Since 1900, the pioneer designer and foremost  eertg enn Priginns 
/ { manufacturer of the world’s finest mixers init: = 
A7-4007-1P 


April 15, 1957 . 49 








BOOK REVIEWS 


Tue InstiTuTIONAL Launpnry As I See Ir. 
By Sister Mary Celeste, $.S.M., R.N., St. 
Mary’s Hospital, 6420 Clayton Road, St. 
Louis, Mo. 252 pp. $4.50. 


As comprehensive an analysis of the 
operation of the institutional laundry 
as has ever been put together in a 
single volume is now available to the 
industry. The book can serve two pur- 
poses equally well: as a_ training 
primer for would-be institutional laun- 
dry managers and as a refresher 
course for those already active in this 
capacity. 

Authored by Sister Mary Celeste of 
the Order of the Sisters of Saint Mary, 
the book represents 10 years of re- 
search and compilation based on her 
experiences as director of laundry and 
linen service at St. Mary’s Hospital in 
St. Louis, Mo. As is fittingly stated in 
a foreword to the book by Mother 
Mary Concordia, Superior General of 
the Sisters of Saint Mary, and mod- 
estly borne out by the ensuing subject 
matter, the laundry at St. Mary’s Hos- 
pital is truly a dream plant, serving a 
350-bed general hospital, a 250-bed 
pediatric hospital, the Sisters’ Mother- 
house, nurses’ home and employees’ 
residence. 

Hardly a turn of the washwheel is 
missed in Sister Mary’s description of 
the approach to and functions of the 
institutional laundry. For the most 
part, her book is divided into three 
major sections. Under the manage- 
ment approach to maintenance of 
quality and production, we are pro- 
vided with detailed insight into the 
layout of the physical plant and its 
equipment, purpose and care of each 
piece of machinery, work processes 
and administration of the linen serv- 
ice. This chapter is replete with flow 
charts, layout diagrams and record- 
keeping forms that have made St. 
Mary’s laundry and linen service a 
model among institutions. 

Another section is concerned largely 
with employee relations — selection, 
training and supervision; handling and 
processing of the daily linen supply; 
inventory and unit control and addi- 
tional production and _ classification 
record-keeping. 

Science plays the major part in the 
third chapter, which covers such im- 
portant points as fabric and fiber 
classification, wash formulas, hardness 
of water, laundry supplies and their 
special uses, stain removal, bacterio- 
static control, etc. This section con- 
tains numerous tables and formulas 
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that are invaluable to the institutional 
laundry manager. 

The author has furthermore com- 
piled an appendix to her work that 
should serve as a continuing reference 
to everyday problems, It includes a 
comprehensive bibliography on books, 
articles and pamphlets and other 
source material published on institu- 
tional laundering and linen supply. A 
special glossary of technical terms lists 
words and phrases that possess par- 
ticular meaning in the nomenclature 
of laundry and linen service and will 
be useful to both veterans and new- 
comers to this field. 

The last portion of the appendix is 
essentially a check list of things to 
remember in day-to-day operation of a 
laundry that is designed to produce 
better maintenance and greater econ- 
omy in the use of equipment and sup- 
plies. 

Sister Mary’s obvious talent for or- 
ganization and understanding of the 
direction of the institutional laundry is 
evident in her book. It is indeed a 
tribute to her long service and an in- 
spiration to her colleagues in the field. 


Hore: Textite Purcuasinc Guiwe. By 
L. A. Bradley. American Hotel Associa- 
tion, 221 W. 57th St., New York 19, 
N. Y. 111 pages. $7.50. 


America’s hotels are said to spend 
over one hundred million dollars a 
year to replace lost, worn-out or dam- 
aged sheets, tablecloths, towels and 
other textiles. What the replacement 
bill runs to for other types of institu- 


tions where linens are important can 
only be guessed. 

The “Hotel Textile Purchasing 
Guide” was prepared by L. A. Brad- 
ley, laundry and textile consultant for 
the American Hotel Association and 
manager of the State University of 
Iowa laundry. This manual is designed 
to show what can be done to procure 
better initial quality in terms of the 
performance of various textiles; what 
can be done to cut replacement costs, 
and what can be done to protect the 
total linen investment. 

Under the sponsorship of the Amer- 
ican Hotel Association, a project was 
established in 1953 by the American 
Standards Association to develop mini- 
mum performance requirements for 
institutional textiles. This manual ex- 
plains the system used to develop the 
standards, which became official in 
December 1955, and tells how they 
can be used in purchasing linens for 
institutional use, Other sections of the 
manual describe ways and means of 
controlling, conserving and launder- 
ing for maximum useful life. 

The hotel manager, purchasing 
agent, housekeeper and laundry man- 
ager will find a wealth of practical 
information pertaining to day-to-day 
activities concerned with linens and 
the laundry. Check lists and other de- 
vices designed to serve as aids in 
bridging the gap between good in- 
tentions and positive action have been 
included. 

“Hotel Textile Purchasing Guide” 
should help institutions obtain the ut- 
most value from every dollar spent for 
textiles, whether or not they maintain 
their own laundry departments. Com- 
mercial Jaunderers who have institu- 
tional accounts should likewise bring 
this manual to the attention of their 
customers, for the more knowledge 
purchasing agents have about textiles 
the less difficulty the commercial 
laundries will have in handling them. 





























“Hi, Gert! Where's old skin head?" 
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Diamond Orthosilicate 
Keeps new business 
rolling in 











Let’s face it. The best way to sell your heavy-soil service is to return 
those bundles of towels, overalls or mops—cleaner than your customers 


ever expected to see them again! CHEMKAL 

DIAMOND ORTHOSILICATE, made by our exclusive process, helps you =" 
do exactly that. We recommend it for heavy soil in high bicarbonate il Apeti 6-12 
areas. ORTHOSILICATE dissolves in seconds after it hits the water. Slower 
dissolving orthosilicates waste part of each scoopful down the drain. 

Moneysaving fact: smaller amounts of ORTHOSILICATE and soap pro- Diamond Laundry Detergents - Sours + Blues 
duce the effective pH and abundant suds you need for pick-and-shovel om 
jobs. Morale-building fact: ORTHOSILICATE is dustless, easy-to-handle. DIAMOND Dia mond 
Ask your DIAMOND distributor today for a free test. No obligation. 
DIAMOND ALKALI CoMPANY, 300 Union Commerce Bldg., Cleveland 14, O. “—— Chemicals 
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To all users of Laundry, Dry Cleaning 
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An Announcement 


W. H. NICHOLSON & COMPANY, in business for more than seventy-five years, 


is a leading manufacturer of steam specialty equipment and metal partitions, 


with plants located in Wilkes-Barre, Pa., and sales offices in 98 principal cities. 


For the past two years, NICHOLSON has been sole maker of HOFFMAN 


equipment for the Laundry, Dry Cleaning and Pressing trades. The company 


has gained thorough knowledge of the trade’s requirements and the “know- 


how” to produce the equipment which has established leadership for HOFFMAN. 


W. H. NICHOLSON & ComPANY will supply HOFFMAN equipment directly 


to Laundry, Dry Cleaning and Institutional users under the HOFFMAN name. 


The present field distributing organization for HOFFMAN Laundry, Dry Cleaning 


and Pressing equipment will be utilized by NICHOLSON to serve present and 


future customers. 


How You Will Benefit by Nicholson Policies 


PRODUCT-WISE 


. . . NICHOLSON will maintain the highest quality 
standards in materials and fabrication. 


. . NICHOLSON engineering will provide constant 
product improvement. 


. . . NICHOLSON research and development have been 
initiated to anticipate future requirements of the market. 


SERVICE-WISE 


. . NICHOLSON will inaugurate greatly improved 
service standards to insure prompt attention to the 
needs of customers. 


- . . NICHOLSON is instituting a nation-wide organ- 
ization of Service Representatives for the training of 
local service personnel, to assure continuity of customer 
operation. 


To the fine reputation of HOFFMAN Equipment, NICHOLSON adds a seventy-five year 
record of outstanding production and customer service. We look forward to association 
with present HOFFMAN customers and seek the interest of all who use Laundry, Dry 


Cleaning and Pressing equipment. 


NOTE: W.H. NicHoLson & Company has acquired 
only the Laundry, Dry Cleaning and Press- 
ing equipment activity from U.S. HOFFMAN 
MACHINERY CORPORATION. Other HOFFMAN 
activities are not affected by this acquisition. 
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1 and Pressing Equipment 


Ol Utmost Importance 


- 














ICHOLSON 


OF WILKES-BARRE, PA. 





April 15, 1957 53 





Every session found the meeting hall jam-packed 


Golden Future Forecast 


At Golden Anniversary 


THERE’S NOTHING STATIC about 
the drycleaning industry. This was the 
observation of Frank Prather, presi- 
dent of the National Institute of Dry- 
cleaning. The ability to expect the un- 
expected and adapt to change is the 
key to the success of all cleaners, 
according to his keynote speech at the 
recent NID fiftieth anniversary con- 
vention, It was held at Atlantic City, 
New Jersey, March 7 through 10, and 
drew unprecedented crowds. 

The record-smashing attendance 
proved without a shadow of a doubt 
that exhibit conventions are a must. 
After a two-year drought, the deluge 
of machinery on display brought out 
more than 16,000 people to see the 
show. 

As stated by Mr. Prather, no one 
has been satisfied with the old ar- 
rangement of exhibit shows on alter- 
nate years. Nor should NID and 
American Institute of Laundering 
hold a joint exhibit annually. He 
raised the point recognized by all in- 
dustry leaders that laundering and 
drycleaning are two distinct industries. 

Another solution was proposed. 
Speaking for the NID, Mr. Prather 
suggested that in 1959 AIL have its 
convention in the same city as NID, 
on dates immediately preceding the 
NID convention and exhibit. AIL 





FLASH—The above proposal has 
been approved and will be tried 
out at Atlantic City in 1959. The 
AIL convention will precede the 
NID exhibit-convention that year 
and the exhibit will be handled al- 
ternately in following years. 

No changes are planned for 1958. 
AIL will hold its exhibit-convention 
in Chicago while the NID is con- 
sidering a Florida site for its con- 
vention. 











members attending their meetings 
could stay over to see the NID ma- 
chinery exhibit. The following year 
the schedule could be reversed. 

Meanwhile, the allied trade firms 
would only have to prepare for one 
show a year. 

One of the highlights of the show 
was a report to the industry by the 
Institute for Motivational Research. 
This organization had been commis- 
sioned by the NID to make an exhaus- 
tive study as to what motivates people 
to buy—or not buy—drycleaning. Dr. 
Ernest Dichter, president of the com- 
pany, was unable to attend because 
of bad flying weather in England. In 
his stead Irving Gilman, vice-presi- 
dent of the same organization, pre- 
sented the results. He explained that 
such surveys must be done in depth. 
That is, that people will attempt to 
give a logical answer when asked a 
direct question. Actually, they are 
probably motivated by something 
completely different from the stated 
answer, so the questions have to be 
carefully posed. 

Second-day sessions were conduct- 
ed by Walter R. Duncan, past presi- 
dent of the NID. He introduced Harry 
C. Battaile, superintendent of sales 


training and information for Eastern 
Air Lines. Mr. Battaile revealed the 
techniques used by his firm in train- 
ing its sales force of 2,000. This is 
done by the same person who hires 
the trainee, and who is also responsi- 
ble for the results that individual 
achieves. 

Because of streamlined methods 
most trainees can handle 75 percent 
of all transactions within a week, he 
stated. The four basic areas covered 
are: 

The company, its background 
and policies 

Reasons for policies and proce- 
dures 

How these are put into operation 

Company’s general plans for fu- 
ture 

Courtesy was also stressed, with in- 
dividual suggestions made to the 
trainees, These include more attention 
to smiling, remembering names and 
similar traits of courteous manners. 

After Mr. Battaile’s talk, three out- 
standing representatives of the indus- 
try gave their experiences on sales 
training. One talked about recruiting 
salespeople, another discussed route 
training while the third covered coun- 
ter selling. In that order they were 


Special meetings 
and functions were 
held. Shown left 
are new officers of 
allied trades ‘'Old 
Timers’ Club." Left 
to right: Jim Crow- 
ley, secretary-treas- 
urer; Bill Ellis, re- 
tiring president; 
Harlow Gaines, 
new president, and 
Al Gans, vice-pres- 
ident 
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in a Chevy panel, 
even the 
air is better ! 


--- More evidence that Chevrolet Task-Force Trucks are 
engineered better and built better for bigger savings! 





These features give you extra comfort and 
safety behind the wheel, extra savings on truck 
maintenance. And they’re proof that the most 
modern trucks for your money are Chevrolets! 


The drawing ‘“‘doodled’”’ above shows how Chevy’s 
High-Level ventilation provides a comfortable in- 
terior . . . and the numbers in the big picture point 
out other advantages equally as good to have 
around you when you haul! They include: 

1 A driver compartment roof that’s specially built for 
safer, more comfortable hauling. Sturdy all-steel 
turret-top construction adds to safety; inner rein- 
forcement provides a “dead air chamber’ that 
insulates the overhead against heat. 

2 A gleaming, durable baked enamel outside finish. 
Here’s the reason your Chevy’s exterior will resist 
wear better, look like new longer! 

3S A soft-riding seat that beats the bumps! Deep- 
comfort coil springs and a padded, form-fitting 
seat back let you take it easy on tough jobs! 


4 A body that’s rustproofed to last! Doors and 
similar surfaces are rustproofed on the inside as 
well as on the outside by immersion. 


5 Concealed Safety Steps for convenience. Inside 
each door, they give you firmer footing, make 
entering or leaving the truck easier and safer. 


6 An undercoated floor, cowl side panels and fender 
flanges. Most exposed surfaces on the underside of 
the body are protected by an anti-rust coating. 
7 A non-glare instrument panel to make driving 
safer! The textured finish on upper portion of 
Chevy’s instrument panel reduces blinding sun re- 
flections, minimizes eyestrain. 

8 A reliable 2-speed electric windshield wiper* on 
each side. Powered by electricity, their action 
remains constant under all conditions. 

Such advantages as these (we’ve shown only a 
few) combine to make everything better in a 1957 
Chevrolet truck! You’ll see for yourself when you 
visit your Chevrolet dealer’s. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*Optional ai extra cost. 


... biggest sellers because they're the biggest savers! 


CHEVROLET TASK-FORCE 57 TRUCK 
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Official attendance was 16,186 registrations. Enthusiasm and buying interest were never 


higher than at this record-breaking show 


James Robertson of Watkins Cleans- 
ers, Portland, Me.; Robert E. Samble 
from Belmont Laundry, Springfield, 
Mass., and Helen Jones Rea of Swan 
Cleaners, Columbus, Ohio. 

Another insight into psychological 
selling was given the jampacked audi- 
ence by Millard Bennett of “The Voice 
of Selling.” More and more, psychol- 
ogy is being recognized as a working 
tool for merchandising and manage- 
ment. 

Frederick E. “Ted” Bowers presid- 
ed over the next day’s sessions, A 
three-man panel of drycleaners dis- 
cussed their experiences in the shirt 
laundering business. The remarks were 
moderated by William White of the 
NID. The panel included Roger O’- 
Connor of O’Connor’s Cleaners at 
River Forest, Ill.; Arthur Antonopo- 
lous, Highland Cleaners of Lowell, 
Mass., and Donald E. Strater of To- 
ledo, Ohio. 

All have engaged in shirt launder- 
ing, for periods ranging from a few 
months to 10 years. In answer to the 
question “Should a drycleaner do 
shirts?” the consensus was that a 
cleaner should, with certain reserva- 
tions. 

Such a venture raises many prob- 
lems. Among these are floor space, 
boiler capacity and training. Each 
man pointed out the many trials and 
errors during the early days of his 
plant’s shirt operations. They all 
agreed that they were glad they had 
gone ahead with operation shirt, in 
spite of the many problems, They all 
agreed a cleaner should study his in- 
dividual market to determine its po- 
tential before starting a shirt laundry. 
Mr. White pointed out that a recent 
sample survey by the industry indi- 
cated that a drycleaner could expect 
about one shirt for each dollar of dry- 
cleaning being done by that plant, 

A surprise feature followed the shirt 
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discussion. The Utah Drycleaners’ 
Association has recently sponsored a 
scholarship contest among high school 
seniors in that state on “Why a Dry- 
cleaner Is My Clothes’ Best Friend.” 
The winner, lovely 18-year-old An- 
tonette Pardini, and her mother were 
invited to the convention from their 
home in Ogden, Utah. She presented 
her essay, to the delight of the audi- 
ence. 

Robert A. Whitney, president of 
National Sales Executives, wound up 
the session with a stimulating talk on 
the opportunities that lie ahead for 
the industry. He pointed out the con- 
tinuing population growth and un- 
precedented prosperity for the coun- 
try within the next few years. He 
stated that those who will realize the 
greatest gains are those who think 
about the customer and do an aggres- 
sive merchandising job. Those who 
think only of production will not suc- 
ceed, He also pointed out the value 
of the psychological approach, the use 
of color in packaging. We must think 
in terms of the consumer, not our- 
selves. 


The final day was devoted to talks 
by staff members of the NID. They 
picked up the theme of President 
Prather, that the industry is on the 
threshold of greatness, The staff mem- 
bers comprised a panel discussing 
“Where Do We Go From Here?” 

Albert E. Johnson talked about the 
growing awareness of the garment in- 
dustry to the drycleaner and his prob- 
lems. There is greater cooperation be- 
tween the two fields than ever before. 

Robert T. Graham told of new tex- 
tile finishes. Then Dr. Joseph Wiebush 
talked of the new perspectives in dry- 
cleaning research. The final three talks 
were by Charles R. Riggott, John Ire- 
land and William Browne. They dis- 
cussed quality, the future drycleaning 
room, and selling, in that order. 

Afternoons were given over to visit- 
ing the exhibits at Convention Hall. 
All manufacturers reported that sales 
were excellent, that cleaners were in 
a buying mood. New styling and col- 
ors of equipment perhaps had much 
to do with the interest and enthusiasm 
of the crowds. Nearly 60,000 square 
feet of space were devoted to the dis- 
plays. 

There was an extremely large turn- 
out of foreign visitors, too. Among the 
countries represented were Australia, 
New Zealand, Canada, France, Spain, 
Germany, Peru, Switzerland, Scotland 
and India. 

At a meeting of the Institute mem- 
bership March 10, President Frank A. 
Prather of Prather Drycleaning, Fort 
Myers, Fla., and F. E, Bowers of 
Parisian Cleaners, Lynn, Mass., were 
reelected as president and vice-presi- 
dent respectively to serve for a second 
year. 

The new directors are: L, E, Ban- 
croft, Morenci, Mich., District 4; W. 
A. Boone, Elizabethtown, Ky., District 
7; Pat L. Plylar, Birmingham, Ala., 
District 9, and Bernard Spivey, Albu- 
querque, N. M., District 10.—Art 
Schuelke 


MLY.L.E. Learns of 
Fabrie Findings 


DISCUSSING FABRIC FACTS, the 
Metropolitan Young Laundry Execu- 
tives held their monthly dinner meet- 
ing March 4 at Cavanagh’s Restaurant 
in New York City. Guest speaker was 
George H. Johnson, vice president of 
the American Institute of Laundering. 
Thirty members attended. 


Mr. Johnson spoke of the changing 
fabric market, presented fabric pro- 
duction figures, discussed classification 
of fibers and composition of new fibers 
on the market. He also gave the group 
latest reports on minimum wage law 
activities in Congress. He told MYLE 
members that quite a few senators 
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5-7406) for complete 
. floor plans and testi- 
letters. 
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CABINET 
SLEEVE PRESS 


Model CS 


1... The first operation superbly finishes 
both sleeves in just one lay — automa- 
tically — in 7 to 8 seconds. * The ex- 
clusive ‘‘Magic-eye’’ seam indicator per- 
mits instant adjustment for any length 
sleeve © Faultless finishing from cuff 
seam to shoulder seam ¢* High velocity 
heads and fully heated bucks for fast 
drying. 


COLLAR AND 


CUFF PRESS 
Model CCW 


2... One single lay finishes both cuffs 
and collars completely with superb 
quality. Equipped with exclusive AJAX 
HIGH VELOCITY HEADS for fast drying. 
Designed for years of continuous per- 
formance. Every shirt gets an extra-fine, 
lustrous finish that your customers ap- 
preciate aiid recommend to others. 


CABINET BOSOM 
BODY-YOKE PRESS 
Model CBBY 


3... One lay completely finishes the 
front, back and yoke, automatically in 15 
seconds, with perfect quality ® Easy to 
Load © Easy to Train New Operators * 
All Steel Construction for Dependable 
Service * Exclusive AJAX High Velocity 
Heads for Fast Drying. 





Guest speaker George H. Johnson, vice-president of All, answers questions at meeting of 


Metropolitan Young Laundry Executives 


and representatives were in favor of 
enacting higher wage scales, Follow- 
ing his talk a question-and-answer 
period was held in which chlorine- 
retentive finishes, automation and re- 
search possibilities were among the 
subjects discussed. 

Richard Whalen of the New Jersey 


Laundry and Dry Cleaning Institute 
reported on the final Wallach “No 
Starch Please” advertisement. This ad 
presented its findings on shirt starch- 
ing procedures based on plant visita- 
tions in the New York area, William 
George presided at the meeting.— 
Richard Vinocur 


Gophers Go for 


Sales Ideas 


DAY-LONG CLASSES and demon- 
strations sparked plantowners and 
their employees with sales ideas dur- 
ing the annual convention of the Min- 
nesota Institute of Laundering and 
Cleaning in Minneapolis on January 
19-20. 

Lectures by the following members 
of the allied trades were presented 
to alternating groups during the four 
workshop sessions held at the Hotel 
Nicollet on Sunday: Paul Jacobsen, 
Wallerstein Company, showed slides 
on “A New Idea in Digesters—Spot- 
ting in the Wheel”; Charles R. Rig- 
gott, industrial engineer, National In- 
stitute of Drycleaning, discussed 
“Plant Layout and Workflow”; James 


Butler, Vic Cleaning Machine Co., 
explained “Why Plants Should Have 
Temperature Control,” and Larry Por- 
terfield, P & H Industries, told how 
“Finishing Can Be Made Easier.” 
Demonstrations with a silk unit, a one- 
girl shirt unit and a garment conveyor 
were included. 

At luncheon on Saturday, attended 
by over 400, G. Louis “Mike” Dodge, 
president of the AIL, said that more 
merchandising and promotion are 
needed to convince the housewife of 
the need for professional laundry 
service in his speech, “This Is the Way 
to Whitewash Blue Monday.” C. B. 
Drake and W. R. Conway, St. Paul 
Fire & Marine Insurance Company, 


Two-day session attracts more than 400 to Minnesota Institute of Laundering and Cleaning 


convention in Minneapolis 
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explained advantages of a multiple- 
coverage policy for the laundry and 
drycleaning industries. Current devel- 
opments in minimum wage laws were 
covered by Richard S, Felhaber, at- 
torney. 

Last speaker of the afternoon was 
Noel Grady, Bishop David Freeman 
Company, who urged plantowners to 
develop a simple, elementary ap- 
proach for more sales. The basic meth- 
ods to break down a sales barrier be- 
tween the counter girls and a customer 
are: (1) a smile, (2) using the cus- 
tomer’s name, (3) appearance, (4) 
suggested selling, (5) use of canned 
presentations, (6) incentives to pro- 
duce more sales. 


Leaders of Minnesota Institute include James 
Brown, president, at left, and Leonard Sha- 
piro, vice-president 


James Brown, Mankato, is president 
of the Minnesota Institute; Leonard 
Shapiro, Minneapolis, vice-president; 
James Pruett, secretary-treasurer, and 
George Samuels continues as execu- 
tive manager. 

Three new directors were elected: 
Rodger Foussard, St. Paul; George 
Berman, Duluth, and Harold J. 
Speier, Albert Lea. Other members 
of the board include: John G. Ross- 
man, Minneapolis; Vernon Longstreet, 
Pipestone; Norbert Meyer, St. Cloud; 
James Pruett, Jr., Rochester; Lester 
Hege, Brainerd.—Harry Yeates 


Canadians 


Convene 


MORE THAN 260 DELEGATES 
from all parts of Canada attended the 
twenty-fourth annual convention of 
the Canadian Research Institute of 
Launderers and Cleaners, held at the 
Chauteau Laurier Hotel, Ottawa, on 
January 21 and 22, 

Those attending enjoyed a full pro- 
gram of activities which included 
panel discussions, motion pictures and 
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R FOR PERFECT LAUNDERING 


Deeply Imbedded Soil — Oily Smoke Film 
— Soot Deposits — Atmospheric Dust — Per- 
spiration Grease — all are removed easily, 
quickly and effectively from hard to handle 
“specialty” items. 


CURTAINS AND DRAPES 
BLANKETS PILLOW TICKING 
SPREADS SLIP COVERS 

SCATTER RUGS 


8 ounces of LESTOIL to each pony washer, or 
5 oz. per 100 pounds dry weight in larger 
wheels, complements your present formula and 
produces immaculate laundering — the kind 
of laundering that assures you of attaining 
perfect results for every classification, from 
the most routine to the most exacting. LESTOIL 
is ideal for the washable winter clothing your 
customers will want laundered for summer 
storage. 


LESTOIL DOES THE WORK 


LESTOIL’S action is so thorough — so fast that 
the most fragile materials can be laundered 
with GENTLE mechanical or manual action. 
Fabrics requiring lukewarm or cool water are 
washed effectively with LESTOIL. Other ad- 
vantages enjoyed by the use of LESTOIL are 
shorter washing and rinsing cycles — the use 
of less alkali and bleach — elimination of lime 
soap formation, and — what every launderer 
is always seeking — sparkling, soil free, sweet 
smelling finished work. All materials look and 
feel like new. Less tensile strength loss and 
longer life is assured for all articles, including 
nets, in all classifications. 


YOU TAKE THE CREDIT 


LESTOIL’S excellent penetrating, wetting and 
solvent characteristics assure you of quality 
work — the kind of work that makes launder- 
ing a pleasure and assures satisfied customers. 
LESTOILL is “terrific” for use as a spotting agent 
or in a soaking solution — stubborn spots dis- 
solve completely. And — LESTOIL is harmless 
to natural and synthetic materials even when 
used full strength. You will be amazed at the 
results that LESTOIL brings to your laundering, 
and your customers will be delighted with that 
“professional” look. Yes, LESTOIL will help 
you build up your “specialty” business — and, 
it’s so easy when you use LESTOIL! 


» Snformation: 


call your nearest supplier or 
write for a generous free sample to: 


it's easy to be 
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ADELL CHEMICAL COMPANY 
HOLYOKE, MASSACHUSETTS 


Serving the Laundry Industry for twenty-three years. 
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CRI officials include, left to right: seated: Miss M. D. Daechsel; Guy Goudreau; John Henning; 
W. S. Richardson; G. A. Proulx, past president; Colin Bayley. Standing: E. R. Jarmain, past 
president; Ken Holt; Eldon Hickey; Gordon Gage; M. B. Vail; Gordon Henning, past president 


tours of the National Research Coun- 
cil Textile Laboratory, CRI’s head- 
quarters and laboratory, Fraser Hil- 
lary’s West End plant, Sparkle 
Cleaners, Hunters Cleaners and the 
Spic and Span Package Unit. Special 
entertainment was provided for the 
ladies during business sessions. 
Figures from the Bureau of Statis- 
tics showed that sales volume for laun- 
dry and drycleaning had increased by 
7,000,000 from 1954 to 1955, to a 
total of $25,000,000, ranking them as 
the fourth largest service industry in 
the country, Nevertheless, at the open- 
ing dinner guest speaker G. Louis 
(“Mike”) Dodge, president of the 
American Institute of Laundering, 
contended that by getting in step 
with modern trends and using good 
promotional effort, business could be 


increased by at least 5 percent. He 
urged more active steps toward taking 
washday drudgery away from house- 
wives and putting it in the laundries. 

Alex Starko of Page the Cleaner, 
Edmonton, spoke on “Be Wise — 
Mechanize” at the banquet following 
the reception given by the Canadian 
Cleaners and Launderers Allied 
Trades Association. Illustrating his 
talk with a model layout of a new 
plant, he showed how the proper 
placement and use of conveyors and 
other mechanical devices could save 
labor, reduce costs and greatly in- 
crease efficient operation. 

Following Mr, Starko’s talk, Miss 
Audrey Tweedie of the National Re- 
search Council Textile Laboratory 
monitored a panel discussion. Other 
panelists included Miss Ruth John- 


sen, in charge of CRI’s Textile Labo- 
ratory; G. S. Piers, manager of the 
Better Business Bureau of Ottawa and 
Hull; Harry Shea of the Toronto 
General Hospital, and C. M. McGoun 
of McGoun Chemicals Limited, imme- 
diate past president of the Canadian 
CLATA. 

At the general meeting, President 
W. S. Richardson called on the second 
vice-president, G. K. Gage, to pre- 
sent a review of CRI’s present finan- 
cial position. After an adjournment, 
an open discussion was held and two 
resolutions accepted. 

The names of the following newly 
elected directors were announced at 
the meeting: M. Dlin and L. Smith, 
Alberta; M. S. Aarons and E. A. Kidd, 
Saskatchewan; G. K. Gage and H. 
Hershberg, Manitoba; W. J. Hen- 
ning and R. J. Rivard, Ontario; G. A. 
Proulx and W. S. Richardson, Quebec; 
G. Goudreau and K. Holt, New Bruns- 
wick; W. J. Young and M. B. Vail, 
Nova Scotia; J. E. Hickey, Prince Ed- 
ward Island, and R. W. Norman, 
Newfoundland. G. McConnell was 
elected in British Columbia, where 
there is a vacancy due to the resigna- 
tion of A. B. Christopher. 

New officers are: W. J. Henning, 
president; W. S. Richardson, imme- 
diate past president; G, K. Gage, first 
vice-president; M. B. Vail, second 
vice-president. C. H. Bayley remains 
as technical director and Miss M. D. 
Daechsel as secretary-treasurer. [JC] 


Service Stressed at Charleston 


“INCREASED SERVICE at lower 
cost” was the theme of the thirty- 
fourth annual convention of the South 
Carolina Launderers and Cleaners As- 
sociation. Held in Charleston Febru- 
ary 22-24, the meeting attracted about 
300 drycleaners and launderers from 
throughout the state. 

The convention chose J. Francis 
Brenner, Charleston, to serve as presi- 
dent for the coming year, succeeding 
Leon A. Cooper of Columbia. Other 


officers are John B. Burns of Green- 
ville, vice-president; Lawrence L. 
Jenkins of Charleston, secretary- 
treasurer, and G. R. Kirkland of 
Orangeburg, sergeant-at-arms. 
Directors, named for two-year 
terms, are Allison Walters, Orange- 
burg; William Rogers, Aiken; Joseph 
R. Richardson, Hartsville; James E. 
Kendall, Rock Hill; Charles Snoddy, 
Greenwood; John Swam, Anderson; 
George Tucker, Beaufort; E. O. Page, 


New South Carolina officers, left to right: Lawrence L. Jenkins, J. Francis Brenner, G. R. 


Kirkland and John B. Burns 
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Spartanburg; Sidney Smith, Florence, 
and B. Jack Foster, Greenville. 

Principal speakers included A. L. 
Christensen, manager of the produc- 
tion and engineering department of 
the American Institute of Launder- 
ing, and G. W. Boyd of Emery In- 
dustries, Inc. 

Robert H. Lovvorn of Columbia, 
president of Calhoun Life Insurance 
Co., described benefits of group insur- 
ance to the delegates. 

Sunday morning the convention 
moved from its headquarters at the 
Fort Sumter Hotel to County Hall, 
where manufacturers of drycleaning 
and laundry equipment demonstrated 
the newest machinery and techniques. 

While delegates were in business 
sessions, their wives were afforded the 
opportunity to tour historic Charleston. 

A noteworthy result of the conven- 
tion was the immediate launching of 
an intensive campaign to acquaint the 
public with the renewed objective of 
the group—to afford better service at 
lower cost. C10 
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200 -: 2500? 


Whether you want to do 200 or 2500 pounds of flatwork a 
day, there is a Chicago Ironer for you that will produce 
quality flatwork with small investment and surprisingly low 


operating cost. 














MODEL 11 IRONERS 


Gas, steam or electric heated. Available 
60”, 85’, 100” or 110” long, front or 
rear return. 





MODEL 16 IRONERS 


Gas, steam or electric heated. Available 
60”, 85”, 100” or 110” long, front or 
rear return. 


++ dope l 


Ponte ata ee 


® a 4 oe — ih, pa ‘i 


-_- TT LT TITLE Se mee REE om eRe te 


MODEL 24 IRONERS 


Gas or steam heated. Available 100’, 
110” or 120” long, front or rear 
return. 


See your Machinery Distributor, 


CHICAGO D Y 


2212 NORTH PULASKI ROAD e CHICAGO 39, ILLINOIS 


FLATWORK IRONERS « WASHERS e EXTRACTORS e« DRYERS 
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ROUTEMEN CAN SELL! 


Management's interest, attitudes 


are keys to better sales force 


By CHARLES B. SHACTER 


General Manager 
Brighton Laundry Co., Inc., Brooklyn, New York 


INTRODUCTION: Although the 
subject assigned to me is on sales, a 
brief preface about the service prod- 
uct itself is definitely in order. All of 
my remarks are predicated on the as- 
sumption that salesmen are not hamp- 
ered by work of poor quality, delayed 
production or excessive claims, 

Good laundering color, acceptable 
ironing and folding and _ attractive 
packaging are vital selling implements 
today. Even above these a troublefree 
shirt is the biggest production must of 
all. 

When a route salesman can open 
the finished package in the customer’s 
presence, without fear or hesitation, 
your subsequent sales demands can 
more easily be met. 


Survival depends on sales 


In the early days of my laundry 
career I received a bit of advice that 
I'll never forget. The old-timer as- 
signed to orient me with the maze and 
confusion they called the “plant,” 
noticed my bewilderment, placed his 


hand on my shoulder and whispered, 
“Don’t worry, kid, plenty of business 
coming in takes care of all the crazy 
things we do in the factory.” 

Much water has passed under the 
bridge since then and most of the 
“crazy factories” have long since 
closed their creaking doors, but the 
old-timer’s conviction that enough 
sales are the pillars that support a 
company holds even truer today. Our 
very survival calls for constant, vigor- 
ous selling of our service product. 

The present-day laundry plant is a 
far cry from the older models. It com- 
bines greater efficiency, time-saving 
equipment, simpler systems and em- 
ployee incentives with a mature fore- 
manship to give a laundry the same 
smart look that shows off most small 
business concerns today. 

Yet with the “new look” imparted 
the production half of our industry, 
the consideration given to sales has 
lagged woefully behind. Most laundry 
sales departments remain in an ar- 
chaic state, are poorly organized and 
directed, and constitute a hazard of 


With good management, presentation of 
incentives and proper instructions, a route- 
man can become a crackerjack salesman 


unlimited proportions to the very ex- 
istence of many laundries. 

Aside from some token supervision 
many laundryowners send their route 
salesmen out in the field with very 
little more than a pat on the back. 


What is a salesman? 


In the plant usually at the crack of 
dawn he loads his truck and rides 
away, very often in the blistering heat 
of summer or the heavy snow of a 
February day. He offers extracurricu- 
lar service to some customers—run- 
ning errands for a newspaper or 
cigarettes—and is cut to ribbons by 
the anger and abuse of others. He is a 
bookkeeper, cashier and polices a 








A native New Yorker, Brigh- 
ton Laundry’s general manager 
Charles B. Shacter majored in 
advertising and received his 
bachelor’s degree from City Col- 
lege of New York. 

He began his laundry career 
with the Unit System Laundry 
of New York and worked his 
way up from advertising man- 
ager to general manager. He 
also spent some time with the 
Seminole Laundry in Fort Lau- 
derdale, Florida, and and the 
Majestic Laundry in New Hav- 
en, Connecticut. During World 
War II he helped the govern- 
ment set up laundry facilities in 


southern Florida, He has been 
with the Brighton Laundry since 
1944. 

One of the founding members 
of the Metropolitan Young 
Laundry Executives, Mr. Shac- 
ter was its 1955-56 president. 
He has been a frequent speaker 
before the New Jersey and 
Pennsylvania state laundry 
groups, and took first place in 
the Pennsylvania Laundryown- 
ers Association contest, “What is 
the best method for promoting 
selling by route salesmen.” 

This talk was presented at the 
Young Men’s Conference in At- 
lantic City, New Jersey. 
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~Quick-Service Laundries 
Can Now Give Customers 


New Colgate ‘Low Foam” gives just the right 
amount of suds for clean, clean washes—not enough 
suds to interfere with mechanical action. You get 
top-grade washing at low suds level, perfect rinsing 
and a color of finished work that is excellent and 
improves with successive washings. 


was 70 interfere 
For customer satisfaction—for economy ° on! 
—order Colgate “Low Foam” Detergent—today! with Mechanical Action 





rms _ 
DENSED and SPRAYED For drums and 100-Ib. cloth bags 
In cON ailable in 25, 50 and 100-1 le west of Rocky Mts.). 
Condensed form A paper bags (not available w 
al m in - . . 
— Both give you all these advantages ne 
os” r 
neu coe hae Suds or Over- E 
k in Hard or <caeeiaet ing Corrosion, Overflowing Su k 
* Work in heated Motor due to Suds Loc 


: ial Laundry Brightener 

Less ntain Special T 

ee Se oer your customers the WHITES 
Soil Scum 


WASHES UNDER THE SUN! 


* Safe for All Washable Fabrics 


* Economi 


* Leave No Hard Water or 
on Clothes or Machine 











FREE! Latest Edition Handy Soap 
and Synthetic Detergent Buying Guide. Tells you 
the right product for every purpose. Get a copy 
from your Colgate-Palmolive representative, or 
write to our Industrial Department. 


e 
Colgate-Palmolive Company 
300 Park Avenue, New York 22, N. Y. 
Atlanta 5, Ga. + Chicago 11, Ill. - Kansas City 5, Kans. - Berkeley 10, Calif. 
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Each routeman is required to supply 15 new leads each week. Brighton then sends two gift 
coupons to each of these prospective customers. One coupon acquaints customer with laundry 


service, the other with shirt service 


customer-control system. With all 
these chores and the constant physical 
strain of driving, picking up and de- 
livering bundles it takes a unique 
routeman indeed to practice salesman- 
ship and solicit for new accounts. 

The reasons why routemen cannot 
sell are numerous but not complex. . . . 
Basically, they have not been trained 
and conditioned to sell; they work 
with little or no program and are sadly 
deprived of solid, experienced leader- 
ship. 

I am familiar with a number of 
laundries where the hiring of a route- 
man is in the hands of one route 
foreman or manager. The “break-in” 
consists of a short two-week session 
with a route rider and a concentrated 
program of learning services, route 
procedure and clientele. It is then as- 
sumed that the proper coverage has 
been established and all interested 
parties breathe easily while the route 
goes its merry way—downward. 


Training plan outlined 


A route salesman should be en- 
gaged, trained and conditioned to sell 
with the same consideration and care 
that are given to the purchase of an 
expensive piece of equipment in the 
plant. Not one but two or even three 
executives should concur in the pre- 
liminary hiring. A man’s background 
should be delved into, with scrupulous 
attention being paid to type of experi- 
ence, number of jobs he’s held, size 
of his family, where and how he lives, 
financial responsibility, personal hab- 
its, etc. He should be encouraged to 
give his opinions on various subjects 
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that have the remotest connection 
with the job of route selling. 

A medical check-up should be re- 
quired to weed out the physically 
deficient and every potential route- 
man should submit to a rigorous driv- 
ing test. 

No sales employee should be hired 
unless he has signed a contract that 
he fully comprehends and agrees to 
fulfill. It should include provisions 
that require routemen to “solicit new 
accounts,” spend a minimum of eight 
hours a day in the field and “agree to 
follow orders and directions” of man- 
ager and supervisors, Only when it is 
determined that the applicant is a 
class A risk should the actual hiring 
take place. 


Whether a salesman has any previ- 
ous experience or not, training should 
start in the plant itself. At least one 
week should be devoted to this phase 
of instruction. No one less than the 
manager of production himself should 
conduct the first tour through opera- 
tions. 

Following a bundle through depart- 
ments can be an intriguing experience 
to a novice if properly presented. 
From the boiler room to the office a 
man should be impressed with the de- 
tail and care taken to produce a bun- 
dle of laundry. Features of production 
that represent quality factors should 
be pointed out and the man encour- 
aged to question and discuss them. 

Much time should be spent in the 
stencil or customer-control depart- 
ment. Here is a basic and important 
phase of sales routine that should be 
indelibly imprinted in every route- 
man’s mind. 

Even the method of pricing and 
charging should not be left to the 
imagination but observed right in the 
computation area. 

The routeman should be introduced 
to all key personnel and made to feel 
comfortable and relaxed. 


Top-level supervision 

Every trainee should be accom- 
panied on a route for a minimum of 
four weeks by the sales manager or 
his assistant—never by another sales- 
man or route rider, At first he leans 
back, observes routine, learns services 
and digests detail. As the days pro- 
gress he takes over lesser duties and 
fixes the pattern of route operation 
firmly in his mind. Efficiency of load- 
ing, operation of his vehicle, proper 
method of pickup and delivery, keep- 
ing of accounts, recording of trans- 
actions for customer control, etc., all 











do, wake him up?” 





“You shook his hand pretty hard. What were you trying to 
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Put your name on this map 


to save time, money 


use TROY FLEXIMATIC air jet folders 


It’s no accident why users of Troy Fleximatic Air 
Jet Folders across the country are speeding up flat- 
work finishing and cutting labor costs, Consider 
these exclusive Fleximatic features: 


@ positive air folding, only Troy has it 


from 1 to 5 independently operating lanes, only 
Troy has it 

lint-proof electric timers assure automatic opera- 
tion, only Troy has it 


single or quarter fold performance, only Troy 
has it 


Troy 


LAUNDRY MACHINERY 


Division of 
American Machine and Metals, Inc, 
EAST MOLINE, ILLINOIS 
"Worlds oldest builders of power laundry equipment” 
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® timing and measurement of as many as four 
pieces in each lane simultaneously, only Troy 
has it 


© two points for lubrication, only Troy has it 


These time and money saving features point to this: 
Before you invest another dollar in folding equip- 
ment, investigate Troy Fleximatic Folders, Visit 
with the man who operates one. There’s an installa- 
tion in your area. And send for free, illustrated 
bulletin for complete information. Check and mail 
coupon today. 


TROY LAUNDRY MACHINERY, Dept. StJ-457 
Division of American Machine and Metals, Inc, 
East Moline, Illinois 


Yes, please send Catalog YF-31-55 with full information on 
the Fleximatic Air Jet Folder. 
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ADDRESS 
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NAME AND TITLE 





are demonstrated, rehearsed and po- 
liced 

A minimum of one hour a day is set 
aside for solicitation of new accounts. 
Here again the salesman experiences 
in actual practice one of the most im- 
portant features of his job. He learns 
that canvassing, a duty that he has 
contracted to perform daily, can be a 
source of great satisfaction. Meeting 
new people, developing sales tech- 
nique and achieving results are the 
highlights of all route operation. 

At the end of the four-week period 
another meeting should be arranged 
with all parties present who conferred 
at the original interview. The route- 
man should be questioned about his 
progress, tested on detail, pointedly 
asked if he feels his training is ade- 
quate and what he thinks he can do 
with the route. As a result of this 
meeting determination should be 
made whether additional training 
time is required or the man is ready 
to go out alone. 

When a routeman finally drives out 
on his own he should have a full un- 
derstanding of his responsibility, He 
should be armed with all previous 
sales figures of his route. He knows 
that he is not a free agent and will be 
checked daily by his supervisor. 
Above all, he has a definite program 
to follow that is hard company policy. 


Establish standard policies 


It is a poor plant operation indeed 
that condones excessive unearned pay 
on the part of its production person- 
nel. We constantly strive to modify 
systems everywhere in the factory in 
order to get operators to work to 
greater capacity. On this, logically, 
hinges a low productive percentage. 
Yet the average route salesman every- 
where is pretty far from his capacity. 

In my judgment very few sales 
executives know how many calls their 
routemen make daily or, to go one 
step further, how many calls a route- 
man is capable of making. 

Some laundries have route sales- 
men who establish their own delivery 
policy. Thus, it is not unique to have 
ene man rendering four-day service 
and an adjoining routeman delivering 
on a seven-day basis. 

Other companies encourage a roster 
of “will call” customers, who do not 
wish regular schedule service, to tele- 
phone when they need a routeman— 
and many men simply wait for these 
calls. 

I have spoken to laundry routemen 
who have been employed for 20 years 
or more and have yet to solicit their 
first new account. 

Route salesmen in some plants pay 
their own salaries from collections. 
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for good routemanship ? 





Sales Operations Review 


Are you training your men to understand your product 
thoroughly and practice the kind of sales habits that make 


Does your every day program give men a full day’s work 
every day so that it can be checked and criticized? 


Do you have a required solicitation program that is pur- 
sued daily and offers sufficient live leads to keep a flow of 
new accounts coming in regularly? 


Do you hold sales meetings often enough and are they 
interesting and instructive? 


Does your present management staff offer the leadership 
necessary to run a strong, aggressive sales department? 


Only when you can answer “yes” to all these questions 
are you properly organized to help route salesmen sell. 








I could go on and relate many more 
instances of almost unbelievable route 
procedure in companies where time 
studies are taken daily in the plant, 
charts and graphs measure pounds of 
steam pressure, power and water con- 
sumption and “pounds per operator 
per hour” are part of normal plant 
conversation. 

What weird processes of manage- 
ment’s mind induce this blindness 
when eyes are turned to sales? The 
same studied approach can be made 
to this department as is shown to pro- 
duction. Graphs and charts can meas- 
ure routeman performance, too. 

The entire sales force should offer 
the same delivery service on all routes. 
A turn-in of collections should in no 
way be tied in with salaries. As a mat- 
ter of fact, route salesmen should bal- 
ance out accounts weekly within spe- 
cific limitations set by the firm. A cash 
security should be on deposit with 
the company to show good faith and 
reliability. 

No route salesman should ever 
leave the plant in the morning unless 
he has enough calls to make up a full 
day’s work. The lack of pickups and 
deliveries should be supplemented by 
visits to off-schedule customers and 
actual solicitation calls. 

A novel plan to put the pressure 
on the smaller route has been to clear 
one day of all scheduled calls. Thus, 
a Wednesday or Thursday can be kept 
open completely for soliciting by 
transferring pickups to another day. 
The responsibility thereby placed on 
the routeman to produce new business 
has been surprisingly effective. With- 
out the pressure of delivery routine 
and with the knowledge that manage- 


ment will observe and analyze his 
day’s activity, the incentive to show 
results is very great indeed. 

The average routeman on a city 
route—as well as on most suburban 
routes—is capable of visiting a mini- 
mum of 50 customers a day. 

A time study of calls made during 
the hours of 8:00 to 10:00 a.m. of 
routemen in apartment-house areas re- 
vealed a high of 16 an hour and a low 
of 10. The norm for this period was 14 
an hour. In suburban areas six route- 
men whose sales ran between $850 
and $1,200 were averaging 400 calls 
a week, 


Records guide calls 


A daily work sheet of calls made 
should be turned in by all routemen. 
These sheets should be analyzed by 
supervision with special attention paid 
to low-volume routes. Where war- 
ranted the number of required solici- 
tation calls should be increased to 
bring a route salesman up to the 50 
minimum. 

Routes that are concentrated in 
small areas should eliminate so-called 
two-, three- and four-week accounts. 
Every customer on such routes should 
be visited weekly. If a bundle is not 
available the patron should be encour- 
aged to send shirts by the piece or 
drycleaning. In any event, the fre- 
quency of calls by the routeman most 
definitely will raise the sales potential 
from each customer. 

The number of required solicitation 
calls should almost always depend 
upon the size of a route, Three live 
leads a day should be the absolute 
minimum; it will probably take 10 to 
15 calls to get these leads. And 15 live 
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leads a week, properly developed by 
mailing pieces and second visits, 
should in time bring to a route the 
three new customers it needs to main- 
tain a steady volume. 

Sales meetings, organized to hold 
routeman interest at a high level, 
should be held at least once a month. 
Here topics of general interest are dis- 
cussed, seasonal sales items are intro- 
duced and solid methods of selling 
are demonstrated. 

A program for routemen is a blue- 
print for route operation, It must be 
vigilantly pursued and deviations dis- 
couraged, Only when routemen know 
that their program is the law of the 
company will good organization come 
to a sales department. 


Sales manager's qualifications 


The average routeman is incapable 
of becoming a sales executive over- 
night, if at all, yet I know where such 
transition has occurred in moments 
of desperation. The opinion that su- 
pervisory talent lies latent wherever 
the finger of emergency points has 
been very costly to many firms. 

If a plant requires the maturity, 
knowledge and good judgment of an 
experienced manager why shouldn't 
the same hold true of the sales depart- 
ment? A supervisor who does not rise 
above the level of his men will never 
be their leader. 

A sales manager should have a 
background of sales success on his 
own. He must have the dignity that 
commands unswerving respect and 
the imagination to keep routemen 
ever stimulated in their work. 

A sales manager, with a ready 
shoulder to cry upon and dogged 
obstinacy to get things done, is usually 
a key factor in good sales organiza- 
tion. His personal ambition is an in- 
satiable glutton for more sales and 
newer goals. He cannot be in a uni- 
form—he must scheme, review figures, 
interview routemen, discuss service 
and product improvement, inaugurate 
promotions and contests. 

If one feels that such a man is rare 
in the laundry industry then he should 
be recruited from another. It’s done 
every day in the week. 

The manager should work directly 
with field assistants—who take care 
of 8 to 10 routes each. These men con- 
fer daily with the sales executives and 
work on a planned program, Usually 
they receive a quarterly bonus com- 
mensurate with the increase over 
average of the group. They solicit 
with routemen whose new-customer 
results are not satisfactory, and dem- 
onstrate the sale of other services, like 
drycleaning and rug shampooing, 
when figures for them seem inade- 
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Interested in increasing your business 
with fast, automatic 25 and 50-pound 
open-end washers? Here are four 
Lever soaps which will give you a 
white, bright wash in this type of 
operation: 

LEVER FORMULA 880 — designed for 
delicate fabrics in lukewarm water. 
A built synthetic — spray-dried and 
granular — for difficult water condi- 
tions. Optical whitening agent is sta- 
ble to bleach. 

LEVER FORMULA 770 — simplifies high 
temperature washing of sturdier 





Special Soaps for 
Automatic Washers 


WRITE FOR SAMPLES OF THESE 


LEVER SOAPS 


Lever Brothers Company, 390 Park Avenue, New York 22, N. Y. 
Other Industrial Service Offices: Chicago ® Atlanta ® Los Angeles 


fabrics. Soap, alkalies and whitener, 
scientifically balanced, are spray- 
dried to small, homogeneous beads 
which flow freely. 


LEVER SPUNN DIAMOND 88% AND 
92% — pure, concentrated soaps for 
building your own high-temperature 
wash formulas. 


LEVER NEPTUNE CONTROLLED — gives 
low sudsing in hard or soft water. 
Highly desirable for automatic 
washers, where excessive foam will 
slow down machine action. 








quate. A team that keeps men work- 
ing, soliciting new business and prac- 


ticing good route operation is a 
winning team. 

Comprehensive sales figures should 
be distributed to routemen as early 
after a week’s closing as possible. 

Trends should be followed carefully 
and shortcomings put into sharp 
focus. A more formal review of sales 
progress should be made once a 
month with sales manager, group 
leader and route salesman conferring. 
Goals can be set for the next month 
and routemen urged to greater sales 
efforts. 


Contests and promotionals, intelli- 
gently organized on a basis fair to all 
men, can keep routemen interest high 
and sales stimulated. New-bundle con- 
tests, “increase over average” promo- 
tionals, treasure hunts for drycleaning 
items are but a few plans in this di- 
rection. Much excitement can be 
aroused by enlisting salesmen’s wives 
and children to choose premiums 
they'd like their breadwinners to shoot 
for, Charts and blackboards showing 
sales or contest progress, prominently 
displayed in the sales office, always 
evoke the route salesmen’s attention 
and conversation, [0 
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Economy Shirt Package 


With cost of packaging steadily in- 
creasing, it is of interest to everyone 
to cut corners here and there. John 
Spence of Faultless Laundry in Kansas 
City, Missouri, has used boxes for a 
long time to insure his customers get- 
ting quality shirts. 

Last week I was in a group with 
John when he told how he saves con- 
siderable money by combining box 
bottoms and shells . . . rather than 
using various size boxes. Cardboard 
shells of varying height, according to 
size of order, are used. The shell fits 
inside the bottom and makes a very 
good box . . . and at considerably less 











Shirt Assembly Bin 


One of the most unusual assembly 
bins for finished shirts is in use at Bob 
Springer’s Burbank Laundry in Bur- 
bank, California. Oscar Bennett, the 
plant superintendent, showed it to me 
just the other day. 

Built in the shape of a half-circle, 
this two-section affair has a framework 
of 2-inch angle iron supporting its 
three shelves. The shelves are of quar- 
ter-inch plywood pieces. The curved 
angle-iron pieces on the front of each 
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shelf have been painted black for 
chalk marking. 

This is one bin setup that doesn’t 
block the available light. Each bin 
is partitioned off by a pair of light 
metal rods which go through holes in 
the shelves. These inverted U-shaped 
rods are threaded on the bottom ends 
and are secured to the bottom shelf 
with two nuts, one above the lower 
shelf and one on the end below the 
plywood on each threaded end. Easily 
kept clean, the sections are mounted 
on swivel casters for easier moving 
in case of change of plant layout. The 
two sections butted together form 
nearly a half circle with the open end 
about 8 feet across, for moving fin- 
ished work in to the operator to sort 
into the 75 handy bin spaces. 


Pipe Wrench 
lat On Work Bench 


Easy Pipe Threading 


For the small launderer who isn’t 
blessed with a fancy, fully equipped 
maintenance shop here is an idea con- 
cerning threading of small pipe. Most 
times it’s difficult to hold a piece of 
pipe securely in a small vise while op- 
erating a hand-powered pipe threader. 

Put the pipe in the vise in the usual 
manner with the end to be threaded 
sticking out past the work bench. 
Tighten the jaws of almost any size 
pipe wrench on the other end of the 
pipe so its handle will rest on the 
bench. This will prevent the pipe 
from turning during the threading op- 
eration with all the usual frustration. 


Sight Glass in View 


While drawing up the plans for his 
new laundry Harold Whitson in Ar- 
tesia, New Mexico, thought of many 
things. For one thing, even though 
his boiler room is equipped with up- 
to-date automatic controls, he knows 
there is always the possibility of a 
malfunction. 

For his own peace of mind Harold 
had a window built into the wall sepa- 


Steam Pressore Gavge 





rating the boiler room from the wash- 
room and positioned the water sight 
glasses and the steam pressure gauge 
so they can both be easily seen by 
the washman at all times. Without the 
services of a full-time engineer to 
keep an eye on the boiler room, Har- 
old says it’s a good feeling to know 
either he or his washman can con- 
veniently keep an eye out for trouble 
. .. just in case. 
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Hangered-Shirt Assembly 


F, B. Fletcher's big Acme Laundry 
in El Paso, Texas, does a lot of work 
that goes out on hangers, such as 
Army shirts and regular shirts, in ad- 
dition to sport shirts. Naturally, 
matching them with the rest of the 
order during assembly could easily 
be a problem, but not at Acme. 

Here they have placed an old dry- 
cleaning sorting reel beside the assem- 
bly bins where the rest of the order 
is assembled. As the hangered shirts 
and wash pants come up they are 
sorted and grouped on the reel. From 
this point the hangered work accom- 
panies the wrapped portion of the 
order to the call office or the drivers’ 
department without any delay. OO 
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(Your Keever Sales-Service Man 
Can Prove It) 


Even the best washing formula is not enough 
to maintain uniformly high quality work. Be 
sure with the double protection of Satinette 
and Ultra-Lite. 

What's more, you save thousands of gallons 
of water and increase poundage at the same 
time. Our Check-Chart will show you how. 





SATINETTE —A balanced blend of wheat and corn for 
proper body and a smooth, pliable finish. Non- 
congealing. No waste. Use it hot or cold. 


ULTRA-LITE —Makes whites ultra-white. Makes 
colors ultra-bright. With each 42” x 84” wheel on a 
48-minute formula running 8 hours per day, you can 
increase production 6,900 Ibs. and save 18,400 gal- 
lons of water per month—222,000 gallons per year. 
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THE KEEVER STARCH CO., Columbus 15, Ohio 


Corn, Wheat and Other Grain Products for Industry Since 1898 





Laundry Hews Notes 





CALDWELL, IDAHO—Troy Laun- 
dry and Dry Cleaning Co., 218 Main St., 
held an open house recently in observ- 
ance of its fiftieth anniversary. Fran 
Blomquist, proprietor, said the company 
was founded by his late father-in-law, 
E. A. Wheeler. 


PARKROSE, ORE.—Mr. and Mrs. 
George E. Martin have opened AA Laun- 
derette in the Gateway Shopping Center 
at 10130 N. E. Multnomah St. 


REDMOND, ORE.—Mr. and Mrs, A. 
L. Chaplin have leased Launder-Eze 
from Mr. and Mrs. Robert Irby. 


PORTLAND, ORE.—A business _li- 
cense for the establishment of a launder- 
ette at 1111 N. E. Broadway has been 
issued Sylvan Saperstein. 


ALBANY, ORE.—Art Lewis, propri- 
etor of Albany Laundry & Dry Cleaners, 
was honored as Albany’s first junior citi- 
zen of 1956. 


PORTLAND, ORE.—A _ business _li- 
cense has been issued Sylvia M. Courand 
for a laundry at 2608 N. W. Vaughn St. 


<< 
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TITUSVILLE, FLA. — New shirt 
equipment has been installed in Keller's 
Spic and Span Laundry. Mr. and Mrs. 
Harold F. Keller are the owners. 


JACKSONVILLE, FLA.—M., H. 
Whitelaw is the new president of the 
Jacksonville Laundry & Cleaners Associa- 
tion. Other officers installed at the re- 
cent annual meeting are R. L. Padgett, 
vice-president; T, C. Allin, secretary, and 
R. H. Gilliland, treasurer. 


WASHINGTON, D. C.—R. H. Pledger 
has been elected president of the Man- 
hattan Co, Mr. Pledger succeeds John H. 
Lowe, who has become board chairman. 


MEMPHIS, TENN.—The opening of 
the fourteenth outlet of Loeb Laundry- 
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Cleaners, at S. Parkway and Lauderdale, 
has been announced for about May 15 by 
William Loeb, treasurer. The thirteenth 
branch, at 3000 Lamar, will open about 
May 1. 


MIAMI, FLA.—Peerless Laundry and 
Cleaners, 1224 N. W. Eighth St., owned 
by Harry Kushner and Harold Fingerhut, 
was destroyed by fire recently. 


NEW ORLEANS, LA.—A laundry 
will open in the new shopping center to 
be constructed on the Air-Line Highway 
between Lester and Howard. 


NEW ORLEANS, LA.—The February 
meeting of the New Orleans Laundry 
and Cleaners Association was held at the 
Roosevelt Hotel. Insurance advice was 
given the group by A. G. Martin, Jr., of 
Leftwich and Robinett Insurance Agents. 
Gray D. Morrison, II, president of the 
association, presided. 
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LONGVIEW, TEX.—New shirt fin- 
ishing equipment has been installed in 
Sno-White Laundry, 503 E. Cotton St. 


TRINIDAD, COLO.—A _ moderniza- 
tion and expansion program has been 
completed at Home Laundry and Dry 
Cleaners, Maple and Elm Sts. 


FILLMORE, CALIF.—Mrs. Roy B. 
Moore has opened a laundry in the re- 
cently completed building at 237 Mt. 
View. 


BOULDER, COLO.—Miller Launder- 
ette, 1611 Pearl, has been sold by Mr. 


and Mrs. Carl Miller to Mr. and Mrs. 
Henry Pahlke. The establishment will be 
operated as Pahlke Launderette. 


PARAMOUNT, CALIF.—Notice has 
been given of the intended sale of Auto- 
matic Laundry, 6605 Compton Blvd., by 
Jack F. Pringle to William Butler. 


EL SOBRANTE, CALIF.—Mr. and 
Mrs. Oren Waldow have sold El Sob- 
rante Laundromat, 4158 Appian Way, to 
Ralph C, Young. 


TUCSON, ARIZ.—Oliver Drachman’s 
Drive-In Laundry has been opened in 
the Southgate Shopping Center. This 
marks number seven in the Drachman 
operation. 


AZUSA, CALIF.—Notice has been 
given of the intended sale of Kenmore 
Quick Service Laundry, 718 N. San 
Gabriel Ave., by Harold L. McDaniel to 
Elizabeth J. Skeel. 


DALLAS, TEX.—Manhattan Laundry, 
owned by Marcus Gendel, has been 
opened in new quarters at 207 Prather. 


LOS ANGELES, CALIF.—Louis and 
Ava Ritner have given notice of intention 
to sell Le Conte Laundromat, 10968 Le 
Conte Ave., to Irving and Bert Schwartz. 


GLENWOOD SPRINGS, COLO.— 
Troy Laundry and Dry Cleaners has been 
purchased by Fred and Henry Palmer 
from B. H. Day. 


DENTON, TEX.—Esquire Laundry, 
Ave. E and W. Prairie, held its grand 
opening recently, The establishment has 
been remodeled and expanded to include 
drycleaning. 


WEST LOS ANGELES, CALIF.— 
Jesus and Maria Garcia are now con- 





business?” 





“When did you first suspect you were enjoying the laundry 








STARCHROOM LAUNDRY JOURNAI, 























PHILCO-BENDIX WEC halts “fugitive” trouble 


Here’s a machine that deserves an 
important spot in your washer line- 
up. It handles “fugitives,” rewashes 
and small loads at lowest cost .. . and 
it does a sparkling commercial wash 
job! 

The Philco-Bendix WEC is an ex- 
clusive heavy-duty, 16-pound washer. 
Its “Big Drop” plunges clothes over 
2 feet into sudsy water. They’re 
rinsed and damp-dried. That means 


GET THE 


FULL STORY 
on how the WEC handles 
small wash jobs at 
lowest cost. 


COMMERCIAL 
LAUNDRY 
SALES 
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there’s no wasted time in transferring 
heavy, soaking clothes or mopping 
up the floor. And you save on water 
and detergent. The WEC uses less 
water, less detergent, less bleach and 
less softener than many 8-pound 
small load washers. 

And the WEC big capacity gives 
power laundries another profitable 
advantage. It handles small family 


wash loads with ease. Laundries can 
turn out individual bundles fast . . . 
feature custom service to their cus- 
tomers. 

Don’t waste a day in putting the 
WEC to work in your plant. It’s the 
perfect answer to those troublesome 
small wash jobs. Contact your Philco- 
Bendix distributor or send the coupon 
below for complete information. 


Philco-Bendix Commercial Laundry Equipment is brought to you by Philco® Corporation 


Name___ 


City. 


Address ___ 


PHILCO-BENDIX, Philco Corporation 
Commercial Laundry Sales SLJ-1 
Philadelphia, Pa. 

Send me information right away on the new Philco-Bendix 
Automatic Washer Model WEC .. . 
local distributor. 


also the name of my 





by Lee B. and J. Armond Jacobs and 
Nettie Britan to Ruth M. Carlson. 
S'Oth ANNIVERSARY YEAR 
COVINA, CALIF.—Robert and Ann 
D. Palmer have given notice of intention 
to sell Suds & Bubbles, 281 E. Rowland 


Ave., to Alfred and Eva Garneau. 


Staley’ 


Put these money-saving features 


r you! 
r oO 2 Cooking Time 
Non-congealing 
@ Bluing Added 
Transparent 
Scientifically Lubricated 


tains Sta-Fresh .« « 
amie finished laundry 


“Sunshine-Fresh” 


MANHATTAN BEACH, CALIF.— 
Notice has been given of the intended 
sale of Clark’s Launderette, 1112 22nd 
St., by Abe and Freida Cohen to Gaylord 
T. and Dorothy N. Taylor. 
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One of these Staley starches fits your needs... 
CROWN... The Economical 5-oz. Starch 
CREST... The New 8-oz. Starch 


Both give you the famous features shown above! Both are easy to 
handle . . . easy to use, give a velvety finish with no smears or high- 
lights. They penetrate fabrics smoothly, evenly 
—never mask colors. Pick the Staley starch that 
fits your needs best... then try it soon. Re- 
member: Crown (5 ounce) for tops in economy 
and quality; Crest for the best in 8 ounce 
starches. Get full details from your distributor 


HOLSTEIN, IOWA—Home Laundry 
has been opened by Larry Ehler. 


BAY CITY, MICH.—A fire at Hudson 
Launderers and Dry Cleaners, 1022 N. 
Jackson St., caused an estimated damage 
of $40,000. 


SPRINGFIELD, MO. — Construction 
of a new building to house American 
Laundry, 720 St. Louis, has been an- 
nounced by David W. Oxley, president. 
The new location will be at Trafficway 
and Sherman. 


or Staley representative. 


A. E. Staley Mfg. Co., Decatur, III. 
World’s Largest Starch Supplier to Professional Laundries 





ducting Washwell Laundry, 1514 Sawet- 
elle Blvd. 


PASADENA, CALIF.—A grand open- 
ing was held recently at Laundra-matic, 
located in the Farmers Market, Walnut 
and Lake. 


LOS ANGELES, CALIF.—Notice has 
been given of the intended sale of Pest- 
off’s Launderall, 4700 S. Vermont Ave., 
by Alexis N. Pestoff to Stewart Maloney. 


TURLOCK, CALIF.—Mary Osborn 
no longer is a partner in Snow-White 
Laundry. Leonard and Charlotte Jacob- 
son, the remaining partners, are carrying 
on the business. 


PARAMOUNT, CALIF.—Sara Sher 
has given notice of intention to sell Para- 
mount Laundermat, 16414 Paramount 
Blvd., to Frank Burke and Louise Byrnes. 
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NEEDLES, CALIF.—Mr. and Mrs. 
W. L. Miller have sold their interest in 
Needles Laundry to R. McCutcheon. 


LOS ANGELES, CALIF.—Notice has 
been given of the intended sale of Kane’s 
Laundromat, 10217 S. Western Ave., by 
Stanley Kane to Wallace P. and Miyoshi 
S. Wells. 


CHOWCHILLA, CALIF.—Mr. and 
Mrs, Jack Harvey have purchased Chow- 
chilla Laundry, 127 N. Front St., from 
Mrs. Ina Mosely. 


LOS ANGELES, CALIF.—Leon and 
Marlene Shrager have given notice of in- 
tention to sell Marlee Speedy Wash, 
6414 West Blvd., to Mary Kathryn Kane. 


BELL GARDENS, CALIF.—Notice 
has been given of the intended sale of 
Bell Gardens Launderette, 5720 E, Gage, 


PAULDING, OHIO—Bruce and Kath- 
eryn Shrider have opened Paulding 
Laundromat. 


WABASH, IND.—Mr. and Mrs. Rob- 
ert Quigley are the operators of Quigley’s 
Laundromat, which was scheduled to 
open recently on Carroll St. 


SAGINAW, MICH.— Andrew W. 
Horne and Warren D. Johnston, oper- 
ators of Tiny Tot Diaper Service, 2726 
Hess, held an open house recently to 
celebrate the opening of Fluff-N-Fold 
Quick Service Laundry, also located in 
the Hess Bldg. 


JACKSONVILLE, ILL.—Approxi- 
mately 20 members of the North Central 
Illinois Laundry Association attended a 
luncheon on February 12. The group, in 
which are represented more than 40 
laundries and drycleaning establishments, 
meets monthly. Each meeting is held in a 
different city and features a tour of that 
city’s laundry plants. 


MILWAUKEE, WIS.—J. A. Minow 
has been elected chairman of the board 
of Polly Prim Laundries, operators of 
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North Avenue Laundry & Dry Cleaners 
and National Laundry & Dry Cleaners. 
He had been president of both divisions. 


WEST BRANCH, MICH.—An official 
opening was scheduled recently by Mr. 
and Mrs. Russell Diffin for their new 
launderette at 133 N. Fourth St. 


JASPER, IND.—An open house was 
held recently at Jasper Laundry and Dry 
Cleaners, Third and Main. New dryclean- 
ing equipment had been added. 


DECATUR, ILL.—Norman’s Laundry 
and Dry Cleaning Co., previously located 
on E. Main St., is now operated by Mrs. 
Jack Agee and Mrs. Carl Laws at 314 S. 
Madison St. 


DETROIT, MICH.— Palace Model 
Laundry and Dry Cleaning Co. cele- 
brated its seventy-fifth anniversary re- 
cently, Horace E. McKnight is president 
of the firm, which has three locations: a 
plant at 711 Jefferson E., a drive-in 
call office, and a branch in Birmingham. 


ALLENTOWN, PA.—Allen Laundry, 
12th and Allen Sts., has been remodeled. 
Recent changes include expansion of the 
laundry and of the drycleaning plant, 
construction of a modern office and air 
conditioning of the new auditorium used 
for groups touring the plant. 


POTSDAM, N. Y.—Chase Brothers 
Laundry, owned and operated by Ralph 
and Leonard Chase, has been sold to 
Gerald and Eugene Fogarty. The Fo- 
_ brothers operate a laundry in Low- 
ville. 


NEW LONDON, CONN.—Property 
has been leased by Giselle Irsay and 
Mack L. Lucas for establishment of a 
self-service laundry. 


CHARLESTOWN, MASS.—A fire at 
the One Stop Laundry and Dry Cleaners 
in Thompson Sq. caused an estimated 
damage of $7,500. 


CORTLAND, N. Y.—Morris Weiss, 
president of People’s Laundry and Dry 
Cleaning, Inc., 107 Main St., has leased 
property at 352 Main St. for a new mod- 
ern laundry. 


HALEDON, N. J.—Jacob Faber, 
president of Faber’s Laundry, has been 
named to head Haledon’s 1957 Red Cross 
Drive. 


PISCATAQUIS, ME. — Piscataquis 
Steam Laundry, owned by O. T. Caswell, 
has been purchased by A, L. Shepardson 
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An old way to figure, a new way fo save... 


R/M REVOLUTE LAUNDRY PADS AND COVERS 


Budget-conscious managers in more than 


5000 hospitals, institutional and com- 
mercial laundries are now saving up to 
43% by using R/M flatwork Ironer 
Covers exclusively . . . and at the same 
time turn out better work. Here are the 
reasons they give: 

BETTER FINISH . . . REVOLITE Laundry 


Pads and Covers are made of fine-woven 
cloth that puts a smooth, better looking 


finish on all ironed goods. 


HIGHER PRODUCTION . .. REVOLITE Laun- 


dry Pads and Covers can take higher 
temperatures—permit faster machine 
speeds; their long life eliminates stop- 
pages for roll changing. 


LONGER LIFE—LOWER COST .. . REVOLITE 
Laundry Pads and Covers outlast other 
covers several times over—and save 
power and labor through increased 
efficiency. 


Ask your R/M REVOLITE representative 


to tell you the true and exciting story of 
John Glad—it’s an eye-opener! 


RAYBESTOS-MANHATTAN, INC. 


REVOLITE DIVISION, 500 Fifth Ave., New York 36, N.Y. 


Phone: BRyant 9-4390 


RAYBESTOS-MANHATTAN, INC. Laundry Pads and Covers ¢ Asbestos Textiles 
Engineered Plastics © Mechanical Packings * Industrial Rubber ¢ Sintered Metal 
Products ¢ Rubber Covered Equipment ¢ Abrasive and Diamond Wheels « Brake 
Linings ¢ Brake Blocks ¢ Clutch Facings * Industrial Adhesives ¢ Bowling Balls 





and William Fair. The establishment 
will be operated as Tri-County Cleaners. 


BROOKLYN, N. Y. — The annual 
stockholders meeting of Pilgrim Laundry, 
Inc., Prospect and 11th Aves. was at- 
tended by 400 stockholder-employees. 
The board of directors elected for 1957 
includes Sidney Stacey, chairman; Rob- 
ert G. Young, president; John D. Schol- 
field, Lauritz Schou, D. F. Julian, Ed- 
ward F, Stacey, Mrs. Frances Lotz, 
Robert Esler and Charles A. Brown. 


NEWBURGH, N. Y.—Case Laundry, 
Pleasant View Ave., was destroyed by 
fire recently. 


RIDGEWOOD, N. Y.—William C. 
Eisenhardt, president of Octagon Laun- 
dry, 2119 Grove St., has been elected to 
membership on the board of directors of 
the Home Federal Savings and Loan 
Association. 


NORTH TONAWANDA, N. Y.—Sale 
of the Laundromat Equipped Half Hour 
Laundry, 22 Broad St., was announced 
recently. The new owners, William W. 
Kelly and Sheridan J. Lucore, will oper- 
ate the establishment as Twin City 
Launderette 42-Hour Service. 


RUMFORD, ME.—A fire swept a sec- 
tion of Rumford Steam Laundry recently, 
causing damage estimated at $30,000. 


JERSEY CITY, N. J.—Abraham D. 
Hirsch, president of Standard Laundry, 
has been selected as the 1957 recipient 
of the Jersey City Moose Brotherhood 
Award. 


NIAGARA FALLS, N. Y.—Ernest L. 
Bevilacqua has been elected president of 
the Palace Laundry to succeed Albert J. 
Certo, who was elected to the board of 
directors. Elected vice-president was 
Henry E. Felicetti. 
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Fig. 1. If portable electric tools are not equipped with three-wire cord and plug having third grounded connection, frame of tool should be con- 
nected by third wire which can be run to water pipe or other sure ground circuit. Use tight spring clamp for convenience. Use extension lights con- 
structed of insulated handle and other materials which are safe and approved as suited to purpose and location. When working in tanks, boilers, 
damp areas or other places that provide a path for current, use extension lights that are constructed of moisture-proof wire connected to the 6-volt 
side of a 110/6 volt transformer and provided with 6-volt lamp in suitable lamp guard 


Should Electrical Systems Be Grounded? 


THE DECISION to ground an elec- 
tric power system serving a laundry is 
not one that can be made on the basis 
of dollar savings, And case histories 
are not a reliable guide since few 
plants have done any _ extensive 
grounding. But there are definite ad- 
vantages to be gained by grounding 
and these are worth reviewing from 
time to time. 

The best reason for grounding elec- 
trical systems, of course, is for safety’s 
sake. And if both the electrical system 
and the individual equipment in the 
plant are grounded a number of defi- 
nite engineering advantages become 
apparent. 


Ungrounded systems 


Since there are advantages to 
grounding electrical systems, one may 
well wonder why this isn’t a universal 
practice. The chief and the only un- 
contested reason for an ungrounded 
system is that if something goes 
wrong, i.e., if a circuit becomes 
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By JOSEPH C. McCABE 















































Fig. 2. Fall-of-potential ground-resistance measurement uses ammeter, voltmeter and a.c. 
power source, or self-contained automatically compensated ground tester 
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It’s NEW! It’s Revolutionary! 


pyar 5% 


SO SMALL 


So SIMPLE 


SO TROUBLE-FREE! 


1. acAP 





Practically 


2. a pisc Eliminates Maintenance! 





Hes the smallest...the most compact...the most durable steam 
trap you’ve ever seen... for all-around trapping effectiveness! 
It’s the new Sarco Thermodynamic trap. 

Look at it. So small...it fits into the hollow of your hand. So 
simple...only 3 rugged parts...machined from stainless steel 
bar stock. So trouble-proof ... only moving part, a hardened solid 
stainless steel disc, practically immune to wear. Not affected by 
superheat, water-hammer, corrosive condensate. 

Use the SAME trap for 10-600 psi...for light or heavy loads 
... without seat or valve change or other adjustments. Closes tight 
on no load—no steam waste. 

Ask for a 60 day trial installation of Sarco TD trap and 
strainer... write for bulletin 257. Sarco Company, Inc., Empire 
State Bldg., New York 1, N. Y. 


SARCO 


Only Sarco Makes All 5 Types 


That’s why Sarco can give impartial advice on proper steam trap selection. 


m |G | CY] oes) 


Float Liquid 
Thermodynamic Thermostatic Thermostatic Expansion Camlift Bucket 
Steam Traps Steam Traps Steam Traps Steam Traps Steam Traps 


3. A BODY 





2149-8 


YES, SO TROUBLE-FREE: No valve-closing 
mechanism to wear or stick —the kinetic 
energy of steam closes valve. No critical 
clearances to choke. No gaskets to leak. 
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TABLE I: When and how to ground industrial power systems 





Systems Having 


Systems Having 
Delta-connected _ 


Wye-connected 








Suggested Grounding 
Practice 


Nominal System 
Voltage 


Transformers * 


Generators Generators 


Transformers 





Low-voltage systems, 600 volts and less 


Solidly ground 


Always operate grounded# 
transformers mid-tap 


240/120 
single-phase 


208/120 Always operate grounded# Use reactor** Solidly ground 


3-phase 


240 3-phase 
is in planning stage, 


480 or 600 
3-phase 


Operate grounded 


Operate grounded. If system Use reactor** 
prefer 
changing to 208Y or 480Y 


transformer neutral 


Solidly ground 
transformer neutral 


Use reactor** Solidly ground 
transformer neutral 


Use grounding transformer. 
Alternately operate ungrounded 


Use grounding transformer 





solidly grounded. 





* These transformers are the source transformers for the particular voltage class. 


# Requirement of the National Electrical Code. 
** It is possible to obtain some generators with special coil bracing to withstand direct phase-to-ground faults; those generators can be 








grounded, the plant can continue to 
run until it is convenient to shut down. 
Unfortunately, this advantage only 
holds good for one ground. If another 
ground develops, which is quite likely, 
the electrical system not only shuts 
down, but it can start off a chain re- 
action of short circuits in individual 
equipment with serious damage re- 
sulting. 

Surprisingly enough, plant design- 
ers used to believe that ungrounded 
systems were worth the risk involved. 
They thought service continuity was 
so important that they would accept 
the chance of trip-outs from multiple 
grounds (or damage or outage from 
surges of voltage) until a planned 
shutdown of production could be 
established. 


Grounded systems 


The grounded system entails run- 
ning a solid ground connection from 
the transformers (see Table I for spe- 
cific instructions for the different 
possibilities). It has four specific ad- 
vantages: (1) greater safety, (2) 
automatic selection and location of 
grounds, (3) reduced voltage surges, 
(4) better over-all protection for in- 
dividual pieces of equipment. 

The system draws these advantages 
from the simple fact that it affords a 
ready path to ground high-voltage 
surges no matter what the cause. 
Furthermore, the.path is designed for 
the highest expected rush of current 
so there is no back-up to spill over 
through different pieces of equipment 
working off the electric lines. For this 
reason the system should be grounded 
at the power source only. 
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Causes for high-voltage surges: Ev- 
ery electrical system is subject to 
these. Grounds, although the most 
troublesome cause, are not the only 
ones, Lightning can hit any system. 
More frequently, however, the voltage 
surge is set up in electrical] lines every 
time a large motor, or a similar large 
electrical load, is switched on. 

The ungrounded circuit has to ab- 
sorb these surges and often does so 
within the windings of individual 
equipment. The surge plus the normal 
voltage applied can break down the 
resistance of the unit and a ground is 
formed. If this ground is not suff- 
ciently solid the surge will be passed 
along to other equipment until it is 


dissipated. Many times one or more 
pieces of equipment will break down 
so multiple grounds are formed. Lo- 
cating these grounds in an _ un- 
grounded system is like looking for 
the needle in a haystack because the 
ground may occur only from time to 
time depending upon the size of the 
voltage surge. 


Equipment grounding 


The main purpose of equipment 
grounding is safety to personnel 
(Fig. 1). Such a grounding should 
have a direct path to ground by way 
of a grounding bar (Figs. 2 and 3). 
Otherwise the electrical currents will 
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Fig. 3. Deep ground rods have less resistance than short ones. They're more reliable since deep 
soil is less likely to dry out. Nature of soil layers affects resistance 
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HOW TO TRAP LAUNDRY EQUIPMENT 
— PROFITABLY 


YARWAY steam trap selector 


cena, rernaes a won F 
cocwees Om Went "EAP 


Write for your free large scale 
Laundry Piping Diagram and 
es Steam Trap Selector 
“This Yarway Piping Diagram - A 
and Steam Trap Selector 7 
is a real big help tous.” 7% 
- 


~ 
- 
——KaHae oe 


/ 


! 
/ 
hs 


When it comes to picking the right 
steam trap for the right job, 
this YARway bulletin is invaluable. 


Piping diagrams and selector tables 
for trapping 10 typical kinds 
of laundry equipment are shown. 


The selector will guide you in choosing the correct steam trap, 
and the piping diagrams will show you the proper installation. 


On all your steam trap requirements, the way to be sure 

of successful performance is to use YARWAY IMPULSE STEAM 
Traps—the impulse that revolutionized steam trapping 

20 years ago and has sold over a million traps since. 


Write for your FREE copy of this YARway Piping Diagram 
and Selector for Chemical Processing Equipment, or get one 
from the local Yarway Industrial Distributor— 

over 270 cover the country. 


YARNALL-WARING COMPANY ; : 
Yarway Impulse Steam Trap. Gets equipment hot 
129 Mermaid Avenue, Philadelphia 18, Penna. in a hurry and keeps it hot! Stainless Steel, 


Good for all pressures. Only one moving part. 


IMPULSE STEAM TRAP 


The Impulse that revolutionized steam trapping 20 years ago. 
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Fig. 4. Current paths during ground fault. Resistance of station and equipment grounding sys- 
tem should be low so that most of current is forced to return over that path 


use various metallic parts of the build- 
ing, equipment or water piping to the 
ground. 

By definition the ground bus of 
such an equipment grounding circuit 
is the metallic pieces placed in the 
path of the ground current flow (Fig. 
4). The grounding conductor is the 
wire connection from the equipment 
to the grounding bar (Fig. 2). 

For a typical plant where the serv- 
ice transformer has its secondary 
windings wye-connected (see Table 
I) its neutral should be connected to 
the low-voltage switch gear ground 


PREVENTATIVE MAINTENANCE .. . 


lar machinery repair work as well as 
fleet maintenance if necessary. 

The second man on our crew is, 
again, a former production worker in 
the plant whom we have trained to be- 
come very thorough and meticulous in 
lubrication work as his prime responsi- 
bility. He, of course, also does general 
maintenance work and assists the 
other two men. 

The third man is a carpenter who 
is skilled at making forms and pouring 
concrete, and who also does our nec- 
essary roofing work. In addition to 
maintenance work in his field of car- 
pentry, he can also do a certain 
amount of pipefitting when necessary. 

The fourth man is but 29 years old 
and one of the best and most efficient 
truck mechanics I have ever seen. He 
handles the entire fleet with but very, 
very little assistance, I think you must 
agree with me that it is most remark- 
able for one man to repair and lubri- 
cate a fleet consisting of 20 delivery 
trucks; three couriers for use of the 


78 


bus. Also, if possible, this connection 
should be made to rods driven in the 
ground near the transformer. The 
transformer tank should be connected 
to the same ground bus. 

Within the building the service 
piping systems should be bonded to- 
gether and interconnected to the com- 
mon grounding bus. In the preferred 
installation a ground bus should sur- 
round the entire building and should 
extend to interior parts whenever 
possible. Thus by interconnecting the 
piping, equipment ground buses and 
structures within the main station 


Continued from page 32 


three route supervisors and sales man- 
ager; one pickup truck; a 2-ton plat- 
form truck with hydraulic dump box 
which we use to move all machinery, 
transport many of our own supplies, 
plow snow and draw away our waste 
each week; and two company cars. 

The fifth and last man is the fire- 
man, Again he is a man only 27 years 
old. It is indeed rare to find a com- 
petent person for this job at such a 
young age. However, it again is the 
result of successful training. We burn 
#6 fuel oil and have three boilers util- 
izing semi-automatic controls. Because 
the fireman is not needed in the boiler 
room continually, he has the addition- 
al responsibility of keeping the fleet 
washed once a week. 

We have just added a new innova- 
tion or service which the fireman also 
handles, and that is . . . washing auto- 
mobiles for the public. We have an 
ideal setup to accommodate this, and 
the additional revenue naturally has a 
big effect in offsetting his overhead, 


grounding bus, a _ low - resistance 


grounding network is established. 


Checking grounds 


Keep out of trouble by making 
ground testing and inspection part of 
your regular maintenance schedule. 
The most important step is resistance 
measurement of the connection to the 
earth. The test can be made with an 
ammeter and voltmeter, but it’s a 
complicated job. It’s easy and trust- 
worthy if done with a ground resist- 
ance tester. Several makes are on the 
market, and one of these units is a 
good investment for a large plant. 
Smaller plants can have tests made 
occasionally by an outside engineer 
or electrical contractor. 

Resistance of the metallic ground 
circuit through conduit, structure, etc., 
should also be measured, This can be 
done with an ohmmeter, or by the 
voltmeter-ammeter method if a 
ground-resistance tester is not avail- 
able. Ground straps, clamps and cables 
should be inspected to make sure they 
are large enough and in good condi- 
tion, not broken or corroded. Many 
underground - piping systems which 
were effective grounds for many years 
are now in dry, high-resistance earth. 
This is making many plants “ground- 
conscious” for the first time. 

And, of course, there is always that 
old enemy corrosion. If grounds are 
not checked occasionally, even the 
best connections can disappear in a 


few years. O10 


The important factor after selecting 
conscientious personnel who are not 
too old is their training to assure com- 
petence. In fact, our maintenance su- 
perintendent and I spent the 28th and 
29th of January in Cleveland at the 
Plant Maintenance Show in our ever- 
present quest for better and more eff- 
cient means and methods of operating 
our program. 

Two of the leading laundry and dry- 
cleaning machinery manufacturers 
have given us all-out cooperation in 
this phase. Since then we have visit- 
ed their manufacturing plants in Syra- 
cuse, Rochester and Cincinnati to 
study the various pieces of equipment 
and the design characteristics of each. 

This has paid off to the extent that 
we have never found it necessary to 
call in a field engineer to help solve 
our problems and have been able to 
do rebuilding and repairs that are nor- 
mally done at the factory, For exam- 
ple, our superintendent was able to 
completely disassemble, trouble-shoot, 
repair and reassemble a fully auto- 
matic washwheel control unit in six 
hours time. On a three-day visit to the 
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COST CUTTING TIPS 


for TRAPPING HOT WATER HEATERS 


Get Large Size Traps. Condensate backing 
up in hot water heater coils causes destructive 
water hammer and accelerates corrosion. 
Select larger size traps to handle maximum 
load at minimum as well as maximum operat- 
ing pressure. See your local Armstrong 
Representative and Bulletin No. 233 for 
recommended sizes. 


Trap Steam Line To Heater. This assures 
the heater coils of receiving only hot, dry 
steam—thus you get a maximum amount of 
heat in a minimum of time. See Trap “A” 
in photo. 


Use Armstrong Steam Traps. Armstrongs 

cut maintenance costs. Even the smallest trap 

has a mechanism identical in workmanship, 

material and design to traps for service at ee 

900°F, 900 Ibs. pressure. Recommended trapping and valving hookup of 


storage type hot water heater. 

How Armstrong Traps Cut Costs 
on All Your Laundry Equipment 
IRONERS. Production on two 8-roll flatwork ironers in- +| 


creased 25% by actual test after installing vas 
Armstrongs— Model Laundry, St. Paul, Minn. N ss Y LINE Te 


THERMO VALVE 





TUMBLERS. The use of Armstrongs greatly increased ca- : 2 he a 
pacity, gave much-improved quality, and made . Sk CH 
6 


purchase of new tumblers unnecessary — Soft 
Water Laundry & Cleaners, Long Beach, Calif. 








OVERSIZED 


PRESSES. 14 tons of coal saved per month after unit- DRIP LEG __,. Waa Wri 
trapping garment presses with Armstrongs — a 


M. Wile & Co., Buffalo, New York. 














“ 





7 


For complete details on cost-cutting Armstrong 
Steam Traps for all laundry and dry cleaning 
equipment, get free Bulletin No. 233—write 
today to: 


ARMSTRONG MACHINE WORKS 
8322 Maple Street © Three Rivers, Michigan 
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OrfEr PACKAGED BOILERS 


© Completely factory assembled and fire tested. 
© Fully automatic operation. 

© 4-pass down draft design. 

© Built-in induced draft. 

© 80% thermal efficiency guaranteed. 

© From 20 to 600 b.h.p. Burns oil, gas or both. 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 





plant in Cincinnati, we had observed this process very care- 
fully. 

This cooperation between machinery manufacturers and 
our plant has paid dividends in both directions, We have 
been of help to the manufacturers by pointing out desirable 


Spare-parts cabinet in finishing department is 5 feet wide, 6% feet 
high and 14 inches deep. Small divided drawers hold small parts, while 
larger parts are hung from hooks in section at right 
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changes in their drawings which have become evident as 
new equipment has been installed and put to use. One of 
the machinery officials has actively encouraged us to con- 
tinue this practice, and the thought has been expressed that 
if more plantowners would maintain such a liaison with the 
manufacturers, the entire industry would benefit. 


Regularity 


I have mentioned that the second requirement for an ef- 


| fective preventive maintenance program is regularity— 
| regularity of inspections and regularity of lubrication. Our 
| maintenance superintendent maintains a complete file of all 
| pieces of equipment in the plant. Separate 3-by-5 cards are 
| maintained for each electric motor and packings. Everything 
| else, including the air compressors and power plant equip- 
| ment, is recorded on 5-by-7 cards. 


Each card carries a detailed history of the’ piece involved. 


| Such information contains manufacturer’s model and serial 


numbers, date of installation, and all repairs, modifications 
or changes made at any time. The initial of the person re- 


| sponsible is also required after each entry. Complete case 
| histories of all equipment from the plant water coolers on 
| down to electric meat slicer, coffee grinder and automatic 
_ dishwasher in the cafeteria are included. 


No time is lost with organizational red tape in making 
necessary repairs. The only authorization required is for the 


| superintendent of the drycleaning department, the forelady 


or the foreman in the laundry to report directly to the main- 
tenance superintendent if something needs attention. 

In addition to regular inspections and rebuilding of equip- 
ment that our files show has had excessive repair work done 
to it, our lubrication program is a very important part of 


| regularity. We have constructed what we call a lubritorium 
| which is adjacent to the washroom and contains the seven 


various greases and four oils necessary for the lubrication 
of all productive equipment in the plant. We buy only lubri- 
cants specified by the manufacturers. 

Each drum of the various kinds of grease is color-coded 
by us as well as the grease gun or oil can used in their appli- 
cation. For example, one drum is painted red for the grease 
used in ball and roller bearings and this lubricant is used 
only in the grease gun painted red. A green-colored drum 
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Pipe fittings are stored in shelf compartments labeled for quick identi. 
fication. Copper pipe and tubing are used where practical since they are 
found to be lasting and easy to work with 
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contains waterproof grease for wash- 
wheel trunnion bearings and extrac- 
tors. Again, this lubricant is applied 
only with the grease gun painted 
green. This scheme insures that no 
greases become mixed together. 

We have also made it a practice to 
overgrease everything except electric 
motors. If a manufacturer specifies 
that a piece of equipment should be 
greased once every two weeks, we 
grease it once every week. How many 
of you here today realize, for example, 
the total number of lubrication points 
on one 42-by-96-inch unloading wash- 
er, or the number of places requiring 
lubrication on an eight-roll ironer and 
folder? You will probably be both 
amazed and interested to know that 
each of the mentioned washers has a 
total of 44 lubrication points, and 
each of the mentioned ironers has a 
combined total of 118 grease fittings 
and oiling points, plus an extra 29 
grease fittings on the folder, in addi- 
tion to oiling the folder arms, rods, 
wheels, chains, timer gears and elec- 
tric motor, Please consider that this 
represents only two pieces of equip- 
ment among an entire operation. 

To insure regularity of lubrication 
at our plant, we have devised fool- 
proof lubrication charts which hang 
on the wall over the lubritorium and 
have some of the equipment pre- 
scheduled for lubrication on a definite 
date for a period of a year in ad- 
vance. Our productive equipment is 
operating on a five-day week, so every 
Saturday morning the lubrication 
schedule is followed to the letter. Un- 
der this schedule, every electric motor 
is lubricated once every six months. 
Every piece of washroom equipment 
is done once every week, Every press 
is lubricated once every two weeks. 
The flatwork ironer every week, and 
so on, 

This work is accomplished by the 
member of the maintenance crew I 
have mentioned earlier, plus one part- 
time worker who handles the ironer 
and folder. Specific responsibility for 
each job is delegated to each man and 
the wall charts serve as a detailed 
follow-up record for inspection by the 
maintenance superintendent. This has 
paid off twice in the last five years. 
For example, once a manufacturer ac- 
cused us of using the wrong type of 
lubricant which he claimed resulted 
in a bearing failure. After an inspec- 
tion of our setup and records to sub- 
stantiate our declaration, a $400 claim 
was honored by the manufacturer. 


Adequate stock of parts 


The third pillar necessary to good 
maintenance is an adequate stock of 
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the DOMESTIC LAUNDRY 
now uses ANDERSON TRAPS 


“they give us 
MAXIMUM SERVICE!” 


Another outstanding laundry, The Domestic Cleaning & Laundry Com- 
pany, Cleveland, Ohio, is now using Anderson Super-Silvertop Steam Traps 
exclusively! Mr. R. F. Engel, General Manager, sums up his preference as 
follows: ‘““They give us a maximum of service with very little trouble.” 

Everywhere laundries are changing over their traps to Anderson Super- 
Silvertops. They like their exclusive engineering features such as a patented 
guided bucket arrangement which guarantees positive leakproof seating of 
valve, and results in longer life. Furthermore, Super-Silvertops are installed 
straight in line or as an elbow in any size saving on fittings and installation 
time. Thus instead of laboriously removing traps from a pipeline, the main- 
tenance man can open and clean a Super-Silvertop without disturbing a 
single pipe fitting! Save money. Get longer life from your steam traps. Specify 
and buy longer-lasting Super-Silvertops! 








FREE TRAP SELECTOR BOOKLET! 
Tells how to select and install traps for all steam 
pilelty and saving equipment. For your free copy, fill out and mail... 
in fittings. THE V. D. ANDERSON COMPANY 
Division of International Basic Economy Corporation 
1981 West 96th St. * Cleveland 2, Ohio 


THE NEW WAY 


Notice the sim- 





THE OLD WAY 
Notice how 
bottom inlet Cole. 
requires 
complicated Vy 


piping. City 


SS nes a 2 


SUPER-SILVERTOP 





HOW CAN YOU GET 
50% MORE FLOW 


seve frome your present Jeobite softener? 


EAS. y Refill with Invercarb C-110 resin. Gives you up to 10 times 
more gallons per regeneration — Gives you about 50% more gallons 
per minute. Ask us for free details. 


WANT TO GO “ALL THE WAY?” 


H & T Multiport valve automatic operation saves time — saves labor 
— makes automatic efficiency. Ask us about it. Over 2,000 laundries 


use it right now. 


HUNGERFORD & TERRY, Inc. 


all necessary parts most likely to wear 
out and need replacement during the 
operational life of your equipment. 
For example, we maintain and stock 
a cabinet full of some 250 small parts 
for our presses and have it located but 
a few paces from the line of shirt units 
and other presses. 

All our presses happen to be from 
one manufacturer; therefore, we have 
a natural advantage in classifying the 
parts to his catalog numbers. Each 
one of the metal drawers in one side 
of the cabinet has a stock of six or 
more of every replacement part. Each 
drawer is labeled on the outside with 
a card listing the manufacturer's cata- 
log number for the spare stock of the 
particular part inside. These numbers 
are arranged in numerical order for 
quick reference and represent almost 
a 100 percent coverage of all small 
press parts. A regular periodic inspec- 
tion of the drawers by the mainte- 
nance superintendent assures, with 
few exceptions, that an adequate stock 
is always at hand and no time is lost in 
securing them. 

In addition to spare parts for the 
productive and delivery equipment, 
we carry quite an inventory of various 
sizes of black-pipe, all black-pipe fit- 
tings, copper pipe and tubing, and all 
of the copper fittings plus various 
valves and steel used by us in con- 
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CLAYTON 8, NEW JERSEY 





structing many of our own plant pro- 
ductive innovations. 

Part of our plant maintenance phil- 
osophy calls for putting in a new part 
where practical rather than waste 
man-hours reworking old ones, Old 
parts are never saved. 


Good housekeeping 


Good housekeeping, our fourth ob- 
jective, is essential to a well-main- 
tained plant. How many of us would 
be proud to escort the staffs of both 
AIL and NID through our plants? 

I have outlined to you how our lu- 
brication schedule is followed to the 
letter every Saturday morning. How- 
ever, a weekly cleaning schedule is 
just as rigidly followed. Every piece 
of washroom equipment is polished 
every six to eight weeks with the man- 
ufacturer’s specified metal polish used 
at the factory. This brings up the lus- 
ter on each piece of equipment and 
then we finish it off with a special 
silicone compound that we have found 
to be very effective in between these 
major polish jobs. Every week, each 
piece is wiped down. This routine 
has completely eliminated the need 
for steaming and hand buffing. 

The exposed working parts of all 
presses are completely cleaned with 


drycleaning solvent every other week. 
This includes the framework and such 
parts as the springs and master air 
valves. This procedure, or a routine 
comparable to it, is followed through- 
out the plant on all productive equip- 
ment. 

Most of our flooring is hard maple 
and is swept down daily. We have re- 
cently started to use a protective plas- 
tic coating painted on the floor which 
makes it much easier to clean and in- 
sures greater longevity. 

The Saturday-morning routine in- 
cludes blowing down lint with com- 
pressed air hoses in every part of the 
plant. An industrial vacuum cleaner 
is used to get at inaccessible places. 

The boiler-room floor is kept paint- 
ed and mopped as well as that of the 
room housing the air compressors 
and refrigeration equipment for our 
cold storage vault. The floor of the 
vault itself, which is 20 by 60 feet, 
is kept spotless. 


Adequate tools and equipment 


The fifth and final keystone for a 
successful and competent maintenance 
program is adequate tools and main- 
tenance equipment, Another of our 
little philosophies is the fact that we 
firmly believe you can’t do a first- 
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class job without proper tools. The 
tooling and equipping phase of our 
program is another story in _ itself 
which we regard as an essential in- 
vestment. 

Our maintenance shop itself is di- 
vided up into five sections of varying 
size. The first section comprises 
all the tools and protective equip- 
ment necessary for either acetylene or 
electric welding. This has paid for it- 
self many times over. The second part 
is comprised of the modern general 
maintenance and repair-work area in- 
cluding such items as all small hand 
tools, iathe, power hack saw, pipe 
threader, and dozens of other tools 
and equipment too numerous to men- 
tion. The third part of the shop con- 
tains the electrical repair department 
and all tools, testing equipment and 
electrical parts stock. The fourth bay 
is where most of the stock of large 
parts and maintenance supplies are 
neatly stocked on steel shelving. 

At the end of the shop the mainte- 
nance superintendent has his office 
where all equipment records and files 
full of catalogs and information rela- 
tive to the maintenance of buildings, 
grounds, equipment and the fleet are 
kept. This setup allows for a smooth 
and efficient workflow within the shop 
itself. 


Cost is worth while 


This completes the functions and 
structure of the maintenance organism 
within our organization. It is very true 
that all of this costs money, but not 
in the exorbitant amounts that you 
may be thinking of. Both American 
Institute of Laundering and John Car- 
ruthers & Company have graciously 
furnished me with the average costs 
as reported in 1956 by plants doing 
both laundry and drycleaning and 
having an average weekly sales vol- 
ume over $10,000. The comparison 
with Robison & Smith is as follows: 

The expenditure of other plants for 
repairs and maintenance to buildings 
was .49 percent. Robison & Smith’s 
cost was less at .45 percent, Other 
plants spent 1.01 percent of sales on 
repairs and maintenance to their ma- 
chinery, while we at Robison & Smith 
spent only .89 percent. Other profita- 
ble plants with average weekly sales 
in excess of $10,000 only spent 1.48 
percent for maintenance wages, while 
in Gloversville we spent 1.95 percent 
for some well trained and highly com- 
petent personnel. It all adds up to the 
fact that other plants our size spent 
a combined total of 2.98 percent of 
their sales for maintenance labor and 
repairs, while we spent 3.29 percent 
or a slight difference of .31 percent. 

However, when I see our preventa- 
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tive program and the amount of work 
produced as compared with several 
plants that I have visited, there is 
no doubt in my mind that dollar for 
dollar we are realizing a far greater 
comparable return from this invest- 
ment. When you consider, for in- 
stance, that since 1949 not a single 
electric motor (and we have over 
300) has burned out due to dirt or 
lack of lubrication, we firmly believe 
that a well-organized preventative 
maintenance program pays dividends. 

The indirect results are that the 
downtime on our presses (which num- 
ber about 73) has been practically nil. 


It is a rare occasion when we have to 
make a road call for any of the fleet. 
We have automatically extended 
greater longevity to our machinery, 
electric motors, delivery fleet and the 
plant in general. 

The neat appearance of a plant and 
its equipment, inside and out, results 
in better working conditions for our 
employees and certainly leaves the 
visiting public with a much more fav- 
orable impression of our industry than 
it may have previously held. All of 
this return is intangible and cannot be 
measured in terms of dollars and 
cents. O00 











Low Cost 


<cne>~=—s« AIR CONDITIONING 
FOR LAUNDRY AND DRY CLEANING PLANTS 


Mr. Harold Bender, General Man- 
ager of the Swiss Cleaners, In- 

Ke Ineli, , says: “| have 
seen @ temperature reading in 
my plant of 120° F, at the hot 
heads, and after turning on units 
we had an 85° F. temperature 
of the air coming to the operator 
as he or she is working. That 
condition gives you the produc- 
tion that is necessary in extreme 
HOT WEATHER. A temperature 
drop of 30° F. gives you ideal 
employee relations and a much 
better QUALITY of work for hap- 
pier customers." 





GUARANTEED AIR CONDITIONING 


COOLING PERFORMANCE GUARANTEED ON FACTORY APPROVED PLAN ... 
OR WE WILL ACCEPT A RETURN OF THE EQUIPMENT WITHIN 30 DAYS AT 


| FULL VALUE AND REFUND IN CASH. Guaranteed to SUPPLY 100% FRESH— 


VITALIZED Air—COOLED 10 deg. F to 18 deg. F BELOW the OUTSIDE air temperature 


when it is 90 deg. F. or HIGHER outside. 
| 1957 — NEW ARMCO 


NOW! 


ALUMINUM-ZINC RUSTPROOFED UNITS! 


| Let our engineering department make a complete survey of your needs and furnish you with 


| a blue-print air conditioning layout . . . without cost to you! 





BEAT THE HEAT 
DO IT NOW! 


The OLDEST exclusive mfr. of 
Evaporative Coolers in the 
United States. 


GET THE FACTS TODAY! 


AIR COOLING ENGINEERING COMPANY 
P. O. Box 744 
Evanston, Illinois 


Send me complete details on how to increase my 
plant production during hot summer months. 








from the 


ALLIED TRADES 











Nicholson Acquires Hoffman Rights 


W. H. Nicholson & Co., 
Wilkes-Barre, Pa., has com- 
pleted final arrangements for 
the acquisition of exclusive 
rights for the production and 
distribution of the entire line 
of laundry, drycleaning and 
pressing equipment previously 
sold under the name and trade- 
mark of the U. S. Hoffman Ma- 
chinery Corp., New York, N. Y. 

W. H. Nicholson & Co., is a 
leading manufacturer of steam 
specialty equipment and metal 
partitions, with plants located 
in Wilkes-Barre and sales offices 
in 98 principal cities. The com- 
pany has been in business for 
more than 75 years. 

For the past two years 
Nicholson has been the sole 
manufacturer of Hoffman equip- 
ment, while U. S. Hoffman han- 
dled sales and distribution, The 
present field distribution organ- 


ization for this equipment will 
be maintained by Nicholson. 
The Hoffman brand name will 
be retained. 

“Established Nicholson poli- 
cies will prevail in the opera- 
tion of this expanded activity,” 
A. E. Nicholson, Jr., president, 
stated. “We will maintain high- 
est quality standards in mate- 
rials and fabrication. We will 
strive for continued product 
performance through engineer- 
ing, research and development 
designed to anticipate customer 
requirements. We will inaugu- 
rate greatly improved service 
standards to insure prompt at- 
tention to the needs of custom- 
ers and will institute a nation- 
wide organization of service 
representatives for the training 
of local service personnel, to 
assure continuity of customer 
operations.” 


Wyandotte Advances Anderson and Murray 


Two promotions have been 
reported by W. B. Appleby, 
manager of the Laundry and 
Textile Department of the J. B. 
Ford Division, Wyandotte 
Chemicals, Wyandotte, Mich. 
Richard V. Anderson, left, was 
promoted to assistant manager 
of the department and James 
W. Murray, center, was trans- 
ferred from Tampa to be assist- 
ant to the manager of the Laun- 
dry and Textile Department. 
Mr. Appleby is seated at the 
right. 

Mr. Anderson joined Wyan- 
dotte as a sales-service repre- 
sentative in 1952 following 14 
years with a well-known laun- 
dry plant. He has operated his 
own plant, has studied business 
administration at the University 
of Buffalo and joined the home 
office staff of the company less 
than a year ago. 
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Mr. Murray studied at Cum- 
berland University. Before be- 
ing transferred to the home 
office he was a_sales-service 
representative in Richmond, 
Va., and in Tampa, Fla. 


Cowles Adds To Sales Staff 


Jerome C, Friedman is the 
new Cowles technical man in 
metropolitan Chicago. His ap- 
pointment was announced re- 
cently by W. J. Schleicher, 
laundry chemical department 
manager, Cowles Chemical 
Company, Ohio. Mr. Friedman 
was graduated from Roosevelt 
University and also attended 
the University of Illinois. He 
has extensive experience in the 
commercial and _ institutional 
laundry fields. 


Carman-Conley Names Smith, 


RICHARD P. SMITH 


The appointment of Richard 
P. Smith as sales representative 
in Indiana has been announced 
by J. Robert Conley, vice-presi- 
dent of Carman-Conley, Inc., 
Chicago, Ill. Mr. Smith was 
formerly employed by a leading 
allied trades supply manufac- 
turer and is well known in the 
Indiana territory. He is a grad- 
uate of Lafayette College. 


DeLashmit 
{ 





ROBERT DeLASHMIT 


At the same time it was an- 
nounced that Robert DeLash- 
mit has been given the post of 
office manager of the Indian- 
apolis branch. He will be in 
charge of all office and ware- 
house management at this lo- 
cation. A graduate of Purdue 
University, Mr. DeLashmit has 
been an associate of Carman- 
Conley for the past three years. 


Mathieson Steps Up Hypochlorite Production 


Plans for a 25 percent in- 
crease in capacity for the man- 
ufacture of HTH high-test cal- 
cium hypochlorite have been 
announced by the Industrial 
Chemicals Division, Olin Math- 
ieson Chemical Corporation, 
Baltimore, Md. 

The new capacity will be ob- 
tained through modernization 


and addition of equipment at 
the company’s existing HTH 
plant at Niagara Falls, N. Y. 
Completion of the work is 
scheduled for early fall. 
HTH is sold by Olin Mathie- 
son in various forms for laundry 
and textile bleaching, water 
purification, odor control and 
sanitizing of equipment. 


Prosperity Announces Staff Changes 


The Prosperity Company, 
Syracuse, N. Y., has promoted 
Walter C. Cooper to district 
sales manager for its metropoli- 
tan New York, New Jersey and 
Philadelphia area. 

Walter C. Cooper, manager 
of Prosperity’s New England 
district, was promoted to the 
district managership of _ this 
East Coast territory formerly 
handled by S. G. Braun, Inc., 
a Jersey City distributor. Syd- 
ney Weinryb, former sales man- 
ager for Braun and more re- 
cently acting in this capacity 
for Prosperity, was named as- 
sistant district manager of this 
new setup. 

Mr. Cooper's headquarters 
are located at 404-414 Tonnele 
Ave., Jersey City, N. J. 

Prosperity sales representative 
George W. Cooper was pro- 
moted to his brother’s post as 
district manager in New Eng- 
land. 

William R. Morgan, general 
sales manager, who made the 


announcement, said additional 
servicemen will be added to 
Mr. Cooper’s territory so that 
Prosperity customers will have 
better service. 

Mr. Morgan has also an- 
nouced the appointment of Sid- 
ney Licht as sales representa- 
tive for the Jersey City office. 
Mr. Licht formerly owned 
Licht’s Kleen Rite Stores, Inc., 
of Brooklyn, N. Y., and was as- 
sociated as field technician and 
salesman with a chemical and 
machinery firm, respectively. 


Ald Moves Dallas Branch 


The Dallas (Texas) branch 
of Ald, Inc., Chicago, Ill, has 
been moved into a new 7,500- 
square-foot brick building in 
Brook Hollow industrial district. 
District Manager O. G. An- 
drews announced that the new 
location is at 8202 Chancellor 
Row. 

Continued on page 86 
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A message of importance 


CALLAWAY MILLS, INC. announces the exclu- 
sive distribution of Rockweave Laundry Textiles 
in the states of Ohio, Indiana, Kentucky and 
West Virginia by FRY BROTHERS COMPANY, 
3600 CARDIFF AVENUE, CINCINNATI, OHIO 


ROCKWEAVE 


LAUNDRY TEXTILES 


offer you: 1 The original knitted nylon laundry net, CALLANET. 


2 Rockweave double-filled padding, doubly absorbent, buoyant, 
doubly efficient. 


3 The 550 pound tensile strength #3 obs 
apron duck, for supreme wear. ~allaway Mills — 


4 The new stainless steel wool knitted om York 
padding, sensational dollar-saver! 


Get the full Doliar-Saving Facts from Fry Brothers Co.—or from your own Rockweave Distributor. 
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Callaway Policy Change 


The Rockweave Division, 
Callaway Mills, Inc., New York, 
N. Y., has announced a change 
from its traditional policy of 
direct sales to a new system 
using laundry supply distribu- 
tors throughout the country. 
Direct sales will be retained by 
Rockweave in the South and 
Middle Atlantic States. 

To date the list of Rockweave 
distributors includes the follow- 
ing: Austin Supply Co., Austin, 
Tex.; M. M. Baddeley, Inc., 
Pittsburgh, Pa.; W. P. Ballard 
& Co., Houston, Tex.; Capitol 
Chemical & Supply Co., Little 
Rock, Ark.; Carman-Mitchell- 
Wing Co., Stoneham, Mass.; 
H. H. Coleman Co., St. Louis, 
Mo.; Frontier Alkali Corp., 
Buffalo, N. Y.; The Fry Brothers 
Co., Cincinnati, Ohio; Lasco 
Supply Co., Dallas, Tex.; John 
P, Lynch Co., Los Angeles and 
San Francisco, Calif.; Scientific 
Supply Co., Denver, Colo.; The 
Speare Co., Chicago, IIl.; Supe- 
rior Products Co., Somerville, 
Mass.; Van Waters & Rogers, 
Inc., Seattle, Wash. 

The new system will be com- 
pleted shortly with the signing 
of additional distributors in cer- 
tain areas, At the completion 
of final arrangements a full- 
page ad will be scheduled as 
an announcement to the laun- 
dry industry. 


Cowles Awards Trips 


W. M. Amold and W. G. 
Brawner placed first and sec- 
ond, respectively, in the race for 
luxury trips awarded this spring 
by Cowles Chemical Company, 
Cleveland, Ohio. Both are mem- 
bers of Cowles’ laundry chemi- 
cals sales department. 

Mr. Arnold, who serves the 
New England territory, ex- 
ceeded his 1956 sales quota by 
the greatest amount of any of 
the 65 salesmen employed by 
Cowles in a companywide na- 
tional sales contest. He and his 
wife will spend a week in Ber- 
muda with all expenses paid by 
Cowles. 

Mr. Brawner, who has headed 
Cowles’ laundry chemical de- 
partment for the past eight 
years, exceeded his 1956 sales 
quota by the second greatest 
amount. He and Mrs, Brawner 
will spend a week at the Green- 
brier Hotel, White Sulphur 
Springs, W. Va. This will be 
their second trip of this kind. 
As a reward for Mr. Brawner 
holding first place for five years, 
they were given a California 
vacation three years ago. 
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Hoffman Rejoins Wichita 


ART HOFFMAN, JR. 


A. H. Hoffman, president of 
Wichita Precision Tool Co., 
Wichita, Kans., has announced 
the return of Art Hoffman, Jr., 
to the company. He will serve 
in a sales-supervisory capacity. 

Art Hoffman has seven years 
previous sales experience with 
Wichita, His new position will 
be concerned with the sale and 
promotion of the Adjusta-Form 
form finishers and Pil-O-Bar 
pillow renovators. 


Office Manager Assigned 


OSCAR M. LEWIS 


J. A. Coleman, 
Small Equipment Company, 
Cincinnati, Ohio, has  an- 
nounced the appointment of 
Oscar M. Lewis as office man- 
ager and special assistant. 

Mr. Lewis has served as 
auditor of the parent firm, The 
American Laundry Machinery 
Company, for the past 25 years. 
During that time he acted as 
efficiency consultant to laundry 
and drycleaning plants through- 
out the country. Mr. Lewis 
served as an officer in the Army 
Finance Department during 
both world wars, recently re- 
tiring from the active reserve 
with the rank of colonel. 


manager, 


Southern Kraft 
Manager Named 


James D. Griggs has been 
named Southern district sales 
service manager for kraft paper 
and bags for the Forest Prod- 
ucts Division, Olin Mathieson 
Chemical Corporation, it has 
been announced by Robert 
Foster, Southern district sales 
manager for kraft paper and 
bags. 

Mr. Griggs, who will make 
his headquarters in Atlanta, 
Ga., had been sales order clerk 
in the division sales offices at 
West Monroe, La. 


International Milestone 


This year International Har- 
vester Company, Chicago, IIL, 
is celebrating its fiftieth anni- 
versary in the motor truck man- 
ufacturing business. From its 
first year’s production of 73 
“Auto Wagons,” the company 
has grown to be the world’s 
fourth largest manufacturer in 
the automotive field, although 
it produces no passenger cars. 
It ranks third in the nation in 
volume of truck sales and leads 
the industry in production of 
heavy-duty, six-wheel and 
multi-stop trucks. 


Parker Elects New Officers 


Sid E. Dannenhauer has been 
chosen as new president of the 
Sid E. Parker Boiler Company, 
Inc., Los Angeles, Calif. Mr. 
Dannenhauer is also general 
manager. 

Sid E. Parker, chairman of 
the board, also announced the 
election of other officers. Fred 
Kuhn will become vice-presi- 
dent in charge of manufactur- 
ing, Douglas W. Anderson vice- 
president in charge of sales, and 
Robert B. Black  secretary- 
treasurer and office manager. 


Hydraxtor-Zephyr Plan 
Research 


The Hydraxtor Company and 
Zephyr Laundry Machinery 
Company, Chicago, IIl., have 
announced that they are in- 
vesting approximately 15 per- 
cent of their annual sales in a 
new program of basic research 
and development into new 
equipment for the laundry proc- 
essing industry and for improve- 
ment of present products. 

The basic purpose of this ex- 
panded research program is not 
only to improve their present 
products and methods, but also 
to develop, produce and edu- 
cate the industry in the use of 


entirely new methods and con- 
cepts of laundry production to 
meet changing demands. 

The firms reveal that in addi- 
tion to working on more im- 
provements on the Hydraxtor, 
they are soon to announce a 
new approach to small-piece 
handling and folding to meet 
the needs for all size plants and 
all conditions. This concerns it- 
self not only with folding itself, 
but also with inspection and 
feeding of the small pieces into 
the ironer. Other new products 
include new methods of wash- 
ing, ironing, etc. 


New Kohnstamm Executives 


PAUL L. KOHNSTAMM 


Paul L. Kohnstamm has been 
elected president of H. Kohn- 
stamm & Co., Inc., New York, 
N. Y., succeeding Louis J. 
Woolf, who was appointed 
chairman of the board. Mr. 
Kohnstamm is the son of the 
late Lothair S. Kohnstamm, 
former president of the com- 
pany, and is a direct descendant 
of the founders. 

At the same time Robert 
Pulver was named executive 
vice-president; Robert A. Phair, 
Richard S. Carmel and Arthur 
Vogel vice-presidents; and Wal- 
ter J. Kohnstamm treasurer. 

Also elected to the company’s 
board of directors were Richard 
Kohnstamm and Herbert Hal- 


denstein. 


Wyandotte Expands 
Activities 

The technical service depart- 
ment, J. B. Ford Division, 
Wyandotte Chemicals, Wyan- 
dotte, Mich., recently expanded 
its activities. Additional labora- 
tory space has been assigned to 
the department both in Wyan- 
dotte, Mich., and Los Nietos, 
Calif, Additional personnel has 
been added to give both ex- 
panded field and _ laboratory 


service. 
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Monarch Names Alexander Distributor Representative 


The Monarch Laundry Ma- 
chinery Corp., Fort Lauderdale, 
Fla., has announced that John 
A. Alexander has become its 
national distributor representa- 
tive. Mr, Alexander is working 


closely with Monarch’s author- 


ized distributors in key cities 


throughout the country. He is | 


also in charge of the Latin 


American Export Division for 


the company. 


NEW PRODUCTS AND LITERATURE 
Continued from page 6 


the machine is capable of pro- 
ducing 300 pounds of laundry 
an hour in a space of 74 by 90 
inches. The over-all height is 
66% inches. 

Full information on_ this 
washer-extractor may be ob- 
tained from Bill Glover, Inc., 
5204 Truman Rd., Kansas City 
27, Mo. 


Stain-Removal Circulars 


Two new six-page circulars 
describing the Wilson “Go” line 
of modern stain-removal prod- 
ucts have been announced by 
the A. L. Wilson Chemical Co. 
The colorful circulars show 
briefly how each Go product 
can be used to solve stain-re- 
moval problems, such as dye 
stains, set lipstick and oxidized 
oil, ink, silver nitrate and other 
difficult types. 

The circulars can be ob- 
tained free from the A. L. Wil- 
son Chemical Co., 38 Passaic 
Ave., Kearny, N. J., or from 
Wilson jobbers. 


Automatic Oiling System 


A constant-level electro oiler 
said to eliminate variation in 
drop feeding has been intro- 
duced by the Oil-Rite Corpo- 
ration. The reason cited is that 
the oil which feeds the sight 
feed valve is always at the same 
level, maintained in the base of 
the reservoir. Its operation is 
based on the liquid seal princi- 
ple. 

The unit can be supplied 
with single or multiple sight 
feed valves for individual flow 
to each bearing. Up to 24 sight 
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feed valves can be separately | 
adjusted and settings retained | 
by means of a friction screw. | 
Drop feeding of oil to widely | 


separated bearings is controlled 


and observed from one central | 


point. 


The oiler is filled through a | 
top filler cap. A shut-off has | 


been provided which will hold 
the oil supply in the reservoir 
when the filler cap is removed. 
After the cap is screwed down 
tightly the oiler will again re- 
sume normal functioning. 


Transparent reservoirs permit | 
a visual check of oil supply at | 
Oil-resistant rubber | 


all times. 
gaskets form a seal and prevent 
leakage. 


Complete details will be fur- | 


nished by Oil-Rite Corporation, 
2334 Waldo Blvd., Manitowoc, 
Wis. 


Scale and Corrosion 
Preventive 


The Cepi Process, invented 
by a Belgian scientist, helps to 
prevent scale and corrosion in 
piping and industrial equip- 
ment. The new device passes 
water and other fluids through 
concentrated magnetic fields. 
The magnetic field induces a 
physical change in the incrus- 
tating salts which form scale 
with the result that their crys- 
talline structure is altered and 
they lose the ability to adhere 
as scale to piping and process- 
ing equipment. 

The Cepi fluid conditioner is 
made in Belgium and distrib- 
uted in this country by Cepi- 
American, Inc. It is a compact 
unit manufactured in a wide 
range of sizes from 2 g.p.m. to 
17,600 g.p.m. Since highly re- 
tentive permanent magnets are 
used, there is no replacement 
or maintenance cost, the com- 
pany claims. Besides preventing 
formation of scale, the treated 
water in contact with existing 
scale will cause many old de- 
posits to disintegrate. 

Complete information regard- 


ing this process and its applica- | 
tions may be secured from the | 


Engineering Department, Cepi- 
American, Inc., 7001 North 
Ave., Oak Park, III. 

Continued on page 88 


BUILT TO TAKE 
PUNISHMENT 


Strength & Endurance 
at low initial cost! 


Cotton 
LAUNDRY NETS 
by ANCHOR-ROME 


do the best job in your washer 


@ Stick to the wheel for thorough ‘washboard 
action’ 
Lower initial investment 
Do not snag easily 
Open LENO mesh allows greater penetration 


Proven by years of experience 


NYLON also available! 
Have you tried our nylon LENO net #803... 
now in its second year of service to many 
senietieg customers. 


Ask your scsi today about our 8 Ib. net 
#796, specially designed for diaper laundries. 


Iselin- Jefferson 
Company, Inc. 


Selling Agents 
MAIN OFFICE: 90 WORTH STREET, NEW YORK 13, N. Y. 
UPTOWN OFFICE: 1430 BROADWAY, NEW YORK 18, N.Y. 


ATLANTA GALTIMORE BOSTON CHICAGO CLEVELAND DALLAS DETROIT LOS ANGELES 
MONTREAL PHILADELPHIA = ST.LOUIS SAN FRANCISCO § TORONTO 








EXCLUSIVE ON C/L WASHERS 


YEAR 
GUARANTEE 


on the sturdy, arc-welded 


C/L Stainless 
Steel Cylinder 
se 


One of 6 exclusive C/L features, each patented 
or patent pending, and each guaranteed for 5 
years! At the critical spots where ordinary wash- 
ers customarily break down, C/L guarantees 5 
trouble-free years! 


WRITE, WIRE OR PHONE FOR FULL C/L STORY 


| soiled 


Continued from page 87 


Wyandotte Aids 


Practical washing formulas 
are included in three new circu- 
lars recently issued by Wyan- 
dotte Chemicals Corporation. 
The circulars are on Wyandotte 
Riddax, for the break on heavily 
classifications; | Wyan- 
dotte Apache, specialty soap 
builder for stain removal action, 
and Wyandotte Teko, solvent 
and emulsifier for linen supply, 
industrial and commercial laun- 


| dries. 


The company has also re- 


| leased an iron-salt-saturated test 


| swatch to demonstrate the effec- 


CUMMINGS - LANDAU 


Laundry Machinery Co., Inc. 
,305-317 Ten Eyck St. Brooklyn 6, N. Y. 
HYacinth 7-1616 


mark 


The world’s finest 
temporary marking machine 


A complete and proven system to give you greatest economy, 
ACCURACY and speed in every laundry operation 


Polymark Division 

PINNACLE PRODUCTS corp. 
188 Tarrytown Rd., Elmsford, N. Y. 
2007 Broadway, Santa Monica, Calif. 
Canada~+ Simmonds Products of Canada, Ltd. 5800 Monkland Ave., Montreal 


Write for brochure and 
name of distributor 
nearest you. 





BULLDOG 


Metal Press Pads 


LINE 


® FLAN-L-TEX 
METAL PRESS PADS 

® ASBESTEX COVERS 

NYLON PRE 


® BULLDOG 5 COVERS 


AN TOP PADS 


X. S. SMITH ... 





| tiveness of Klera-Cid. 


To obtain these aids write to 


| Wyandotte Chemicals Corpo- 


ration, J. B. Ford Division, 
Wyandotte, Mich. 


Prosperity Collar-Shaper 


A molded collar-shaper de- 
signed to produce a shirt with 
a “sleeping collar” was recently 
presented by The Prosperity 
Company. This device, recently 
developed and field-tested by 
the company, will become 
standard equipment on Pros- 
perity’s line of folding ma- 
chines. The special mold is 
electrically heated to give shirts 
a semi-flat appearance. 

The “sleeping collar” gets its 
name from the position of the 
collar after being pressed and 
folded. The company claims the 
collar cannot curl up in use and 
that packaging will not wrinkle 
it. Higher production and more 
space for storage are other im- 
portant factors, according to 
Prosperity. 

A polyethylene or cellophane 
bag placed over the shirt while 
it is still mounted on the fold- 
ing machine will speed up pro- 
duction by eliminating handling 
of the conventional board, band 
and collar support. With this 
method Prosperity states that 
six shirts can be packaged in 
the space normally required for 
four. 

Address further inquiries to 
The Prosperity Company, 125 
Marcellus St., Syracuse 1, N. Y. 


‘Indiana “Wing Ding” Set for May 


The “Spring Wring Ding” of the Indiana Quick Service 
Service Laundry Association will be held May 17-18 at the 

| Warren Hotel, Indianapolis, Ind. The announcement was 
' | made by Aram Richards, president of the organization. 


Mock Meeting on LSA Convention 


Shown above is the board of directors of the A-Z Linen 
Supply Company. The board of this imaginary company met 
in Chicago for two days to agree on the topics they will dis- 
cuss at their appearance on the business program at the 
forty-fifth annual convention and exhibit of the Linen 
Supply Association of America, to be held in the Ambassa- 
dor Hotel, Atlantic City, N. J., May 6-9. Problems common 
to all linen suppliers will be discussed at that time. 

At their appearance on the convention program, the “di- 
rectors” will present various projects for their “company,” 
and the audience will act as the stockholders, voting on all 
issues before the “board.” 

From left to right: R. R. Steiner, chairman (American 
Linen Supply Co., Salt Lake City); Joseph R. Schuh (Atlas 
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Linen and Towel Service Co., St. Louis); Crosby Graham 
(Morgan Service, Inc. Chicago); Louis Zipperman (Com- 
munity Linen Rental Service, Los Angeles); William B. Troy 
(General Linen Supply and Laundry, Inc., Brooklyn, N. Y.), 
and H. B. Mosler (Crown Coat, Apron and Towel Service 


NEW! this big, 


Co., Philadelphia). A similar panel was a featured attraction | 


at the Association’s convention last year. 


New York Raises Minimum Wage 


Isador Lubin, New York State industrial commissioner, | 


has announced new minimum wage standards in both the 
laundry and cleaning and dyeing industries. The orders, 
effective April 17, 1957, provide minimum wage levels of 


90 cents an hour immediately, and $1 an hour as of October | 


1, 1958, for full-time workers in the two industries. 


The new laundry wage order establishes a minimum | 
weekly wage for those working over 30 hours a week of | 
$33.60 immediately and $37.33 after October 1, 1958. For | 
those working less than and up to 30 hours a week, a part- | 


time rate of 5 cents more than the basic hourly rate is estab- 


lished. The order also provides an overtime rate of one and | 
one-half times the appropriate hourly rate, to be paid after | 


40 hours in any week. 


The new standard supersedes those contained in wage | 
orders set up in 1953 which set a 75-cent basic hourly mini- | 
mum in the laundry industry, The order embodies the | 


unanimous recommendations of a wage board composed of 


nine members with equal representation of labor, manage- | 


ment and the public. 
Industry representatives on the laundry board were 


Adolph N. Weiss, Brooklyn, president, Utility Laundry | 


Service, Inc.; George E. Knowlton, Jr., Binghamton, presi- 
dent, Binghamton Laundry, Inc.; William A. Troy, Brooklyn, 
Cascade Laundry Company. 


“Best Things” Win 
Free Registration 


To add interest to its forthcoming convention the Pennsyl- 


vania Laundryowners Association is sponsoring a contest. | 
To win a free registration to the convention, laundryowners | 


are asked to describe in writing “The Best Thing I’ve Done 
in the Past Year” in the laundry business. Entries should be 


made through an allied tradesman, who will also receive a | 


free registration for sending in the winning lines. 


The convention is scheduled to take place May 23-26 at 


Shawnee-on-Delaware. 


AIL To Issue Spot Films for TV 


If a minimum of 100 member laundries cooperate, the 
American Institute of Laundering will soon begin produc- 
tion of a series of 16 mm. spot TV films. 

“Storyboards,” sample pictures and copy for the films 
have been mailed to AIL’s entire membership. The films are 
available to any member on a “first come, first served” basis. 
Orders received from any firm will be checked to make cer- 
tain no other firm in that city is showing the series. Only 
with the express consent of the original firm will the films be 
sold to a second firm in that city. 

The series will consist of ten films—two 60 seconds long, 
five 20 seconds long and three will run for 10 seconds. The 
films will be tailormade for the individual laundry, giving 
plant identification. 

Flicka Films in Chicago will produce the series at an 
initial cost of $10,000. If 100 laundrymen participate in the 
plan, individual production costs will be $100 each. Each 
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data book... 


A VALUABLE AID FOR 
SHOP FOREMAN, 
AND PURCHASING AGENT 


Valuable 


information 


" DARNELL 


SNL | 
Write for yours today! 


Enjoy the advantages of easily 
movable equipment, full protec- 
tion of floors and the elimination 
of damage to equipment due to 
wracking — at no additional ex- 
pense over ordinary casters 
and wheels. 


Ly LF LY LS LF LF i LF 
DARNELL CORPORATION, LTD. 


DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 











These helpful booklets 
Can Show YOU HOW To: 


» Solve special problems 
> Train new help 


> Make more money 


. “How To Clean Cotton Rugs” 
2. “Manual for Training Silk Finishers” .. . . 


3. “The Laundry Primer” 
ABC’s of washroom operation 


4. “Storage for the Drycleaner” 


. “Guide to Plant Layout"’ 
making the drycleaning plant more efficient 


. “How To Train Finishing and Folding 
Operators in the Laundry” 


. “Manual for Training Wool Finishers” 
the complete job on all types‘of garments 


. “Guide to Construction and Remodel- 
ing of Drycleaning Plants” 


. “How To Build a Greater Demand for 
Your Professional Laundry Services” 


. “Advertising That Builds and Holds 


. “Fur Book” 


complete textbook on cleaning, repairing 
and remodeling furs. 


. “Legal Decisions for the Drycleaner”’ 
. “The Charged-System Roundup” 


To order, check number and mail coupon. 
Special rates on quantities quoted on request. 


S-4 
STARCHROOM LAUNDRY JOURNAL 
305 East 45th Street, New York 17, N. Y. 

Send books indicated aatow. 
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UNIPRESS 


1 OR 2 GIRL 
SHIRT FINISHING UNIT 


Speeds up production, cuts down on extra 

equipment investment. Advanced features 

assure top goality shirt finishing. Easy opera- 

toe. - simple design .. . saves floor space. 
Write for complete details. 


Finer Finishing Faster with 
Zhe UNIPRESS @. 


2814 Lyndale Avenue 
BL 3. 8, Bi ry 


Provides More 
TOP QUALITY 
Shirts Per Hour! 


























plant will pay another $50 for prints including plant identifi- 


cation tailored into the film, making a total of $150 for a set 
of 10 TV spots ready for use. More than 100 laundries par- 


| ticipating will make the individual cost proportionately 


lower. 
Production will be started as soon as commitments are 


received from 100 firms. Laundrymen interested are urged 
to send their orders to the American Institute of Laundering, 
Joliet, Ill., promptly. 


AIL Graduates 35 Students 


Thirty-five students completed the identification and 
washing course of the laundry management school at the 
American Institute of Laundering, Joliet, Il]. The course was 
the first of five consecutive two-week subjects in laundry 
education being offered by the Institute. 

Pictured left to right are the students and AIL staff in- 
structors. 

Front row: Keith Robertson, Robertson’s Laundry, Saulte 
St. Marie, Mich.; J. Maurice Valade, Parisian Laundry Com- 
pany, Inc., Montreal, Can.; Jim Tollison, Okmulgee Laundry 
and Dry Cleaners, Okmulgee, Okla.; Elizabeth Athan, Cen- 
tral Laundry Inc., Joliet, Ill; Charles Kourvelas, Model 
Laundry-Cleaner, Memphis, Tenn.; Frank L. Hooper, Rice 
Hotel Laundry, Houston, Tex.; Stanley E. Warner, Cusack 
Cascade Laundry-Drycleaners, Sioux City, Iowa, and Justo 
Encina, Chile. 

Second row: B, J. Keer, Base Laundry, Larson Air Force 
Base, Washington; Wallace T. Huizenga, Monarch Laundry, 
Chicago; Roland L. Brown, Royal Linen Service, Gaylord, 
Mich.; Henry Agyeman, New York City; Patrick Rohn, 
French Hand Laundry Company, Chicago; W. E. Gaffney, 
Lever Brothers Company, Edgewater, N. J.; Marvin O. 
Fraysure, Central State Hospital, Lakeland, Ky., and Roy 
Bruhlman, Maple City Laundry, Chatham, Ont., Can. 

Third row: Charles F. Thompson, Clanton Laundry and 
Cleaning Co., Clanton, Ala.; Neil S. Cooper, Eastern State 
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Hospital, Knoxville, Tenn.; Robert Stevenson, AIL special 
representative; Floyd Bump, Rainbow Laundry, Macomb, 
Ill.; William W. Sibley, Our Lady of Lourdes Hospital, 
Binghamton, N. Y.; Val Kononoff, University Hospital, 
Saskatoon, Sask., Can.; Ernest F, Baker, Acme Laundry Co., 
Chatham, Mass., and Robert L. High, Keever Starch Com- | 
pany, Columbus, Ohio. 


Fourth row: Norman Duckworth, manager, AIL Certified | 


Washable Seal laboratory; Carl G. Hayes, Dixie Dryclean- 


CHANDLER 


SEWING MACHINES 


ers and Laundry, Raleigh, N. C.; C. Dale Discher, Baxter | 


Laundries, Inc., Grand Rapids, Mich.; Theodore Stallings, | 
Eastern State Hospital, Knoxville, Tenn.; Charles Flutcher | 


III, Colorado Laundry, Pueblo, Colo.; Robert F. Bernhard, 
Pioneer Soap Company, Inc., San Francisco; Roger Cocivera, 
Associated Laundries of America, Utica, N. Y.; Richard 
Ludwig, Dubuque Laundry and Dry Cleaners, Dubuque, 
Iowa, and Jack W. Campbell, Ideal Troy Cleaners and 
Launderers, Peoria, Ill. 

Fifth row: Robert Dolhof, AIL Education-Personnel de- 


partment; Barrie Cooper, Apex Coat-Apron & Linen Supply | 


Co., Philadelphia; William F. Gulliford, Whiteway Laundry, 
Ltd., Kamloops, B. C., Can.; Lee Johnston, manager, AIL 
Production-Engineering laboratory; George Johnson, AIL 
vice-president; Harry Jones, Pioneer Laundry Corporation, 
Washington, D. C.; A. L. Christensen, manager, AIL Pro- 
duction-Engineering department; Russell Rose, AIL Produc- 
tion-Engineering department, and Cecil M. Lanham, direc- 
tor, AIL Education-Personnel department. 


Indiana Group 
Plans New Program 


To increase its usefulness to members the Indiana Dry 


Cleaning and Laundry Institute has taken two steps. 


First, the group has appointed William B. (Bill) Clayton 
as executive secretary. Mr, Clayton is a graduate of the Uni- | 
versity of Oklahoma and has attended graduate courses in | 
his field at Harvard and Michigan State Universities. He is | 


also a graduate of the AIL and the NID and has managed 
his own plant. 


Second, the Institute is developing some new activities. It | 


will provide personal, on-the-spot assistance to members on 
plant problems. It will set up week-end clinics and schools 


to explain the latest in techniques and methods with quali- | 


fied personnel to demonstrate. A bulletin service will also 
be provided. 
Group insurance, a textile analysis service, proposed legis- 


lative activity and a centralized headquarters for information | 
pertinent to the industry are among the other services to be | 


offered by the Institute. 


AIL Management Conferences 
Scheduled 


The American Institute of Laundering is arranging three | 
additional management conferences for May and June. The | 


first is to be a general management conference and will be 


held at Joliet May 6-10. The second is an office management | 
course to be held in Chicago the week end of May 25-26. | 
The third, also to be held in Chicago, will be a sales manage- | 


ment course on June 7-9. 


Applications are now being taken for the fall laundry | 


course to begin September 16, with a two-week course on 
laundry identification and washing. Other two-week subjects 


include laundry finishing, sales and advertising, office opera- | 


tions and general management. 


For further details on these courses laundrymen should | 


write to AIL’s Membership Department, Joliet, Ill. 
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For Darning and Mending 
Button Sewing 
Tailoring and Plain Sewing 
Cuff Tacking 
Blind Stitching 


Write for Free Trial Offers! 


CHANDLER 


MACHINE COMPANY 
AYER, MASS. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 








/ CHALLENGE 
Tumbler 


FULLY-DRIES 
800 Ibs. 


PRE-CONDITIONS 
2400 Ibs. Per Hour 


AUTOMATIC OPERATION 
CHALLENGE MANUFACTURING CO. 


7400 East Bandini Blvd., Los Angeles 22 
Telephone: RAymond 3-1301 


Per Hour 

















THERMO-SEAL 
TEMPORARY IDENTIFICATION 
MACHINE FOR LAUNDRIES 


@ EASY TO USE @ QUICK SEAL @ 


12 A Bd THEREO SEAL gAG 


LARGEST ASEAL. FAG 

BUNDLE NUMBER 
Precision placement of tags. Tags seal 
flat even over seams. Easy regulation 
for proper sealing pressure and timing. 
Streamline your identification with 
Thermo-Seal efficiency . . . wire or 
write for full information. 


TEXTILE MARKING MACHINE CO., INC. 
2204 ERIE BOULEVARD, EAST 
SYRACUSE 1 NEW YORK 
































See your dealer for details. 
Models available in 10, 15, 


BOCK LAUNDRY MACHINE CO. 


BOCK 


Bock Model M-100 now featuring 


EXTR 


C7/ON 


25, 50 lb. capacity. 


Toledo 2, Ohio 











FOR QUICK-SERVICE PLANTS 


Key-Tag’s Model A-I5 


FLAG CHECKING 


Ne 
Bee, SYSTEM 


@ faster handling 
@ no “human error” 
@ use “green” labor 


FLEXIBLE—FITS YOUR PRESENT SYSTEM 
WRITE TODAY FOR FREE FOLDER 


KEY-TAG CHECKING SYSTEM CO. 


6505 HOUGH AVE., CLEVELAND 3, OHIO 





Convention Calendar 


Ohio Laundryowners 
Association 
Van Cleve Hotel, Dayton, 
Ohio, April 25-26, 1957 


Maryland, District of Columbic 
and Virginia Laundryowners 
Association 
Chamberlin Hotel, Old Point 
Comfort, Virginia, April 28- 

30, 1957 


Alabama Laundry and 
Cleaning Club 
Buena Vista Hotel, Biloxi, 
Mississippi, May 2-3, 1957 


Southern Laundry and 
Cleaners Association 
Buena Vista Hotel, Biloxi, 

Mississippi, May 2-3, 1957 


Linen Supply Association 
of America 
Ambassador Hotel, Atlantic 
City, New Jersey, May 6-9, 

1957 


Pacific Northwest Lauynderers 
and Dry Ci s A iation 
Olympic Hotel, Seattle, Wash- 
ington, May 9-11, 1957 





Laundry Owners Association 
of Montana, Southern Alberta 
and Northern Wyoming 
Northern Hotel, Billings, Mon- 

tana, May 10-11, 1957. 


North Carolina Association of 
Launderers and Cleaners, Inc. 
Fiftieth Anniversary, O’Henry 
Hotel, Greensboro, North Car- 
olina, May 15-16, 1957 


idaho Launderers and 

Cleaners Association 
Rogers Hotel, Idaho Falls, 
Idaho, May 16-18, 1957 
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Illinois Laundry Association 
Wagon Wheel Lodge, Rock- 
ton, Illinois, May 16-17, 1957 


Midwest Cleaners and 
Launderers 
(Kansas Association of 
Launderers & Cleaners and 
Associated Cleaning Services 
of Missouri) 
Robidoux Hotel, St. Joseph, 
Missouri, May 16-18, 1957 


California Laundry and 
Linen Supply Association 
Del Monte Lodge, Pebble 
Beach, California, May 16-18, 

1957 


Wisconsin Institute of 
Laundering 
Plankinton Hotel, Milwaukee, 
Wisconsin, May 17-18, 1957 


New Hampshire Laundry and 
Cleaners Association 
Eastern Slopes Inn, North 
Conway, New Hampshire, 

May 19, 1957 


Oregon State Laundry 
Owners’ Association 
Gearhart, Oregon, May 23-25, 

1957 


Pennsylvania Laundryowners 
Association 
Shawnee on Delaware, Penn- 

sylvania, May 23-25, 1957 


Laundry and Cleaners 
Allied Trades Association 
Mount Washington Hotel, 
Bretton Woods, New Hamp- 

shire, June 6-9, 1957 


Mountain States Laundry and 
Dry Cleaners Association 
Stanley Hotel, Estes Park, 

Colorado, June 13-15, 1957 


Southeastern Linen Supply 
Association 


West Virginia Laundry & 
Dry Ci s A iation 
Daniel Boone Hotel, Charles- 
ton, West Virginia, June 21- 

22, 1957 





Roosevelt Hotel, New Orleans, 
Louisiana, June 20-22, 1957 


Minnie E. Bell, 76, former general manager and director of 

Morey-LaRue Company, Elizabeth, New Jersey, died recently. 

Mrs. Bell retired from the firm in 1925 and held the post of di- 

rector until about ten years ago. She was a member of the Ruskin 

ae of Elizabeth, Surviving are a son, four grandchildren and a 
rother. 


William Calvin Elmore, 47, owner of Prestonette Laundry, 
Dallas, Texas, died recently. Survivors include his wife, a daugh- 
ter and a son. 


Anna O. Hoffman, 74, co-owner of Opelousas (Louisiana) 
Steam Laundry, died recently. Miss Hoffman had operated Crow- 
ley Steam Laundry before the Opelousas establishment twenty- 


five years ago. Survivors are two sisters. 


John Murphy Johnston, 62, co-owner of Lebanon (Kentucky) 
Laundry Company, died recently. Mr. Johnston had been associ- 
ated with the laundry throughout his forty-year business career, 
at first with his father, who founded the business and, since 1926, 
in partnership with his brother, Horace. A Mason, Mr. Johnston 
held many offices in the order, and was a past commander of 
Marion Commandery, Knights Templar. Survivors include an- 
other brother, living in Florida. 


Clyde J. Smith, 72, former assistant Western manager of The 
Alden Speare’s Sons Co., and later general sales manager of 
The Speare Company, died at his home in Bangor, Michigan, 
on March 13. Mr. Smith retired after 27 years of service in the 
laundry supply field and became one of the most widely known 
fruit orchard men in the United States. He was a leader in his 
community, having served as chairman of the school board and 
Municipal Water and Power Board. Surviving are his wife and 
daughter. 


Peter E. Spalding, 88, founder of Spalding Laundry & Dry 
Cleaning Company, Louisville, Kentucky, died recently. Mr. 
Spalding founded the laundry in 1896, and retired a number of 
years ago because of ill health. Survivors are his wife and two 
sons, John G., now chairman of the board of the firm, and Peter, 
Jr., president. 
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CLASSIFIED DEPARTMENT 





10¢ a word for the first insertion and 8¢ a word for each subsequent, consecutive insertion of the same ad. Advertisements set in capitals 
or bold face type 15¢ a word, first insertion, 10¢ a word for subsequent, consecutive insertions, Minimum charge—$2.00 (new or repeat). 
Help Wanted and Situations Wanted ads 5¢ a word for first insertion, 4¢ a word for each subsequent, consecutive 


insertion of same ad. Minimum charge $1.00 (new or repeat). 


Capitals or bold face type—double these rates. 


Ads including full payment must be in our hands by the first of the month. Payment shouid 
accompany all orders. Add cost of 5 words if answers are to come to a box number to be 
forwarded by us. Rates are net: not commissionable. 


Mail your box number replies to STARCHROOM LAUNDRY JOURNAL, 305 East 45th St., 





New York 17, N. Y. 





LAUNDRIES and CLEANING PLANTS FOR SALE 





SITUATIONS WANTED (Cont'd) 





THE OROVILLE LAUNDRY AND DRYCLEANERS. WELL ESTABLISHED 
IN FAST-GROWING NORTHERN CALIFORNIA COMMUNITY, LOCATED 
AT THE GATEWAY OF THE BEAUTIFUL FEATHER RIVER COUNTY 
AND SITE OF PROPOSED OROVILLE DAM. GOO DLAUNDRY AND 
CLEANING EQUIPMENT. NEW 1956 DELIVERY TRUCKS. GOOD STEADY 
VOLUME. FOR SALE WITH OR WITHOUT REAL ESTATE. P. O. Box 
#1410, OROVILLE, CALIF. 1209-2 





Laundry and drycleaning plant, Milwaukee, Wisconsin, Good clientele, 
all family work, well-equipped plant, price $40,000. My reason for sell- 
ing is to retire. Call or write—3100 West North Ave., Hi 5-2663. 1436-2 





LAUNDRY—Fisherman’s and hunter's paradise, west entrance to Yellow- 
stone Park. Established ten years in resort town of West Yellowstone, 
Montana, accommodating 7,500 people nightly. Flatwork and private- 
work equipment, cinder block building, four-room modern furnished 
house, two-room cabin. Open May 20 to October 1. Cannot open due 
to doctor's orders. Gross $18,-20,000. Nearest competitor, 65 miles. 
S & K LAUNDRY, West Yellowstone, Montana. 1466-2 





Commercial laundry. Doing real nice business in town of 22,000. Building 
is 34 x 115 ft. Good equipment. Will lease or sell the building. Can be 
handled for $7,000 down on business and equipment. Balance over five 
years—5°% interest. Six-room modern home next door can be rented or 
bought. Write: Schuette’s Laundry, 921 Fourth St., Columbus, Indiana. 

1462-2 





Modern laundry and drycleaning plant. Excellent location fast-growing 
San Francisco peninsula, grossed $300,000 in 1956. Owner retiring. AD- 
DRESS, Box 1465, STARCHROOM LAUNDRY JOURNAL. -2 


Central Florida—Complete laundry, drycleaning and rug shampooing 
plant, over $40,000 gross business. Price $39,500 with real estate. AD- 
DRESS, Box 1149, STARCHROOM LAUNDRY JOURNAL. -2 








Complete small laundry in center of fast-growing Virginia town for sale. 
Wish to retire. Room for expansion and drycleaning. ADDRESS, Box 
1201, STARCHROOM LAUNDRY JOURNAL. -2 


Enjoy living profitably in MAINE, Efficient and profitable laundry in 
growing area. Only other plants 35 and 60 miles away. Near major 
cities. Owner going fishin’. ADDRESS, Box 1502, STARCHROOM LAUN- 
DRY JOURNAL. -2 


FOR SALE Commercial and domestic laundry with drycleaning agency 
in Texas Panhandle. Present volume will gross $70,000 plus annually and 
growing. First $26,000 buys all. ADDRESS, Box 1504, STARCHROOM 
LAUNDRY JOURNAL. -2 














SITUATIONS WANTED 


Laundryman with 16 years experience, desires job as washman. Good at 
maintenance and know boilers. I am 42 years old and very dependable 
worker. Can work as assistant to supervisor or foreman. Reply to Laundry 
Man, 14037 Bee Street, Dallas 34, Texas. 1499-5 








PROGRESSIVE AND AGGRESSIVE laundry manager experienced in com- 
mercial, family and institutional laundries, climbed ladder from bottom 
up. Plant experience, routeman, sales supervisor, then production man- 
ager. ADDRESS, Box 1500, STARCHROOM LAUNDRY JOURNAL. 5 





Universtiy-trained engineer with a full year at A.I.L. management school 
and 18 years experience in every branch of laundry, drycleaning and 
textile maintenarice desires responsible position with quality-minded 
organization. Good record of labor relations and low productive costs 
through streamlined work simplification, incentive installations and firm 
belief in the golden rule. Highest references. ADDRESS, Box 1500, 
STARCHROOM LAUNDRY JOURNAL. 5 





Laundry production manager, years experience all phases linen supply 
and steam laundries. Qualified to organize and supervise personnel. 
Guarantee successful efficient operation. Best of references. ADDRESS, 
Box 1463, STARCHROOM LAUNDRY JOURNAL. 5 
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Laundry supervisor, years experience in all phases of business. Produc- 
tion my specialty. ADDRESS, Box 1464, STARCHROOM LAUNDRY 
JOURNAL. 5 


SALES MANAGER—with proven ability, excellent background and a 
college education, would like to affiliate himself with a growing laun- 
dry and drycleaning plant in or around the New Jersey area. ADDRESS, 
Box 1455, STARCHROOM LAUNDRY JOURNAL. -5 


Would like to contact someone who is in need of a man with more than 
25 years experience in both laundry and drycleaning. Sober, reliable 
and can furnish best of references. ADDRESS, Box 1299, STARCHROOM 
LAUNDRY JOURNAL. 5 














HELP WANTED 


EXCELLENT OPPORTUNITY: For husband and wife or family in one of 
Ohio's fastest growing communities in the center of northeast Ohio’s in- 
dustrial empire. Completely equipped laundry established 40 years— 
beautiful new building; minimum overhead. Can lease building and 
owner will finance business. Price only $18,900—down payment only 
$10,000. Call or write Allen & Hartzell, Inc., 148 Main Street, Wadsworth, 
Ohio. Phone 5-2521. 1501- 7 


MANAGER—Drive-in drycleaning and shirt laundry plant under con- 
struction. Must be take-charge man—willing to work. State experience, 
education, present employment, age and present salary. No interview 
without COMPLETE information. All replies confidential. ADDRESS, Box 
1498, STARCHROOM LAUNDRY JOURNAL. 7 


CAREER AT A STANDSTILL? Tired of working in Eastern or Midwestern 
heat and cold? Tired of trying to produce miracles with outmoded plant, 
equipment and ideas? Want to live and work in wonderful Los Angeles, 
California? Want to manage a really modern and progressive laundry 
and cleaning plant with present annual volume exceeding one million 
dollars? Write full details of proved ability and salary expected. All re- 
plies held in strict confidence. ADDRESS, Box 1497, STARCHROOM 
LAUNDRY _JOURNAL, 7 


MANAGER } FOR INDUSTRIAL ‘LAUNDRY. If} you are re managerial material 
and have had experience operating a linen supply, we have a real oppor- 
tunity for you in this fast-growing organization. NATIONAL INDUSTRIAL 
LAUNDRIES, 1100 Sherman Avenue, Elizabeth, N. J. 1406-7 


PROGRESSIVE MANAGER, for New England's most modern plant, who 
has proven ability in laundry, cleaning and sales. Salary commensurate 
with your ability, $8,000 up. J. A. Baggott, Country Club, Inc., Warren, 
Rhode Island. 1332-7 


LIVE IN MIAMI? YEAR ‘ROUND? There is a place for a capable young 
laundry superintendent with one of Miami's largest and oldest laun- 
dries. Must be experienced with flatwork and family production, under- 
stand incentives and standards. Must be capable of taking over all 
plant production departments and experienced with each. If interested 
write stating your experience, references and salary expected to keep 
you happy. ADDRESS, Box 1473, STARCHROOM [ LAUNDRY JOURNAL, -7 


SALES REPRESENTATIVE. Have exoellent opportunity for capable man to 
represent manufacturer selling laundry textiles to jobbers in Midwest. 
Knowledge of laundry and drycleaning procedure desired. Salary plus 
commission and bonus. Write summary of experience and employment 
record. ADDRESS, Box 1459, STARCHROOM LAUNDRY JOURNAL. -7 


NOTICE TO ADVERTISERS 





























In order to maintain a regular publication 
schedule, all classified advertisements must be 
received no later than the Ist of the month 
in which the advertisement is to appear. 


























SALESMEN-DISTRIBUTORS WANTED 


MACHINERY WANTED 





Salesman for progressive supply and equipment firm in Denver. Good 
opportunity for experienced laundry salesman who knows modern wash- 
room procedures and can help laundries, instead of being an order 
taker. Write, P. O. Box 205, Denver, Colo. 1472-14 








MANUFACTURERS REPRESENTATIVES 


MANUFACTURERS REPRESENTATIVE—well-known dynamic operator 
with following among jobbers, salesmen in New York, New Jersey and 





WANTED, MONEL METAL WASHERS, all sizes, and any other laundry 
equipment. Interested in buying entire plants for export, highest prices 
paid. ADDRESS, Box 874, STARCHROOM LAUNDRY JOURNAL. 3 
54”, 50” and 48” Notrux extractors; 8- and 6-roll American or Troy 
ironers. Highest prices paid! ADDRESS, Box 1414, STARCHROOM LAUN- 
DRY JOURNAL. 3 
Wanted—washing equipment, 6-roll ironer, presses, tumblers, or will 
purchase entire plant, for new operation, ADDRESS, Box 1457, STARCH- 
ROOM LAUNDRY JOURNAL. 3 











Pennsylvania would like one or two additional lines of sound national 
companies. ADDRESS, Box 1501, STARCHROOM LAUNDRY JOURNAL. 
-19 


Wish to purchase 18- or 21-pocket washwheel, wood or metal, must be in 
good condition. ADDRESS, Box 1496, STARCHROOM LAUNDRY JOUR- 


NAL. 3 








PROFESSIONAL NOTICES 


CARRUTHERS’ BULLETIN—the statistical Bulletin for the laundry and 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely interest. 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. John Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical organization affiliated with John Carruthers & Com- 
pany, Accountants and Management Consultants, Boston, Hartford and 
Washington. 201-27 











BUSINESS SERVICE 


DOUBLE YOUR INCOME from your newspaper advertising by using our 
low-cost “CLEANER TOONS” and verses. For FREE proofs write: LILLY 
CARTOONS, Box 167, Long Beach, California. 1392-10 
HAVE YOU TRIED OUR EXQUISITE, FRESH, HAWAIIAN ORCHIDS? 
OUR EXPERIENCE PROVES THAT YOU WILL SHOW INCREASED SALES 
AND EXCITED CUSTOMER INTEREST. CAPITALIZE ON THE HAWAIIAN 
TREND! USE OUR MAGIC FORMULA—GIVE—HAWAIIAN ORCHIDS— 
COST AS LITTLE AS 10¢ EACH. WRITE FOR FURTHER INFORMATION. 
FLOWERS OF HAWAII, 670 S. LAFAYETTE PARK PLACE, LOS ANGELES 
57, CALIFORNIA. 1443-10 














MERCHANDISE FOR SALE 


CANVAS baskets, hampers, trucks. Write for catalog: Hy Navis, Box 
#27, Rochester 1, New York. Jobbers write. 1479-45 
MANUFACTURER SELLING OUT SURPLUS 25 x 36 NYLON NETS, $13.50 
PER DOZEN, FINEST QUALITY, SUPPLY LIMITED. L & S SUPPLY COM- 
PANY, 168 TRENTON AVENUE, WHITE PLAINS, NEW YORK. 1350-45 
ADJUSTA-FORMS rebuilt completely in every detail including new bag. 
Model P-1 Adjusta-Forms lowest price in America. Only $169 guaranteed. 
Saxe-Freeman Co., Omaha, Nebraska. 1493-45 




















SUEDE AND LEATHER SERVICE 





Wholesale leather and suede cleaning, redyeing, refinishing. Hun- 
dreds of satisfied customers in every state. Open account. Try our 
exclusive DAVOTEX process. You will become a regular customer. 
Cc. ©. D. CLEANING & DYEING CO., 1430 Harrison St., Davenport, 
Iowa. 654-13 








REPAIRS — PARTS — SERVICE 


REPAIR PARTS FOR ASHER IRONERS; GEARS ALL SIZES. Expert service 
men. Full line of Asher ironers rebuilt by men who know how. 
BAEHR LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J. 

1228-37 











CARDING WIRE 


CARDING WIRE: For curtain and blanket stretchers. G. W. ROBINSON 
CO., 36 Pleasant Street, Watertown, Mass. 3240-38 





Wanted—good condition late model Prosperity presses, cuff PO-409, col- 
lar PC-1024 or PC-924. THE SUNSHINE LAUNDRY CO., 739 Maple Ave., 
Hartford, Conn. 3 








MACHINERY FOR SALE 


60 x 96” LO-DOOR MAMMOTH CASCADE WASHER. One horizontal, 
one vertical partition, 4-pocket cylinder with hinged doors; 900 lbs. dry 
wt. capacity. Equipped with CASCADE semi-automatic washing control. 
Double-motor drive, 220-60-3 AC. Ready for quick shipment and priced 
at saving of approximately one-third the cost of new machine. The 
American Laundry Machinery Co., Cincinnati 12, Ohio. 1480-4 
20” AMERICAN SOLID CURB EXTRACTOR. Automatic Safety Cover, 
vertical V-belt motor drive, 220-60-3 AC; completely factory rebuilt. 
The American Laundry Machinery Co., Cincinnati 12, Ohio. 1481-4 
AIR-DRIVEN PRESSES: Forse 54” square-buck linen supply press; Forse 
53” tapered garment press; Forse mushroom presses. Very reasonably 
priced. Chicago Used & New Laundry Equipment Co., 3128 West Lake 
St., Chicago 12, Ill. NEvada 8-8849. 891-4 
AMERICAN and TROY 5-ROLL 100” IRONERS, ironing goods on both 
sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6766-4 
TWINRAPID ROTARY PRESS UNIT, consisting of: 51” TAPERED AS 
WELL AS MUSHROOM PRESSES. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1118-4 
CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9706-4 
Five 42 x 84” AMERICAN MASTER CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6910-4 
HIGH-SPEED EXTRACTORS, AMERICAN 17” MONEX 15” and 17” 
BOCK 20” HOFFMAN WITH MONEL BASKET. CUMMINGS-LANDAU 
Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6864-4 
SURPLUS EQUIPMENT of FINE LAUNDRY & DRYCLEANING MACHIN- 
ERY from SEVERAL PLANTS AND INSTITUTIONS. ACT FAST FOR BAR- 
GAINS! American 8-rol] 120” FLATWORK IRONER; American 6-roll 120” 
FLATWORK IRONER, 42 x 84” American Norwood Cascade MONEL 
WASHERS, 2 pockets; 42 x 96”, 3 pockets; 42 x 96”, 8 pockets, 30 x 30” 
American Cascade MONEL WASHERS; 24 x 36” American Cascade 
MONEL WASHERS; American 54” NOTRUX EXTRACTOR, 3 sets of 
MONEL CONTAINERS; American 48” MONEL OPEN-TOP EXTRACTORS; 
30” copper starch EXTRACTOR, all direct motor-driven, AC 220 volt, 
3 phase, 60 cycle. And a NUMBER of OTHER ITEMS too numerous to 
mention in this issue. WRITE, WIRE OR ‘PHONE: Sole liquidator: WIL- 
LIAMS LAUNDRY MACHINERY, 37-37 9th St., Long Island City 1, N. Y., 
STILLWELL 6-6666. 790-4 



































POWER PLANT EQUIPMENT FOR SALE 


ASHER ironers 48 x 120, 32 x 120. Rebuilt, big stock, terms. Baehr Laun- 
dry Machine Company, 29 Calumet Street, Newark 5. N. J. 9940-4 





BOILERS FOR SALE: 1—Cleaver Brooks 125 H.P. oil fired #5 oil wil. 
new tubes; 1—New Steammaster 40 H.P. water tube oil-fired, 1—Used 
100 H.P. Cleaver Brooks 125 W. P. oil-fired #3 oil. Priced very reason- 
ably. Chicago Used & New Laundry Equipment Co., 3128 W. Lake St., 
Chicago, Ill. 711-36 
BOILERS—HIGH PRESSURE: We carry a large selection of ASME Na- 
tional Board high pressure boilers—gas, oil, coal fired—ranging from 
10 to 1,000 hp., each guaranteed to excellent condition, sales sheet and 
complete data sent upon request. WABASH POWER EQUIPMENT COM- 
PANY, 31 E. Congress, Chicago, Illinois. 1245-36 
ENGBERG STEAM ENGINE GENERATOR—operate with 100 # P.S.I. 75 
K.V.A.—240 volts—3-phase, 60 cycles—180 Amp. Complete set with 
meters and panel board. Avalon Laundry Co., 7732 S. Avalon Ave., 
Chicago 19, Ill. 1470-36 
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TROY 110” SIX-ROLL FLATWORK IRONER, now in use—perfect condi- 
tion. San Antonio Laundry & Cleaners, 226 East Market St., San Antonio 
5, Texas. 1467-4 
Tumblers—seven Huebsch twins, used 6 months, steam coils, 3-phase 
motors. Bayless Diaper Service, 274 Prospect Avenue, Hartford, Con- 
necticut. 1477-4 
42 x 84” Troy and Smith-Drum Monel washers, 2-pockets, 2-doors. Ma- 
chines running in a local hospital, can be inspected. SPECIAL PRICE 
$1,995 each. Washers motor-driven, guaranteed in good running con- 
dition. Excellent buy. WILLIAMS LAUNDRY MACHINERY CO., INC., 
37-37 9th Street, Long Island City 1, N. Y. STillwill 6-6666. 872-4 
1 Hedd on Ruffle Ironer, 115 Volts, A.C. or D.C. foot rheostat control, 
hardly used. The Amy Company, 10321 Jasper Ave., Cleveland 11, 
Ohio, 1492-4 
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LIQUIDATION SALE! — GOING FAST! 





Fine Modern Laundry and Cleaning Machinery of the Charleston Laundry & Dry Cleaning Co. 
Delaware & Randolph Sts., Charleston, W. Va. —— Phone Dickins 2-8181 


TREMENDOUS BARGAINS! ACT NOW! Must hear from you by May 3rd 
All Equipment in Fine Running Condition. Electrical Specification 220 volts—3 phase—60 cycle A.C. Current 


WASHERS 

5-42 x 84 American Monel washers—motor 
driven 

5-42 x 96 American Monel motor driven 
washers 

1—42 x 96 American stainless steel stream- 
line washer (2 years old) 

1-42 x 72 American Monel metal washer— 
motor driven 

1-30 x 30 Hoffman stainless steel—motor 
driven washer 


IRONERS 
1-8 roll 120” American standard streamline 
ironer with canopy 
1—Trumatic American folder 
2-36 x 120 Asher 2 cylinder ironers 
1—American handkerchief 26” ironer 


POWER PLANT 
200 H.P. gas fired Mund boiler 
2—Chicago pneumatic compressors 
2—Hungerford & Terry water softeners 
1—Heat reclaimer 
1—Gas burner for 200 H.P. boiler 
3—Boiler return systems 


EXTRACTORS 
2-54” No-Trux American (Monel curb) with 
3 sets containers to each machine 
2—Complete hoists for No-Trux 
275 feet of tramrail for No-Trux extractors 
4-17” American Monel extractors 
5~30” motor American extractors 


SEWING MACHINES 
1—Serging 
11—Sewing machines 


MISCELLANEOUS 
150—Canvas baskets—assorted sizes 
1—Hvebsch blanket carder 
1—Universal feather machine 
8—Water coolers 
5—Toledo scales—15 fans 
5—Monel washroom trucks 
Huge quantity of key bars and pins, 
curtain stretchers, steam traps—tape ma- 
chines 
Many other items too numerous to list 


PRESSES 
6—Prosperity Power Circle complete shirt 
units 


15—Prosperity and American wearing ap- 
parel units 


TUMBLERS 


17—36 x 30 American 4 coil tumblers 
1—American 36 x 48 tumbler 
1—Purkett conditioner and tumbler 


DRY CLEANING EQUIPMENT 
2—Gross 30 x 48 motor driven dry cleaning 
washers, motor driven pump, traps, hook- 
up-piping 
1—1250 gal. filter with motor driven pumps 
2-35 x 54 Gross motor driven dry cleaning 
washers, motor driven pump, button traps, 
hook-up 
1—3000 gal. filter with motor driven pump 
1—Gross vacuum still with motor driven pump 
7—Hoffman 42” utility presses 
3—Hoffman mushroom presses 
1—Hoffman vacuum system 
9—Huebsch 36 x 30 dry cleaning tumblers 
1-42 x 42 Huebsch open end dry cleaning 
tumbler 
Spotting boards—steam irons—wind whips— 
Adjusta-Form—puff irons—sleeve forms—Bag- 
O-Teria assembly wheels 





Arrangements made for Loading and Trucking! SALE DAILY- Saturday and Sunday by Appointment 


TALLEY LAUNDRY MACHINERY CO. 


GREENSBORO, N. C. 





en 1594 — 2-6254 — 3-8428 








MACHINERY FOR SALE (Cont'd) 





9 Huebsch or American Zone-Air open-end tumblers, AC 220 volt, 3 
phase, 60 cycle, practically new. Available, immediate sale. Special price 
$225 each. ADDRESS, Box 792, STARCHROOM LAUNDRY JOURNAL, -4 
Metal Washers: 42 x 72—2-pocket, 2-door, American. 42 x 42—1-pocket, 
1-door, American. 42 x 72—4-pocket, 4-door, Henrici. All rebuilt in A-1 
Condition. Talley Laundry Machinery Co., Greensboro, N. C. 1437-4 


2-roll, 100” American ironer. Rebuilt, A-1 condition. Talley Laundry Ma- 
chinery Co., Greensboro, N. C. 1438-4 
Wood cylinders and shells, any size; also all sizes new and rebuilt wood 
washers. Talley Laundry Machinery Co., Greensboro, N. C. 1439-4 


Complete stock of synthetic and solvent drycleaning units all sizes, all 


makes and models. Talley Laundry Machinery Co., Greensboro, N. C. 
1440-4 


TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6618-4 
WOOD WASHERS REBUILT WITH ALL NEW WOODWORK AND 
EQUAL TO NEW IN EVERY RESPECT. 30 x 30”, 36 x 54”, 42 x 72” and 
44 x 84”. Ready for immediate delivery. CUMMINGS-LANDAU Laundry 
Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6661-4 


30 x 120” and 36 x 120” WILLEY ROYAL CALENDER FLATWORK IRON- 
ERS. Quality production hi Very bly priced. CUMMINGS- 


LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 
6767-4 


8-ROLL 120” AMERICAN and TROY IRONERS. REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 
AMERICAN 4-ROLL 100” and 120” STANDARD FLATWORK IRONERS, 
COMPLETE WITH VARIABLE-SPEED MOTORS. NEW MACHINE GUAR- 


ANTEE, CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. Y. 
9318-4 


48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3-, 6-, or 9-COMPARTMENT 
STAINLESS-STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 
ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 
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SIX-ROLL AMERICAN 120” IRONER, rebuilt and guaranteed, like new. 
Talley Laundry Machinery Co., Greensboro, N. C, 1271-4 


48” AM AMERICAN OPEN-TOP EXTRACTOR, in encelent condition. Talley 
Laundry Machinery Co., Greensboro, N. C. 1272-4 


20” HUEBSCH HANDKERCHIEF IRONERS with fluffers, like new. Talley 
Laundry Machinery Co., Greensboro, N. C. 1267-4 


36 x 54 AMERICAN CASCADE WASHER, Monel metal, 2 -pooket, 2- door 
rebuilt and guaranteed. Talley Laundry Machinery Co., Greensboro, 
N. C. 1268-4 











PROSPERITY TWO-GIRL SHIRT UNITS, rebuilt and guaranteed. Talley 


Laundry Machinery Co., Greensboro, N. c. 1269-4 


60# PANTEX-PERK DRYCLEANING 1 UNIT, two | years irs old, excellent con- 
dition. Talley Laundry Machinery Co., Greensboro, N. C. 1275-4 


PROSPERITY 38” P. C. WEARING APPAREL PRESSES, a real bargain. 
Talley Laundry Machinery Co., Groonshere, N. C. 1276-4 


UNIPRESS TWO-GIRL SHIRT UNIT, rebuilt. ‘Talley Laundry Machinery 
Co., Greensboro, N. C. 1277-4 


30 x 30 AMERICAN STAINLESS-STEEL WASHERS, excellent condition. 
Talley Laundry Machinery Co., Greensboro, N. C. 1278-4 


36 x 30 HUEBSCH GAS-FIRED TUMBLERS, like new. Talley Laundry Ma- 
chinery Co., Greensboro, N. C. 1279-4 


HOFFMAN X MODEL PRESSES, factory rebuilt. Talley Laundry Machin- 
ery Co., Greensboro, N. C. 1280-4 
COMPLETE STOCK OF REBUILT GUARANTEED LAUNDRY AND DRY- 
CLEANING MACHINERY, Talley Laundry Machinery Co., Greensboro, 
N. C. 1281-4 
IMPERIAL Laundry Machinery Co., 121 Greenpoint Ave., Brooklyn, N. Y. 
Ev-9-6585, has —_— stock of new and rebuilt equipment on floor ready 
for i cti ble prices and terms, one year guarantee. 
Individual mecha or complete plants for laundry, synthetic and 
petroleum drycleaning furnished. List the machines you have for sale 
with us. 1167-4 
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MACHINERY FOR SALE (Cont'd) 





15 POUND AMERICAN AND HOFFMAN MONEL METAL OPEN END 
WASHERS, MOTOR DRIVEN. 36” x 30” HUEBSCH AND AMERICAN 
OPEN END TUMBLERS. GAS AND STEAM HEATED. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 597-4 





40” AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40” HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 
TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 


MONEL METAL WASHERS, AMERICAN CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48”, 30 x 30”, 24 x 36”, 24 x 24”, RE- 
BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y. 693-4 


60” AMERICAN ZEPHYR, HOFFMAN AMICO AND TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKETS. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y. 600-4 











MODEL 75, AMERICAN VACUUM STILL, COMPLETE WITH MOTOR- 
DRIVEN PUMP. 6—NATIONAL HAND AND POWER MARKING MA- 
CHINES. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y. 984-4 





30” EXTRA DEEP AMERICAN or TROY EXTRACTORS, with NEW elec- 
trical equipment. EVANS AUTOMATIC SHIRT STARCHING MACHINE. 
CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 4753-4 





40” TROY and TOLHURST, direct motor-driven and belt-driven extrac- 
tors. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck 
Street, Brooklyn 6, N. Y. 4755-4 


AMERICAN 120”, 12-ROLL IRONER, THOROUGHLY REBUILT; IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
N. Y. 647-4 


IMPERIAL LAUNDRY MACHINERY CO., 121 Greenpoint Ave., Brooklyn 
22, N. Y. EVergreen 9-6585, has late type Sec-O-Matic synthetic unit 
with solvent saver—Mercury—140F unif—60 lb. automatic stainless perk 
unit—10 lb. Columbia unit. 1165-4 


IMPERIAL LAUNDRY MACHINERY CO., 121 Greenpoint Ave., Brooklyn 
22, N. Y. EV. 9-6585, has available laundry and drycleaning equipment 
from several modern plants, some used only 3 years. Prices reasonable 
and terms extended. Write for our availability list without obligation. 

1166-4 














Detrex 2-bath Monarch cleaning unit complete with still, Hydro-extrac- 
tor, Synth-O-Saver, 42 x 64 Zephyr DC motor-driven washer, Model Z-3, 
Mercury 140° F unit, 5,000 Hoffman filter, two 5,000 g.p.h. Butler filters, 
36 x 54 motor-driven late model American Buckeye DC washer, 40” ex- 
tractor, 3,200 g.p.h. Butler filter, 200 g.p.h. Butler still, Perk synthetic 
unit, 36 x 64 American Buckeye washer—motor-driven, several 36 x 30 
late model drycleaning tumblers. Write BENSON EQUIPMENT CO., 1059 
Main St., Wheeling, W. Va. 1423-4 


FORSE AUTOMATIC SLEEVER IN GOOD CONDITION. $250 F. O. B. 
CUMBERLAND, MARYLAND. CRYSTAL LAUNDRY, BOX 427. 1375-4 








FOR SALE—Brand-new 36 x 36” Troy and American all-wood, one- 
pocket, direct-motor-driven washer. Price F.O.B. Chicago $687. Chicago 
Used & New Laundry Equipment Co., 3128 W. Lake Street, Chicago 12, 
Mlinois. 1306-4 





FOR SALE: 1—American 120” flatwork ironer, 2-roll chest-type ribbon 
return feed varidrive motor and tachometer. 1—American 8-roll chest- 
type 100” with automatic folder. 1—American Norwood 42 x 54” stain- 
less-steel, 2-pocket, motor-driven washer. CHICAGO USED & NEW 
LAUNDRY EQUIPMENT CO., 3128 West Lake Street, Chicago 12, Ill. 
NEvada 8-7764. 1342-4 


HOT-WATER HEATER, used, excellent condition. SELLERS 15-SP, indirect 
gas-fired, 420 gal. capacity, 3’ x 8’ horizontal, 720,000 BTU input, blast 
type. Will raise 1,080 gal. per hour 60 degrees; 760 gal. per hour 85 
degrees. Cost $1,980. Janitt Car Washing Corporation, 34 Winton Road, 
North, Rochester 10, New York. 1495-4 


16x100’’ AMERICAN 41210 RETURN FEED FLATWORK IRONERS, MOTOR 
DRIVEN. PROSPERITY SUPER SPEEDSTER AND AMERICAN SUPER 
ZARMO 51” BODY PRESSES. VERY REASONABLY PRICED. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6914-4 











200 Ib. unit-wash washer-extractors. Used less than year. 40” Troy re- 
ceiving top extractor. 2-girl Prosperity shirt unit. 4-roll 120” ironer. This 
equipment all surplus due to consolidation. Crystal Laundry & Dry- 
cleaners, Inc., Manchester, N. H. 1505-4 
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AMERICAN TILTOR 4-GIRL SHIRT UNIT. THOROUGHLY REBUILT IN 
NEW MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 9014-4 


48” ‘VIERSEN HIGH-SPEED and 48” TOLHURST, DIRECT MOTOR- 
DRIVEN EXTRACTORS. Ready for immediate delivery. CUMMINGS- 
LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, Brooklyn 
4, 3. FT. 4855-4 
24 x 120” RETURN-FEED SUPER IRONER, MOTOR-DRIVEN. PRICED 
RIGHT. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
St., Brooklyn 6, N. Y. 9725-4 


GASWAY IRONER, LATEST TYPE GAS HEATED CYLINDER 18 x 100”, 
MOTOR DRIVEN, COMPLETE WITH AUTOMATIC CONTROLS. EXCEL- 
LENT MECHANICAL CONDITION. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1075-4 


AMERICAN and TROY 26” and 28” EXTRACTORS, BELT or MOTOR 
DRIVEN WITH NEW ELECTRICAL EQUIPMENT. READY FOR PROMPT 
DELIVERY. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
Street, Brooklyn 6, N. Y. 6868-4 


HUEBSCH 25” COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 
DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 


PROSPERITY POWER CIRCLE AND UNIPRESS LATEST TYPE 4-GIRL 
SHIRT UNIT FOR COMPLETE MACHINE FINISHED SHIRTS. CUMMINGS- 


LANDAU Laundry Machinery Co., 305 Ten Eyck Street, Brooklyn 6, N. Y. 
9952-4 


IMPERIAL LAUNDRY MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, New York, EV-9-6585, has available American Notrux 54” 
extractor with two extra baskets, purchased new 1945; Troy Streamline 8- 
roll ironer, new 1942; American 8-roll ironer; American 6-roll ironer; 
Ellis 54 x 120” 9-pocket stainless washer; American Cascade 42 x 84” 
washer; Troy 42 x 72” washer; American Tiltor shirt unit; Prosperity 
4-girl unit and coat presses; Hoffman 42 x 90” tumbler; Huebsch 36 x 30” 
tumblers; Hoffman and American 48” and 60” extractors for laundries 
or cleaners; Hoffman 140F unit used two months; American 30 x 48” 
petroleum unit with filter, still, etc., brand-new, Prosperity synthetic 
cleaning unit; DDZ 60-pound synthetic unit; Columbia synthetic unit. 

1164-4 


48” HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6983-4 
Wood cylinders and shells, replacements; any size, with new brass 
hinges and stainless-steel trim; also new wood washers, ILLINOIS LAUN- 
DRY MACHINERY MFG. CO., INC., 3124 W. Lake St., Chicago 12, Illi- 
nois. Nevada 2-2621. 188-4 
2-ROLL 100”, 110” and 120” AMERICAN AND CL RETURN-FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laun- 
dry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 
PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 9942-4 
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The Sulfur Problem 


To the Editor: 

I have studied with great interest 
your article about the sulphur prob- 
lem in oil-fired boiler flues, a problem 
which gives us just as much trouble 
as it gives to you. However, it is not 
necessary to paint the devil too black; 
a good grey will generally do, and in 
your particular case I feel that the 
case of sulphuric acid has been some- 
what overstated. 

From the figures on page 78 of 
your issue of January 1957 it would 
appear that 1,000 gallons of oil fuel 
might form as much as 875 pounds of 
sulphuric acid, and as 1,000 gallons 
might be burnt in a single shift in a 
middle-sized laundry one sees a 
steady stream of H,SO, running down 
the stack, corroding the same to pieces 
in no time, 

This figure assumes apparently 
that all the sulphur in the fuel would 
be converted to H,SO,, having been 
oxidized before to SO,. Actually, only 


about 2 percent to 3 percent of the 
sulphur goes into the flue gases as 
SO,, and consequently the amount of 
H,SO, formed will only be in the 
region of say 20 pounds. Obviously 


the gallon of additive mentioned 
which would be lost among 875 
pounds of sulphuric acid might have 
a noticeable neutralizing effect on 20 
pounds only. 

Again, not all the sulphuric acid in 
the flue gas will be condensed but 
only the part cooled to below the 
acid dewpoint and much of this will 
not condense on the stack but will be 
carried away in the flue gases. This 
vitiation of the atmosphere is most 
undesirable, but it will certainly al- 
leviate the problem of corrosive attack 
on the actual stack which becomes 
much more manageable if it is under- 
stood that the quantities of sulphuric 
acid involved count in pounds, and 
not in tons. 

Incidentally, you mention only ad- 
ditives to the fuel. In this country suc- 
cessful experiments have been made 
with additives to the flue gases; e.g., 
ammonia in controlled quantities. 
Complete neutralization of SO, was 
obtained with ammonia additions 
equal to .06 to .08 percent of the 
weight of the fuel, at a cost of ap- 
proximately 1 percent of the fuel cost. 
This reduced the corrosive attack to 
approximately 25 percent of that of 
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the original flue gas at temperatures 

of above 285°F, and to approximately 

4 percent at 230°F. The cost of the 

mixing apparatus is, however, still 

comparatively high, and this is limit- 

ing at the moment the general use of 
this method. 

Dr. H. A. BLuMm 

Head of Applied Research 

Department 

British Launderers’ Research 

Association 

London, England 


The problem of sulfur in oil-fired 
boiler flues we knew to be a universal 
one, Any constructive information you 
can pass along which has been re- 
vealed to you in the course of studies 
conducted in your own country will 
be more than welcome. It has been 
our good fortune to have seen certain 
of the work published by B. Lees, 
A. M. Freedman and others of the 
Central Electricity Authority, as well 
as that here in the U. S. A. by R. B. 
Lee, Florida Power Corp., J. M. Mc- 
Ilroy and E. J. Holler, Jr., Babcock 
& Wilcox, among others. 

In your reference to our own article 
you take us rather to task on the arith- 
metic appearing on page 78 covering 
the acid-potential of sulfur in fuel oil. 
The thought we had in mind in pre- 
paring this paragraph was to answer 
the frequent sweeping advertising 
message. In the paragraph immedi- 
ately following the numbers you dis- 
cussed we thought we qualified our 
earlier remarks when we_ stated: 
“When fuel oil is combusted the sulfur 
burns quickly, completely and with a 
clear, nonluminous flame to sulfur di- 
oxide (SO,) and sulfur trioxide (SO,). 
Practically all these gases pass out 
through the stack to the outer air. On 
the way, however, all the exhaust 
gases are cooled and at some point in 
the exhaust system the temperature 
falls below the dewpoint. It is here 





Let's Hear From You... 


We welcome your inquiries, your 
views about every phase of the laun- 
dry industry, your problems and your 
solutions to problems. Address letters 
to: 
The Editor 
Starchroom Laundry Journal 
305 East 45th Street 
New York 17, N. Y. 











that the SO, combines with water 
vapor and sulfuric acid is formed.” 

Your suggestion that the estimated 
actual percentage of SO, formed 
should have been mentioned specifi- 
cally is probably a good one, Our as- 
sumption was that the reader would 
understand the proportion of the prob- 
lem ‘by the sentence: “Practically all 
these gases pass out... .” This could 
be a dangerous assumption. In much 
the same vein we felt we had pinned 
down the point when the SO, pre- 
sented a problem in forming H,SO, 
with the closing two sentences of the 
above paragraph. Again we may have 
assumed too much. 

We have heard of the ammonia ex- 
periments and frankly had believed 
them to be no further advanced than 
the experiment stage——J. C. McC. 


No-Starch Solution 


To the Editor: 

Re: Your editorial “Does Everybody 
Know?” in February STARCHROOM. 

Let me tell you my experience in 
using family laundries in various cities. 

As you know, I have to find a new 
laundry for my shirts every month or 
two, I’m being conservative in saying 
that I have trouble getting “no starch” 
in at least 33 percent of my first trials. 

I'm sure at least 90 percent of the 
trouble lies in the girl at the counter. 
And because of her limitations, also in 
the customer. 

It is natural to give her your name 
and address and wind up “and no 
starch, please.” She is preoccupied 
with the first two and the last never 
registers, I have less trouble now when 
I répeat, deliberately, the words “no 
starch” three times. 

I believe the laundryowner won't 
lick this until each girl has to ask what 
kind of starching is desired, As long 
as it is an extra datum, sometimes not, 
the girls are going to continue to for- 
get. 

What to do with a laundry that 
gives you heavily starched shirts in a 
bundle plainly stamped “no starch” 
is a horse of another color, But believe 
you me that has happened at least 
twice! 

Incidentally, I do not have this 
trouble with drycleaners doing shirts 
only! 

WP. 
New Orleans, Louisiana 
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Automatic Basket 
Curb, housed in 
cover, and ready 
to be automatical- 
ly positioned and 
locked upon loaded 
container as shown 


Latest type, opén-t Ps, 
split basket container for < } 
quick loading. 


4 Cover closgs auyfomati- 
cally ang*timer is set 
for desinéd ryh. At end 
Ot -éxtrEction cycle the 


e EASY LOADI NG , 7 bdskét comeytd a dead 


Sstphs- curb As/unlocked, 
“at yéd“in cover and 


® MAXIMUM PRODUCTION "“Aigep’ cover lifts with the 
; ©“ ‘odrb nested in it. 

® FULLY AUTOMATIC . 

© COMPLETE SAFETY 


The “AUTOMATIC CURB” is another important time- 
saving feature that adds still more to the efficiency of 
the ELLIS Unloading Extractor. 
It eliminates all manual handling of the basket curbs, 
INSPECTION POSITION and makes it unnecessary to rely upon the operator 
to lock the curbs in position, or take them off. The 
leased by cover and locked entire opening area of the containers is available for 
to basket. Note: Curb runs maximum loading capacity. 
free of cover during cycle. Throughout the operating cycle, automation takes 
over all the manual work, saving minutes and cutting 
costs. The extra economies, gained with Ellis 
equipment, pay a good return on your invest- 
ment. 


Showing Automatic Curb re- 


Write for further details of this mod- 
ern time-saving equipment. 


Ae ELLIS RIER CG 


2444 NORTH CRAWFORD AVEN U8 


Cire A aad CHICAGO EMIS Zr 


Mr. George W. Kriegh, Pacific Coast Representative of The Ellis Drier Co., Pasadena, Cal. 
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DRIiISVUYDw@ 


followed by 


ESCOFrOoOS 


It's a simple washing formula— 
easy to follow—and very thorough 


With Cowles DRISUDZ, loosen the soil in a good 
heavy suds on the break. Scrub out the stains in a 
carry-over suds—no supplies, just hot water. Then 
get the “left-overs”— lime soap, acid soap, redepos- 
ited soil— with Cowles ESCOFOS in the bleach 
suds. Dissolve ESCOFOS right in the bleach, if you 
want to. You won’t need a great deal of bleach, 
though. DRISUDZ and ESCOFOS get most of the 
stains out—and a// of the soil. 
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A po echnical Man help. you install’ : 
this ¢lmpitfied ORIBUOZ#ESCOFds Formula.You'll - 
be proud of your washing quailty. Your cus-— 
tomers will be pleased with your quick service. 


CHEMICAL COMPANY 





7016 Euclid Ave. Cleveland 13, Ohio 





